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35th Year—No. 3769 


Used-Car Market 
Drifts Upward as 


New Cars Decline 


Wholesale Activity 
Picks Up Again; 
Wagon Demand Off 


IGNS of a firming used-car mar- 

ket have been noted in some 

quarters, according to field reports 
last week. 

Strength noted, however, was 
something of a mixed blessing, 
since dealers who reported a 
pickup in used cars almost in- 
variably talked of a correspond- 
ing slowdown in new-car sales. 

A recurrent theme in discussing 
new-car sales in mid-July was: 
“The market hasn’t come up to ex- 
pectations.” 


* * * 

OME described the current 

change in the market relation- 
ship of new and used cars as a 
“normal” situation for that brief 
period before the new-car cleanup 
begins in earnest. 

The new-car market has taper- 
ed off, they explained, and the 
cleanup’s perennial bargain-hunt- 
ers have not yet turned out in 
force. 

This tends to reduce the number 
of used cars being traded in and 
lightens U. C. inventory pressure. 

On the other hand, as new-car 
sales soften, some dealers find 
themselves allowing more on the 
trade to make the deal stick to- 
gether. In these cases, of course, 
book investment in used-car stocks 
creeps higher. 


” 
E Midwest dokie said his 
competitors had pushed tradein 
allowances up to the point he usu- 
ally can’t match. He’s letting such 
trades go by, he said, pushing clean 
deals on his compact line and try- 
ing to buy used cars at a lower 
rate from other dealers who are 
overstocked. 
“It’s a hard way to go,” he ad- 
mitted. 

One result of the gentle used- 
car upturn has been a noticeable 
increase in dealership wholesale 
activity. In Detroit, some inde- 
pendent buyers from the South 
have hit the dealerships for the 
first time since last spring. 

Wholesale auctions have also 
noticed a larger turnout of buyers 
and more spirited bidding. A re- 

(Continued on Page 4, Col 1) 


Tie to Vendors 
Ousted Newberg; 
Chrysler Repaid 


EW YORK.—Chrysler Corp. 

last week revealed that profits 
from connections: with suppliers 
were the “differences” which led 
to the June 30 resignation of Wil- 
liam C. Newberg as Chrysler pres- 
ident. 

Newberg issued a statement in 
which he said that there was 
nothing illegal or improper about 
his. relations with the supplier 
companies. But Newberg agreed 
to hand over to Chrysler more 
than $450,009 in profits obtained 
through his interests in suppliers. 
The Chrysler statement did not 

charge that Newberg had engaged 
in any illegal activity but indicated 
that the case was being viewed as 
a conflict of interests. 
Chrysler refused to identify any 
of the vendor firms involved. 
” * * 


Cyataer shed the light on the 

reasons for Newberg’s resigna- 

tion at the second special meeting 
(Continued on Page 52, Col, 1) 
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Top Cars > 


New-car registrations for five 
months, plus two states for June: 
1960 1959 


Pos. Make Pos. 
1— 728537 Chev. 612,963— 1 
2— 609,710 Ford 596 842— 2 
3— 195,927 Plym. 155,889— 5 
4— 178,571 Rambler 140,766— 6 
5— 173,034 Pontiac 163,948— 3 
6— 155,503 Dodge 57,462—10 
I— 150,185 Olds. 160,709— 4 
8— 113,553 Buick 113,879— 7 
9— 68,807 Mercury 63,808— 9 
10— 64657 Cadillac 64,229— 8 
1i— 49,472 Stude. 56,549—11 
12— 37,824 Comet ............ 
13— 34,249 Chrysler 25,592—12 
14— 12,732 DeSoto 18,760—13 
15— 10,419 Lincoln 13,060—14 
16— 7,075 Imperial 7,605—15 

232,634 Misc, 257,929 

Total All Makes 
2,822,889 2,509,990 
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Cleanup Hopes Rising 


By Kenneth C. Kelley Jr. 
Staff Writer 


average auto dealer will 





ventory of new cars is at a record 
high, but no one expressed any 
great alarm about the size of the 


I come through the cleanup of the/| inventory. 


60 models in one piece, but he 
won’t have an easy time of it. 
That is the view of the nation’s 
major finance companies on the 
fate of the dealer from now until 
the ’61s are introduced. 

Just about all of the finance-com- 
pany officials contacted in an AuTo- 
MOTIVE News survey look for the 
cleanup to be fairly orderly with 
most of the 1960s sold and the in- 
ventory slashed by introduction 
time. 

But these executives see a num- 
ber of problems to be faced during 
the cleanup. All noted that the in- 





Wage-Hour Fight Looms, 
NADA Warns Dealers 


By William Ullman 

Washington Bureau Chief 
ASHINGTON. — The National 
Automobile Dealers Assn. con- 
gratulated its members early this 
month on winning their wage-hour 
fight in the House, but it warned 
that “the big fight isn’t over—there 
is still a big job to do. Your sena- 
tors must be persuaded to preserve 
your retail exemption when they 


Kirks Quits NADA 
After 6 Years as 
Legislative Aide 


ASHINGTON.—Rowland F. 

Kirks, who has served as legis- 
lative counsel for the National 
Automobile Dealers Assn. since 
early 1954, last 
week turned in 
his resignation, 
effective Sept. 1. 

No official an- 
nouncement has 
been made, since 
James C. Moore, 
NADA executive 
vice - president, is 
in Europe. The 
resignation has 
been mailed to 
Moore and he is 
expected back shortly to act on it. 

Meanwhile, Birks informed AvuTo- 
MOTIVE News of his action. He made 
it clear to this correspondent that 
there was no dissatisfaction or ill- 
feeling involved in his departure, 
but that he was leaving to accept 
an offer of “exceptional possibili- 
ties” and that he was “thrilled by 
the prospects.” 

He added that he was leaving the 
auto dealers and many fine friends 
“with a tinge of sadness.” 

He said he is not yet free to 
announce his new connection, or 
just where and how he would be 
located. 

The six years that Kirks has put 
in with NADA certainly have been 
loaded with hard work and, hap- 
pily, with proud achievement. Vir- 
tually every one of those years have 
been fraught with both grief and 
accomplishment. 

Outstanding are these achieve- 
ments for NADA: 

1. As a result of hearings in the 
Senate on car bootlegging, he ob- 
tained the creation of the special 
subcommitteé within the Interstate 

(Continued on Page 6, Col. 1) 





R. F, Kirks 


act on federal wage and hour leg- 
islation.” 

Recent events have transform- 
ed NADA’s warning of a “big 
fight” into a prophecy, Early in 
duly, John F. Kennedy drove off 
Capitol Hill as the junior sena- 
tor from Massachusetts..On Aug. 
8, he will return as the head of 
the Democratic Party. 

His former floor boss, Senate 
Majority Leader Lyndon B. John- 

son of Texas, will be second-in- 
command to the young New Eng- 
lander. Kennedy is the new boss, 
and he is the man who wrote the 
$1.25 minimum-wage bill calling for 
extension of coverage to eight mil- 
lion additional workers. 

With the change in Senate roles, 
Johnson’s earlier promise to push 
for adoption of the “conservative” 
House measure turns into meaning- 
less rhetoric. 


The House-approved Ayres-Kit- | 


chin bill would increase the mini- 
mum wage to $1.15 an hour and 
extend wage-hour coverage to only 
1.4 million workers in retail chain 
stores. But the 1960 Democratic 
platform calls for the Kennedy- 
sponsored $1.25-an-hour-minimum, 
as well as broader coverage.’ 

Whatever Johnson thought four 
weeks ago, he is committed now 
both to his party’s platform and to 
support of the Presidential nomi- 
nee, Kennedy. 

As president of the Senate, 
Vice-President Richard M. Nixon 
may look on, but he will not be 

permitted to join in the debate. 

It would take a miracle to stop 
a much stronger wage-hour bil] 
from emerging from this session. 
Democrats can expect to pick up 
support from many Northern Re- 
publicans, who are too close to 
election day to vote against a high 
minimum wage. 

After all, wages are paid by em- 
ployers; it won’t cost politicians a 
cent to increase them, And ag long 
as there are more workers than 


businessmen, they figure that the| 


(Continued on Page 4, Col, 2) 








* * * 


qincs the finance companies 
have millions tied up in floor | 
planning the record stock, the ab- 
sence of real concern about the 
size of the inventory might be! 
taken as an encouraging sign. 

The finance companies find a' 
number of reasons for not getting 
panicky about the record inventory. 
For one thing, the inventory has 
probably reached its peak and will 
be slashed drastically while the fac- 
tories are idle for changeovers, 

The president of one finance 
company who looks for an order- 
ly cleanup said he welcomed the 
present cutbacks. He said that 
the stocks of new cars are not so 
badly out of line when the num- 
bers of makes, series and models 
are considered. 

He said his company’s purchases 
of retail auto paper have picked up 
from the level of a month ago, indi- 
cating that sales are picking up. He 
added that he expected the sales 
pace to imcrease through the clean- 
up but admitted that the bargain 
hunters would have a field day. 

” x ” 


@2VERAL of the finance-company 
officials said the inventory prob- 
lem was*More a question of balance 
than one of size. Some dealers are 
over-stoecked while others may not 
have quite enough cars to finish 
the model year. Some models and 
series are in short supply while 
others are piled up. 

All of the executives agreed 
that it will take a lot of hard 
work in the dealerships to move 
the remaining ’60s and several. 





pointed out that they expect deal- 
ers’ profits to be cut to the bone. 
An official of one finance com- 
pany noted that there is one type 
of help that the dealer cannot ex- 
pect from the finance companies 
during the cleanup: There will be 
no easing of credit terms. Most 
finance officials agree that the 
length of contracts and other terms 


| are as liberal as they can be. 


The finance companies have ob- 
served that all is not well on the 
used-car lot. However, some main- 
tain that things are no worse than 
they have been in other years while 
others say that used-car conditions 
are particularly bad this year. 

* ca cod 


uc who see a special used- 
car problem this year generally 
trace it to the compacts, The in- 
troduction of the compacts, they 
reason, has reduced what the pub- 
lic will pay for used cars, The deal- 
er who has not cut his prices in 
line with this change is in trouble. 

None of those contacted could see 

(Continued on Page 54, Col. 1) 


Here's the Score 
On Changeover 








Still Building Changing Over 
fb Ce ee 
Buick~- Chrysler 
Cadillac Dart 
Chevrolet (Std.) DeSoto 
Checker Dodge (Std.) 
Comet Hawk 
Corvair Lark 
Falcon Imperial 
Ford (Std.) Plymouth 
Lincoln Valiant 
Mercury 
Oldsmobile 
Pontiac 
Rambler 


But Compacts Rebound... 
Output Lag Continues 


By Martin L. Whitmyer 
Staff Writer 
“- assembly operations continu- 
ed near their lowest level of the 
year last year. Hight more makes 
phased out ’60 models, and Ford 
Motor Co. production was held 
below normal levels by vacations, 
strikes and inventory adjustments. 
Output totalled an estimated 
113,492 cars last week, compared 
with 105,171 cars rolled from the 
assembly lines a week earlier, and 
123,446 cars built during the week 
ended July 25 a year ago. 
Showing the biggest improvement 
were the compacts, which spurted 
45.2 percent from the previous 
week. The group, composed of 
Comet, Corvair, Falcon, Lark, Ram- 
bler and Valiant, picked up 28.9 
percent of total industry assemblies 
on 32,539 carg last week, compared 
with 21.5 percent on 22,404 assem- 
blies a week earlier. 
The upsurge was triggered by 


Inside Automotive News. 


Fiat chief’s view of future, Page 2. 


Growing use of impregnation of metals, Page 23. 
Pros and cons of boats and auto dealers, Page 8. 
Woman trips on mat: Is dealer liable? Page 22. 
Four years with good-faith law, Page 3. 





the return of Falcon and Comet to 
the production scene after having 
been down the previous week due 
to parts shortages brought about 
by a nine-day strike-at the Ford 
Motor stamping plant in Ohio. 
Last week also marked the end 
of ’60 model output at Lark and 
Rambler. Both went down Friday 
for model changeovers, 
* * + 


(CpTHEr makes phasing out their 
1960 model production last week 
were Chrysler, Dodge and DeSoto 
in Detroit, Plymouth in- Detroit; 
Dart, Plymouth and Valiant in St. 
Louis and Newark, Del.; Dart and 
Valiant in Hamtramck, Mich., and 
Studebaker Hawk at South Bend. 

Imperial has been down in De- 
troit since the end of June and 
the Chrysler Corp. plant on the 
West Coast closed during the 
week ended duly 16. 

Next maker to close down for 
changeovers will be Buick, possibly 
at the end of this week, 

Mercury originally was scheduled 
to phase out the first week of Au- 
gust, but a strike at its Wayne 
(Mich,) assembly plant may force 
Mercury officials to set the phase- 
out date back a week or more. 

Ford, Chevrolet, Rambler, Cadil- 
lac and Pontiac still-are scheduled 
to begin their changeovers about 
mid-August. Comet and Oldsmo- 
bile will go down the latter part of 
the month, Lincoln and Phunder- 

(Continued on Page 55, Col. 3) 
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Garibaldi Predicts Share of 6 Percent... 


Fiat Chief Sees Imports Settling 


By Robert M. Lienert 
Associate Editor 


IT.—Imported cars selling 

in the United States should 

gear for “not more than 6 percent” 

of total new-car sales, says V. A. 

Garibaldi, president of Fiat Motor 

Co., Inc., American importer of the 
Italian auto. 

The current year, he told Auto- 

motive News — week, is one of 

t and reappraisal for 

the imports, and should not be 


In a six-million-car year, once 
the market has “settled down,” 
a envisions 350,000 import 

les. 


* ~ * 
A§ FOR his own firm, Garibaldi 
said, Fiat has a sales target of 
30,000 units per year in America 
“in what we know is a tough mar- 
ket.” 

Imports “ought to level off” with 
a 6-percent share, he said, since 
there “is no real basis for them to 
go down.” If they hold to this pene- 
tration, he said, the American auto 
industry will not be “disturbed.” 

On the other hand, Garibaldi 


since they are “only a second car 
a third car (sports car) for 
average American family, 
needs a car big enough for 
kids and the perambulator, 


“I don’t know what American 
makers will build,” he elaborated 
(adding that he doubts any Ameri- 
can firm will build a car smaller 
than the present compacts), “but I 
know what they ought to build. 

“American industry ought to 
build big cars for American roads 
and American families.” 


ARIBALDI remains calm in ‘the 

face of a declining market for 
imports. Fiat, he insists, although 
it came late (in 1957), is here to 
stay. 

Last year, Fiat registered 38,139 
new cars in the U. S. and imported 
about 43,000. This year, with sales 
currently running at an annual rate 
of less than 24,000, Fiat imported 
17,000 cars in the first six months. 

“Our s were stocked 
up so we have stopped imports,” 
Garibaldi said—without any trace 
of alarm. 

As a result, he said, one never 
sees cow pastures near U. S. ports 
of entry parked bumper-to-bumper 
with Fiats. 

Each of Fiat’s 11 U, S. distribu- 
tors, he continued, averages a 90- 
day supply of cars and is never 
under pressure to order. 


IAT, Garibaldi said, follows ab- 

solutely a x. of sending to 
the distributors o the cars that 
are specifically fin 


aE 


Fiat, he said, should continue to 
a 


sell its programmed 30,000 units a 
year in the U. S. for four reasons: 
1, Fiat has a good name in Amer- 
ica “and didn’t take long to get it.” 
2. Fiat has a full of cars, 
from the 500 at $1,098 to the 2100 
station wagons at $3,058. 

3. Fiat’s dealer body of approxi- 
mately 474 (including many domes- 
tic duals) has been remarkably 
stable. “A few dealers have dropped 
out,” he said, “but nothing to worry 
about. We're always adding a few.” 

4. There will always be a “rea- 
sonable’ market for the second or 
third car in the family, which logi- 
cally should be a small economy 
car that American makers will not 
build. 

* * * 


VEN if Fiat should fail to at- 

tain its 30,000 sales in the U.S., 
such a failure would be far from 
disastrous. American imports took 
less than 10 percent of Fiat produc- 
tion last year, he said, and there 
are 121 other countries which also 
import Fiat cars 

Fiat pecduetion, which numbered 
200 to 300 daily in the early postwar 
period, now runs at the rate of 
2,000 a day. By 1961, Garibaldi said, 
Fiat hopes to reach 3,000 a day, 
with an increasing share of produc- 
tion going to the 500—a model 
which is still frequently in short 
supply. 

Slightly more than half of all 
Fiat’s output is sold in the home 
market. 

Fiat plans to export none of its 
products aside from autos to the 
U. S&., although it builds trucks, 
farm equipment, railroad equip- 
ment and aircraft. 

Garibaldi said that Fiat is more 





Steel Promotion— 


Shown is a scene from “Hand and 
Glove," a Broadway type musical show 
produced by U. S. Steel Corp. for use at 
automobile dealer association meetings. 
Designed to dramatize the use of steel 
as key selling points for automobile deal- 
ers, the show was previewed last week at 
the annual meeting of Automotive Trade 
Assn. Managers é Mackinac Island, Mich. 


Show for Dealer Meetings 
Staged at ATAM Parley 


MACKINAC ISLAND, Mich, 
Preview of an original Broadway 
type musical show, specially pro- 
duced for use at automobile dealer 
association meetings, was staged 
here last week by United States 


Hint New Chief 


For Renault 


NEW YORK.—A .report that a 
new general manager soon would 
be appointed for 
Renault, Inc., 
here brought a 
“no comment” 
last week from 
spokesmen for 
the French im- 
porter. 

The new execu- 
tive would suc- 
ceed Robert E. 
Valode, vice-pres- me 7 
ident and general aay 
manager of Re- R. E. Valode 
nault, who has been in France 
since last month. 


: ganization which is 
5 | that the buying public strongly as- 





Steel Corp. during the annual meet- 
ing of Automotive Trade Assn. 
Managers. 

The show dramatizes the use of 
steel as a key selling point for 
automobile dealers. U. S. Steel will 
present the show at dealer conven- 
tions on request after Feb. 15, 1961. 

The production is titled “Hand 
and Glove.” Its story is that of a 
car .salesman who: knows 77 ways 
to sell an automobile and sets out 
in search of the 78th way. 

U. S, Steel based the story on 
two years of consumer research 
conducted by the Alfred Politz or- 
id to confirm 


sociates. steel with the automobile 
and ‘believes that steel is the best 
material for autos. 

The company’s new automotive 
promotion program is designed to 
complement introduction of the 
1961 auto line. Highlight of the 
program will be two new U. §, Steel 
Hour television specials. The new 
models also will be spotlighted on 
daytime television via the “I Love 
Lucy” show. 


closely tied to America than are 
some of the other imports. For one 
thing, he said, Fiat is one of the 
few foreign cars which were at one 
time built in this country—Fiat had 
an assembly plant in Poughkeepsie, 
N. Y., prior to World War I. 

Again, in the early days of the 
automobile, Fiat scored many rac- 
ing successes in the U.S. 


cd 
GArmarl, ri his dual role as 
representative of Fiat 
Societa per Azioni, the parent firm 
in Turin, Italy, is in charge of all 
Fiat operations in the U. S.—indus- 
trial relationships and purchasing, 
for example, as well as selling au- 
tomobiles. He has been with Fiat 
20 years, of which the last seven 
were spent in the U.S. 

He therefore can speak with 
authority on Fiat’s purchasing in 
the U. S., which is largely in the 
machine-tool and sheet-steel fields. 
Fiat, however, has begun purchas- 
ing American batteries to install in 
autos which are imported into this 
country. 

Fiat relationships with Ameri- 
can firms, he said, include li- 
censes from North American Avi- 
ation to build F-86 jet fighters for 
NATO countries, from Westing- 
house to build gas turbines, from 
General Electric to build J-47 jet 
engines, from Curtiss-Wright to 
build turbo-compound aircraft 
piston engines and from Republic 

Steel to produce Enduro stainless 
steel. 

Garibaldi also decides whether to 
enter Fiat in auto shows and trade 
expositions. 

“It’s a good thing for Fiat to be 
represented in all of these, despite 
the cost,” he said. “It teaches 
Americans that we are something 
beside mandolin players and spa- 
ghetti eaters.” 


61 Ford’s Intro 
Delayed a Week 


New Models Now Due 
Sept. 29; Strike Blamed 


UBLIC introduction of the 1961 

Ford and Falcon will be delayed 
one week because of the recent 
strike at the Walton Hills (O.) 
stamping plant, a Ford Motor Co. 
spokesman said last week. 

The new models, which had 
been scheduled to appear in 
dealer showrooms Sept. 22, now 
will not make their debuts until 
Sept. 29, he said. 

He added that the strike had cur- 
tailed production of parts for the 
’61 models, necessitating the delay 
to enable the Ford Division to build 
up adequate stocks at the dealer 
level. 

The spokesman denied that a 
sizable surplus of unsold standard 
’59 Fords was responsible for the 
delay in the ’61’s introduction. 

The pushback also will cause a 
delay in the special preview sched- 


uled for the week of Sept. 12 in| 


Flora, Il. 

No new dates have been set, but 
it is expected to be held within 10 
days prior to the public introduc- 
tion. 

oa * ae 
ONE of the other makers has 
announced introduction dates, 
but most of them expect to have 


their new lines in dealers’ hands}? 


before the opening of the National 
Automobile Show in Detroit Oct. 15. 
At least two makes will not be 
available to the public before 
early November, but they will be 
on display at the national show. 
Announcement shows for dealers 
will begin in the middle of August 
and continue through September. 
No dates have been revealed by the 
factories. 


S-P Honored 

SOUTH BEN D.—Studebaker- 
Packard Corp. has been awarded a 
certificate by the American Society 
for Testing Materials in recogni- 
tion of 50 years of continuous mem- 
bership. S-P said only 17 other in- 
dividuals and companies have ever 
qualified for similar certificates. 





101.7 Percent of 





Auto Production .............-> 


Business Barometer 


Autometive News Economic Index — 
112.8 Percent of Like Week Last Year 


Truck Production .............+- 20,229 135.0 
Auto Registrations—Year to date.. 2,822,889 cee 112.5 
Truck Registrations—Year to date. 407,094 oem 105.9 
Steel Production—tTons ......... 1,476,000 122.7 404.4 
Lumber Production—Board feet... 141,469,000 59.5 71.1 
Paperboard Production—Tons.... 248,079 141.9 90.3 
Soft Ceal Output—tons ........ 1,260,000 71.0 81.0 
Oil Refinery Output—Boarrels ..... 52,459,000 102.0 109.3 
Electric ee aoe hours.... 14,208,000,000 109.0 105.9 
Barometer ight Car Loadings 274,296 80.4 79.6 
Department Store Sales Index .. 109 86.5 86.5 
a Gales a a seseee 398.4 97.7 92.7 

. S. vern 
eo year to dat a. . _$4,073,902,000 vive 96.5 
Commercial and Industrial Loans $31,449,000,000 99.4 110.8 
Savings 4 pice dhnsvedveese $31,116,000,000 99.9 100.7 
Used-ca rices—Average........ $936 99.7 91.1 
Business Failures .......... édaiese 258 95.2 106.6 
Common Common 
Stocks July 20 July 13 1960 Range Stocks July 20 July 13 1960 Range 
AMC....... 21Y%_ 21% 29%2-20% _ EPO ce 44Y, 444% 50%-41% 
Chrysler... 43% 44% 71%-42% Mack...... 34% 344%, 52%-34 
Ford....... 63% 67% 92%-63% S-P......... 8% WY_ 24%- 8% 
GM........ 43% 43% 55%-43 White...... 45 46Y, 67%,-45 

(duly 25, 1960) 








Last Week 










105,171 117.0 

















Canadian Dealers Explain 
Finance Disclosure Stand 


OTTAWA.—Canadian car dealers 
don’t mind disclosing the dollar 
amount of interest charges on fi- 
nance contracts, but they don’t 
want this amount to be shown in 
terms of simple annual interest. 

This was stated before a parlia- 
mentary committee hearing evi- 
dence on interest rates here. 

“We wish to make it abundantly 
clear that we are in favor of full 
disclosure of finance charges to the 
consumer, but in terms of dollars 
rather than simple interest per- 
centages,” said H. E. Moore, execu- 
tive vice-president, Federation of 
Automobile Dealer Assns. 

He was speaking against a bill 
proposed by Senator David Croll, 
Toronto, Moore appeared before the 
committee to give the auto dealer’s 
views. 

The bill would force all groups 
granting credit—from finance com- 
panies to retail merchants—to dis- 
close in writing the dollar cost of 
credit and the simple interest rate 
on an annual basis. 

Moore continued: “In our opin- 
ion this legislation is both unnec- 
essary and undesirable since the 
automobile buyer now obtains full 
disclosure of the finance charges 
he assumes in terms he can un- 
derstand and appreciate—namely, 
in dollars and cents.” 

No legislation will be able to force 
some people to exercise good judg- 
ment in buying on time, he said. 

“People will sign almost anything 
—even blank contracts,” he said. 
“You cannot legislate sanity in 
purchasing.” 

H. H. Hannan, president of the 





Rural Auto Trick— 


Dearborn long ago lost its rural char- 
acter, but an occasional reminder of the 
past is seen alongside Ford Motor Co.'s 
Central Office Building. On 35 acres east 
of the building, the company maintains 
an alfalfa crop which it harvests three 
times a year. The farmerette? Joan Crish- 
on, a Ford employe. 


Canadian Federation of Agricul- 
ture, said Western Canadian farm 
families would support the princi- 
ples of the Croll bill, It could make 
a great contribution to better public 
understanding of the cost of credit, 


he said, 


Japanese Tires Called 


New Problem in Canada 


EDMONTON, Alta. — Japanese- 
made tires which have entered the 
Western Canada market have add- 
ed to the country’s growing prob- 
lem of increasing imports of Cars, 
T. M. Mayberry, president of Fire- 
stone Tire & Rubber Co. of Canada, 
Ltd., said here. 

Speaking of the tire imports, he 
said “it is no longer a matter of 
trinkets from Japan.” 

Mayberry added that reports have 
shown that 160,000 imported cars 
were sold in Canada last year, re- 
sulting in a displacement of approx- 
imately 33 million man hours of 
work, 


He was in the West to observe 
the final stages in completion of 
the company’s $6.5 million tire- 
manufacturing plant in Calgary. 


Import Quitter 
Rips Service Cost, 


‘Poor Relations’ 


YELLOW SPRINGS, O.—Turner, 
Inc., Triumph-Jaguar-A 1 f a-Romeo 
agency, is discontinuing business, it 
ig announced by Clark P. Turner, 
president of the firm. 


Turner said that “the increased 
cost of providing really quality 
service has made it unprofitable for 
us to operate. He also cited the re- 
cent decline in the imported-car 
market and the “general disrup- 
tion” of the used-car market. 


“We have managed to survive for 
over three years in the face of 
poor distributor-dealer relations, 
having franchises pulled out from 
under us without warning, and hor- 
rible parts problems—simply on the 
basis of excellent service,” Turner 
said. 

“Now, we find that we can’t pro- 
vide the service that our customers 
have come to expect at a cost that 
is reasonable and will provide us 
with a decent profit.” 

Turner added that the firm has 
maintained a consistent backlog of 
two-weeks-appointment-o nly serv- 
ice for the last year. 

The firm will make payment in 
full to all its creditors, Turner 
stated, and will dispose of its 
assets in “the normal course of 
trade,” expecting to close out with- 
in the next two months. 


The firm was organized in Janu- 
ary, 1957. 
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First Loophole Appears .. . 


Dealer Good-Faith Act 


Dealer Forum 


by Robert M. Finlay 





7 can put his finger on the 
reasons for success? We were 
chatting the other day with a suc- 
cessful dealer and a veteran factory 
executive about 
this. 

“You get a lot 
of eager kids,” 
said Charles L, 
Jacobson, dealer- 
relations vice- 
president of 
Chrysler Corp. 

“They come out 
of school bursting 
with energy and 
hot on the trail 
of success. 

“Most of them fail miserably, be- 
cause they don’t know what they 
are looking for. They think there 
is a trick or a magic carpet to 
success. 


C. L. Jacobson 


* * * 


Summary of Success 


yt you study the successful 
dealer, for instance. You find 
that success is made up of a num- 
ber of little things—his dedication 
to business, his enjoyment of trad- 
ing, how he displays his cars, how 
he handles his employes, how he 
prices his merchandising, how he 
deals with the public. 

“He simply has a lot of right 
attitudes, with perhaps the most 
important one being enjoyment 
of work.” 

Of course, work isn’t really work 
to the man who enjoys it. 

It is like two men setting off on 
long highway. One lives and 


Deal Re-Signs 
With Cadillac 
After 42 Years 


PORTSMOUTH, N. H.—Ol Num- 
ber Two is riding Cadillacs again! 

That’s the word since the an- 
nouncement that the Cadillac fran- 
chise for Portsmouth had returned 
to the Portsmouth Motor Mart 
after an absence of 42 years. 

Or Number Two is the New 
Hampshire dealer plate assigned to 
the Motor Mart by state authorities. 
Besides being one of the lowest 
dealer numbers in New Hampshire, 
it is among those held longest by 
the same firm, 

The number plate on the new 
Cadillacs will be the same as that 
on the 1918 Caddies when last the 
local firm was authorized to sell the 
automobile. The ceremony of sign- 
ing the franchise was held in the 
offices of Peter Fuller, president of 
Cadillac Automobile Co., Boston, 
Cadillac distributor for New Eng- 
land. 

The original Cadillac franchise 
in Portsmouth was assigned to the 
Motor Mart in 1913 and was held 
until 1918 when it was relinquished 
in favor of another automobile. 


a 
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enjoys every moment along the 
way. The other is irritable, rushing 
headlong toward the end of the 
road. One knows that the end of 
the road is an ephemeral thing. 
The other thinks he will be happy 
once he gets there. 

But who knows where the road 
ends? 

* ag ok 


The Real Difference 


5 CORING back at 46 years in the 
auto business (Jacobson start- 
ed as a youth of 20 in the Ford 
advertising department), Jacobson 
said that the great difference be- 
tween the auto that sells in the 
millions and the dog that brings 
up the rear is simply a matter of 
merchandising. 

“And merchandising,” he said, 
“is doing all those little things 
right.” 

We asked about the current trend 
in retailing and the outlook for the 
dealer. Jacobson noted that right 
now it is unpopular to raise prices. 
There is a strong economy trend 
as far as the price paid goes. 

“But,” he said, “costs go right on 
climbing for the dealer. It is a con- 
stant challenge to stay in the black. 
He must keep his costs under con- 


trol somehow, or spread his costs| # 


Over greater volume.” 
+ * * 


Dealer Gets in Tune 


1. dealer commenting on suc- 
cess was Ed Klein, of Down- 
town Motors (British Motors), 
Windsor, across the river from De- 
troit. He was telling of the first 
import franchise he had, a car that 
simply was too small and too lightly 
built for hard American driving, 

We recall a used-car dealer tell- 
ing of buying one of these cars. 

“So,” he said, “I paid only half 

the list price for this car. So how 
much could I lose? So I found 
out. I had to sell it for half of 
what I paid for it.” 

I sympathized with Klein when 
he told me the make. 

“Well,” said Klein, “that car 
actually put us on the road to 
success, We bought about 20 of 
these cars. We ran an ad announc- 
ing this, describing the size of the 
car and the price. The next day 
we had more action in the show- 
room than we’ve had for years. We 
didn’t sell any cars that day. In 
fact, three years later, we still have 
some of that original order of 20 
cars left. 

“But that experience opened up 
our eyes to a trend we hadn’t fully 
recognized. We learned that a large 
segment of the market had become 
dissatisfied with the standard 
American concept of the automo- 
bile. 

“They wanted a’smaller, more 
economical car, and a durable one. 
They still wanted to go places, but 
they wanted to do it more econom- 
ically.” 

The car that Klein had taken on 
wasn’t the car they wanted, but 
after noting the trend in the mar- 
ket, Klein set out to find an import 
car able to give the people what 


they wanted. 
* * * 


For Selling Students 


NCIDENTALLY, a veteran sales 
manager for an import make, 

noting the need for sales training 
over here, has prepared three auto- 
motive selling manuals which cover 
just about any question a student 
might have. 

He is using the name Richard 
Munro, since he is still active as 
general sales manager on the fac- 
tory side, and operates through the 
Westminster Automotive Sales Con- 
sultants, Box 130, Scarborough, On- 
tario. 

Eventually, Munro plans to 
offer a full automotive sales 
course by mail. 

Importers, of course, have been 
made increasingly aware of the 
need for well trained salesmen. 
With the arrival of more American 
compacts, the import salesmen 
have a growing sales job. 





Everything's Jake! 
Polio Vaccine Provided 


By R. I. Dealer 


PROVIDENCE, — Auto dealer 
Jake Kaplan, Providence, took over 
when he learned that a Wakefield 
(R. I.) father had been unable to 
have his five children inoculated 
against polio because he couldn’t 
pay for the vaccine. 

Kaplan made arrangements with 
a Wakefield doctor, drove the 
youngsters and their parents to the 





Entering Fifth Year 


By Maynard M. Gordon 
News Editor 


HE first “loophole” has cropped 
up in the Automobile Dealers’ 


doctor’s office and paid for the Franchise Act, nearly four years to 


shots. 


the day the good-faith law became 


It was another in a series of | effective. 


Kaplan’s good deeds for Rhode 
Island children, Each Christmas, 
he dons a Santa Claus suit and dis- 
tributes gifts on the State House 
lawn. He also provides presents for 
hospitalized youngsters during the 
holiday season. 


Southern California Dealers Elect— 


Under a Federal judge’s ruling 
in Iowa July 13, aggrieved deal- 
ers for the independent imports 
apparently are prevented from 
seeking good-faith damages un- 
less they file suit in headquar- 







The Motor Car Dealers Assn. of Southern California, representing dealers in 10 
counties, has elected a new 20-man board of directors and officers. J. D. Morris (Stude- 
baker), Bakersfield will serve the board as president, with James R. Cross (Oldsmobile), 
Van Nuys, vice-president; David J. Bricker (Lincoln-Mercury), Hollywood, secretary, and 
C. D. Cone (Chevrolet), Fullerton, treasurer. Directors, top row, from left, are Marvin K. 
Brown (Cadillac), San Diego County; William Symes (Cadillac), Alhambra-Pasadena 
area; J. M. Taylor (Oldsmobile), Huntington Park area; Don Clark (Buick-Oldsmobile), 
Whittier-Pomona area; H. Floyd Brown (Rambler), San Bernardino County; Joe Phillips 
(PFiymouth), Burbank-Glendale area; Doug Doan (Ford), Los Angeles; Shelton B. Wash- 
burn (Chevrolet), Santa Barbara County; Owen Keown (Chevrolet), Bay District area, 
ond Elmer Critchlow (Chrysler-Plymouth), Riverside County. Bottom row: Bricker, Cone, 
Cross and Morris. Directors not pictured are W. G. Bryant (Dodge), Long Beach area; 
Richard B. Iverson (Buick), San Pedro-Wilmington area; Ray D. Wilson (Chevrolet), Los 
Angeles; R. E. Barnes (Buick), Imperial County; Robert B. Johnson (Ford), San Luis 
Obispo County, and James R. Bradford (Chevrolet), Ventura County. 


Five Chicago Franchises 
Given Up in 2nd Quarter 


CHICAGO.—The number of new- 
car franchises in Chicago and sub- 
urbs of Cook County in the second 
quarter decreased by five to 523, 
according to the Chicago Automo- 
bile Trade Assn. 

Actually there were 14 cancel- 
lations or resignations from April 
1 to July 1, but all but five were 
offset by the award of nine new 
franchises during the period, the 
association said, 

Of the 14 cancellations or resig- 
nations, 10 were in Chicago and 
four in the suburbs, while five of 
the new dealerships are located in 
Chicago and the others in the sub- 
urbs, the CATA added. 

However, the total number of 
dealerships in the county was down 
by only one, from 413 in the first 
three months to 412, since many of 
the dealers are outlets for two or 
more makes. 

In the three-month period, Ram- 
bler was the only make to increase 
its number of outlets. It added two 
to boost its total to 49, the same 
number which Chevrolet has. Chev- 
rolet had 50 in the first quarter. 

DeSoto and Plymouth had two 
fewer outlets on July 1 than they 


30 Dealerships 
Die in Oregon 


PORTLAND, Ore.—The new-car 
dealer population in Oregon was 
reduced by 30 in a year’s time. 

From April, 1959, to April, 1960, 
dealerships decreased from 523 to 
493. 

The trend toward consolidation, 
moreover, appears to be continuing. 


had in the previous quarter. 

Plymouth dropped from 47 to 45 
and DeSoto from 17 to 15. 

The total number of Buick and 
Oldsmobile franchises also de- 
clined by one each in the second 
quarter. Buick now has 31 outlets 
and Oldsmobile has 30. 

With 53 franchised dealers, Ford 
continued to hold the top spot in 
total number of outlets in the county. 

The totals for other makes were 
unchanged. They are: Cadillac, 14; 
Chrysler, 25; Dodge, 26; Imperial 
and Mercury, 23 each; Lincoln 13; 
Pontiac, 32; Studebaker, 37; Val- 
iant, 43, and Willys, 15. 





ters states of importers or dis- 
tributors. 

This interpretation, if Judge 
Henry N. Graven’s opinion holds 
up, would directly affect dealers in 
such makes as Volkswagen, Re- 
nault and British Motor. It would 
not apply to the “captive’ makes 
sold and represented nationally by 
domestic auto producers. 

* + Ba 


: ip ANOTHER Midwest good-faith 
development, meanwhile, it was 
disclosed in Chicago that Renault, 
Inc., abruptly terminated former 
distributor S, H. Arnolt’s suit by 
paying an undisclosed settlement 
amount. 

The Arnolt-Renault trial, in- 
volving a claim by the import 
distributor for $1%4 million dam- 
ages, was in the witness stage 
before Federal Judge Julius J. 
Hoffman when the settlement 
agreement was reached. 

Arnolt, a BMC distributor, claim- 
ed lack of good faith on Renault’s 
part as the result of its termination 
in 1958 as a distributor for the 
French make. The distributor said 
Renault had objected to Arnolt’s in- 
sistence on handling both Renault 
and BMC. 

The settlement between Renault 
and Arnolt was negotiated after 
Renault General Manager Robert 
E. Valode completed his testimony. 
A key Arnolt witness was Jack 
Nakagawa, wholesale manager. 

* + af 


UDGE GRAVEN’S ruling on the 

limitations of the good-faith law 
was contained in a 15-page decision 
dismissing a suit for $180,000 triple 
damages by R. J. Schnabel, Volks- 
wagen dealer in 1956 at Water- 
loo, Ia. 

The judge agreed with a Volks- 
wagen brief asking dismissal of the 
suit on the ground that VW of 
America was illegally served with 
process in the case. 

The same test was applied to Im- 
port Motors of Chicago, VW dis- 
tributor for Iowa. Import Motors, 
a co-defendant with VW of Ameri- 
ca, also was illegally served, Judge 
Graven stated. 

In the course of throwing out 
the dealer’s suit, Judge Graven 
emphasized the distinctions be- 
tween the good-faith law and the 
older Clayton Antitrust Act. 

The Clayton Act provides clearly 
that process by a Federal marshal 
may be served in any district in 
which the defendant manufacturer 
is an inhabitant or is found or 
transacts business, he noted. 

¥* - ag 


7s good-faith law has no such 
provisions, merely specifying 
that a dealer may bring suit in any 
district where his manufacturer 
does business. 

Judge Graven rejected the 
Schnabel thesis that the good-faith 
law is an adjunct to the Clayton 


(Continued on Page 4, Col. 4) 


On the House... 


The battle is far from over regarding the mini- 
mum wage bill, which comes up for passage in 


August. Senator 


Kennedy’s nomination will add 


impetus to his drive to woo voters this fall, NADA 


points out. 


Moreover, 


the Republicans will un- 


doubtedly support higher minimums, for what can- 
didate would relish being accused of not supporting 


an increase for low-income workers? . 


. . Chicago- 


area low-priced car dealer group averaged $65 net 
profit per vehicle in first half, compared with $63 


for same period 


3 White Motor’s 
Wemhoff 


25 years with firm... 


the Association Committee of U. 


last year, $56 for all of 1959... 
officers presented a personal por- 


trait to Chairman Bob Black in recognition of his 
. NADA’s Jim Moore has been appointed to 


8. Chamber of Commerce... 


Gov. Ellington has named following dealers to Tennessee motor 
vehicle commission: Gene Callaway (Dodge), Dave Johnson (Mer- 


cury) and Joe Schaeffer (Buick) 


Chicago dealers are raising funds for annual Orphans Auto Day 
Aug. 17... Only 51 percent of St. Louis dealers are in favor of Sunday 


closing . . . Minnesota association 
delphia now permits its policemen 
slung compact patrol cars. 





adds 21 new members .. . Phila- 
to doff hats while riding in low- 


—Pertre Wemuorr, Bditor, 
Automotive News 
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10 Weeks to Go on ’60s . . 
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Cleanup Pushed in Dealer Ads 


By Francis J. Gawronski 
Staff Writer 
_ domestic stockpiles hold- 
ing close to record levels, new- 
car dealers have intensified their 
cleanup campaigns in an effort to 
make room for the ’61 models. 
Dealers have less than 10 weeks 
to sell the million ’60 models in 
stock before the first 61s hit the 
showroom. As a result, dealer ad- 
vertising is reflecting a concerted 
effort to get out from under. 
Some of the ads blame the high- 
inventory condition on “goofs” in 
ordering cars. Others attempt to 
disguise it with “anniversary” or 
“quota” sales. 
ok * * 
N THE Louisville area, Swope 
(Plymouth) announced in a full- 


Used-Car sibet 
Drifts Upward 


New Cars Soften; 
Wholesaling Gains 


(Continued from Page 1) 
newed interest was demonstrated 
last week in more costly merchan- 
dise. 

Everywhere, the clean car is 
scarce—another “normal” aspect of 
the cleanup season. 

“I wish car owners would realize 
how many millions of dollars they 
lose by not keeping their cars in 
good condition,” one dealer said 
last week. 

“The prospects are coming in 53s, 
54s and ’55s now, and there isn’t 
one car in a dozen that looks like 
it’s had any care since it was new.” 

+ ae * 
Gr aspect of the current used- 
car market that is viewed as 
surprising is the way station wag- 
ons have diminished in buyer ap- 
peal. Wagons have also tapered off 
in sales in the new-car market. 

Said a Detroiter last week, 
“Neither new nor used station 
wagons have come anywhere 
near expectations and we can’t 
find out why. 

“Used wagons are as cold as a 
cucumber and prices are way off.” 
Dealers still complain that finance 
terms are holding up further gains 

in used cars. It is too easy, they 
say, for the prospect to buy a new 
car. 

“A finance company went $150 
over invoice on one of our Corvair 
deals yesterday,” a dealer said last 
week. “The buyer couldn’t qualify 
for a used-car deal.” 

+ * a4 

NOTHER dealer, citing what he 

termed too-easy credit on com- 
pacts, said, “We’re going to have 
to go through a period of adjust- 
ment on compacts. Price and credit 
of compacts are going to have to 
be better related to those on used 
cars. 

“Men of high standing in the 
industry—manufacturers, dealers, 
financiers—are going to have to 
get together to adjust this thing.” 

Asked for his own solution, he 
said, “I don’t have any. Things 

aren’t too bad and I can’t kick too 
much.” 





Coulter Cadillac, Phoenix, announc- 
ed a large selection of 1960 Cadil- 
lacs “in all body styles available 
now on favorable terms.” 

“Since we announced last week 
that a large, above-quota ship- 
ment of 1960 Cadillacs had been 
received, many pleased purchas- 
ers have found we really meant it 
when we stated that these Cadil- 
lacs were priced at the minimum 
because they were not custom- 
ordered. 

“The inventory is still large and 
contains the widest variety of body 
styles we have had on hand for im- 
mediate delivery since the introduc- 
tion of the 1960 Cadillac,” the ad 
said. 

Anniversary sales with “greatly 
reduced prices” were announced by 
Caskey Pontiac Co., Paducah, Ky.; 


page ad that “the big steal is on” 
at its three locations in St. Mat- 
thews, Elizabethtown and Pleasant 
Ridge Park, Ky. 

“We goofed, but big,” the firm 
said, adding that it had “over 200 
Plymouths and Valiants in stock.” 
The ad said “ ‘stealing’ permitted 
until our inventory is on an even 
keel.” 

“We're bad—bad—badly over- 
stocked with cars,” Douglas Ram- 
bler, Inc., Louisville, stated as it 
offered “175 cars to choose from.” 

Central Chevrolet, Atlanta, 
mentioned that “537 brand new 
*60 Chevs” were being offered in 
an allday clearance sale, “We’re 
loaded—over ordered—come 
make an offer,” the firm said. 

In Hattiesburg, Miss. Roscoe 

















Sale Features Strong Outdoor Showing— 


Almost 500 brilliant, four-color Da-Glo billboards provide the backdrop for the 1960 
Chevrolet cleanup campaign by the Southern California Chevrolet Dealers. Shown 
here with the 24-sheet poster and one of the 1960 Chevrolets it will help to sell are 
James F. Benson, art director for Eisaman, Johns & Laws, the dealers’ ad agency, 
and Helen Sahadi, of Foster and Kleiser. The intensive outdoor showing is teamed 
with heavy schedules in radio, TV and other media for the cleanup campaign through- 





Moore (Studebaker) announced 
that it was “cleaning house with 
fantastic reductions” on 1960 Larks. 
“Our loss—your gain,” the ad said. 
Steve Aloi-Ford, Inc., Mattydale, 
N. Y.. invited customers to “save 
up to $500” at $500,000 warehouse 
sales. The firm offered 250 cars to 
choose from. 
* oa aa 
ICHITA MOTORS FORD, 
Wichita, had “84 brand new ’60 
Fords remaining to be liquidated” 
because “we miscalculated and 
overbought.” The firm offered a 
Ford Galaxie for $2,165. 


Another closeout sale in Hatties- 
burg was announced by Parkway 
Motor Co., Inc. (Lincoln-Mercury- 
Comet) in this fashion: 

“This is it! The automobile sale 
you’ve been waiting for! Sixty- 
one models will soon be in pro- 
duction, and right now we're sell- 
ing out our entire stock of 1960 
Lincolns and Mercurys at drastic 
reductions.” 

No mention was made of a sale 
on Comets. 

“The lid is off—263 Fords have 
to be sold in the next two months. 
They’re coming out of our ears,” 
Edmunds Ford Town said in an- 
nouncing another “overstocked” 
sale in Birmingham, Ala. “New cars 
start at $1,769,” the dealership said. 

Bd * * 

“Tow September and October 

prices starting now—in July” 
was headlined in an ad placed by 
Fort Sumter Chevrolet Co., Inc., 
Charleston, S. C, Corvairs were of- 
fered for $1,799 and Chevrolets for 
$1,999. 

In a letter-type advertisement, 


NADA Warns Dealers... 









Tag Galyean of Huntington, Inc. 
(Dodge-Plymouth), Huntington, 
W. Va., and Hull-Dobbs Ford, 
Winston-Salem, N. C. 

The “sales fever” also caught up 
with Falcon as eight Ford dealers 
in the Atlanta area announced 
what was said to be “America’s 
first Falcon sale.” 

Offering a Falcon two-door se- 
dan “for less than $1,690” were 
Beaudry Ford, Wade Motor Co., 
Al Means Ford, Crest Motor Co., 
Russ Bramblet Ford, Hub Ford, 
Universal Motors and East Point 
Ford Co., Inc. 

“First Falcon sales” also were of- 
fered by Furlow-Cate Ford, Chat- 
tanooga, Tenn,, and Maring Ford, 
Birmingham, Ala. 

Other dealers tried “giveaways” 
in an attempt to reduce inventories. 

In Jeffersonville, Ind., across the 
river from Louisville, Rambler City 
(Rambler) offered an auto air con- 
ditioner free “to one of our lucky 
shoppers” who brought in his car 
for an appraisal and registered. 

* + * 


YNCH-DAVIDSON MOTORS, 

Jacksonville, Fla., offered free 
air conditioners, valued at $325, 
with the purchase of “every Galaxie 
four-door Victoria.” 

Another dealer, Lone Star Motor 
Co., El Paso, Tex., also offered a 
“refrigerated air conditioner in- 
stalled in each 1960 Chevy or Cor- 
vair” purchased from the dealership. 

Elsewhere in automobile adver- 
tising, Hartsock Motor Sales, War- 
saw, Ind., held a “big factory coop 
sale” as part of its 26th anniversary 
celebration. The firm offered a $520 
reduction on all 1960 Larks. 








Wage-Hour Fight Looms 


(Continued from Page 1) 


move won’t cost them any votes, 
either. 
* a oa 


r THE last-ditch dealer fight to 


from Republican leaders to sign 
whatever sort of bill the Congress 
sends him. 


A veto of a minimum-wage bill— 


preserve their wage-hour law|even an unfair one—will make it 


exemption fails in the Senate, they 
can redirect their telegrams and 
letters to the White House. 

But President Eisenhower will 
be under tremendous pressure 





Showroom Features Lighted Ceiling 


McDonald-Stevenson Ford has moved into its new quarters in Cedar Rapids, la. 





Total footage of the brick and stone, L-shaped building is approximately 26,000 
square feet. Located on a three-acre site, the dealership has a 240-foot-long service 
department and a large used-car lot. Features of the building include lighted ceilings 
in the showroom and offices. Investment in land and building is approximately 
$350,000, according to James H. McDonald, general manager. 


very difficult for GOP candidates 
to muster the urban votes they 
need from working people. 

NADA and the new car dealers 
it represents are facing their most 
difficult battle in many years. 


Fire Laid to Burglars 
SPOKANE. — Fire, believed 
caused by burglars, caused $25,000 
damage at Huling Brothers Buick 
here. 


Mail-Order Agency 
Opens in Twin Falls 


TWIN FALLS, Id.—Opening of 
Jones Auto Sales, south central 
Idaho’s first mail-order new- and 
used-car sales establishment, is 
announced by Richard Jones, 
manager. 

Jones said almost any make or 
model American or foreign car 
from 1956 through 1960 can be 
ordered through his firm, He ex- 
plained the cars are secured from 
auto wholesalers, private com- 
pany fleets, nationwide car rental 
agencies and agencies who dis- 
pose of cars by bid. 











out Southern California. 


Dealer Good-Faith Law 
Is Entering Fifth Year 


(Continued from Page 3) 


Act and automatically would, as 
such, carry the Clayton provisions. 

“The Clayton Act and the Deal- 

ers’ Act are in conflict on many 
different matters,” he pointed 
out, “Under the Clayton Act, 
triple damages are recove~able. 
Under the Dealers’ Act, only ac- 
tual damages are recoverable, 

“Under the Clayton Act, attor- 
ney’s fees are recoverable. Under 
the Dealers’ Act, they are not re- 
coverable. 

“Under the Clayton Act, the 
statute of limitations is four years. 
Under the Dealers’ Act, the statute 
of limitations is three years. 

* of am 


es Clayton Act makes a dis- 
tinction between individuals 
and corporations in the matter of 
venue (jurisdiction). Under the 
Dealers’ Act, no distinction is made 
between individuals and corpora- 
tions on the matter of venue. 

“Under the Clayton Act, the 
venue in the case of corporations 
is where ‘an inhabitant is found or 
transacts business.’ Under the Deal- 
ers’ Act, the venue in all cases is 
where the defendant resides or is 
found or has an agent. 

“As heretofore noted, the Clay- 
ton Act provides for extraterri- 
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L-M Sales Message— 


The Philadelphia District Lincoln-Mercury 
Dealers Assn. has started an allout sales 
campaign which will run through the 
Labor Day weekend. The “Summer Sell- 
away” campaign, one of the most inten- 
sive promotional drives ever undertaken 
in the district, is built around the theme, 
“You can't lose at your Mercury dealer." 
In addition to a heavy schedule of news- 
paper and radio advertising, promotion 
and publicity devices are being used in 
the “Summer Sellaway” message to the 
public. This poster-type ad is one of 
several featured in newspaper advertising. 


torial service of process; the Deal- 
ers’ Act does not.” 

Judge Graven said the conflicts 
between the Clayton and Dealers’ 
Acts are so sharp that the “rights 
and remedies of one bringing an 
action under the Dealers’ Act are 
found and contained in that Act, 
and that Act stands on its own as 
to those matters.” 

There was no indication at 
AUTOMOTIVE News press time 
whether Schnabel] either will appeal 
the dismissal of his suit to a Cir- 
cuit Court or enter the action in 
a district where process could be 
served. This would be Chicago for 
the distributor or New Jersey for 
the importer, which is headquar- 
tered at Englewood Cliffs. 

oe * ok 

ce other suits involving Volks- 

Wagen were proceeding at a 
snail’s pace last week in Federal 
District Court, Trenton, N. J. 
These involved the Federal] Govern- 
ment’s antitrust suit against VW 
and its 14 mainland distributors 
and another suit by a terminated 
dealer, Reliable Volkswagen Sales 
and Service Co., Bridgeport, Conn. 

Last February, Circuit Judge 
Phillip Forman ruled in the Re- 
liable VW case that Volkswagen’s 
system of dealer territories was 
not a proper allegation of bad 
faith. He decided in the antitrust 
suit, however, that a territory 
system could be ruled a violation 
if it were proven a part of a 
price-fixing conspiracy. 

Also proceeding slowly in the 
pretrial stage in New York is a 
Federal antitrust suit against Re- 
nault, Peugeot and their 16 dis- 
tributors, The French importers 
have denied the government 
charges. 

A similar complaint by the gov- 
ernment against Hambro Automo- 
tive Corp. and 11 other BMC dis- 
tributors ended in a consent judg- 
ment last February. 

The good-faith law became ef- 
fective upon President Eisenhow- 
er’s signature Aug. 8, 1956, It was 
passed after seven months of Con- 
gressional hearings on factory-deal- 
er relations. 


Romney Buys 
51,975 More 
Shares in AMC 


DETROIT.—American Motors 
Corp. has filed a registration state- 
ment with the Securities & Ex- 
change Commission covering 945,- 
000 shares of capital stock previ- 
ously sold or authorized for sale 
to officers and key employes under 
the company’s stock-option plans. 

No public offering of securities 
is contemplated, the company said. 

President George Romney said 
he has increased his own holdings 
of AMC stock by the purchase of 
51,975 additional shares under op- 
tions available to him. His holdings 
now total 92,795 shares, he said. 





‘SARB SHOWS 


ord GREATEST 
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of 20 top 
imports! 


Three Reasons Behind 
SAAB’s Success in U.S. 





Registration figures* for the first five months of 1960 show SAAB 






sales 21% ahead in the U.S. compared with the same period last 


SOUND MARKETING POLICY — Saab cars are distributed 
to dealers in protected territories directly by the factory 
through its wholly-owned American subsidiary, Saab 
Motors, Inc. Service schools and parts depots at Hing- 
ham, Mass., Carteret, N. J. and Jacksonville, Fla. 
render outstanding service to Saab dealers. Parts in 
standard S.A.E. sizes. 






year. This percentage of increase is the third greatest achieved by 







any of the twenty largest-selling imports. 













SAAB’s formidable gain in 1960 is all the more impressive because 







UNIQUE JET-AGE ENGINEERING —No other car offers all 
these advantages: WIND TUNNEL DESIGN for func- 
tional efficiency and economy. FRONT-END POWER 
PACK combining engine, gearbox and front-wheel-drive 
in one unit. ARMORED FUSELAGE for solidity, 
silence and safety. CONVERTIBLE SEATING for 
greater versatility and extra load capacity. SAAB has 
what today’s car buyers want most! 


COMPETITIVE WITH $1,600 CARS be- 
cause the complete price of $1,895* SAA 
includes $276 worth of special equipment 
that “je 


usually costs extra. 33-38 miles per 
gallon. 






it occurred in the face of new compact-car competition when sales 







of the majority of imports declined. 









The reasons behind SAAB’s quick success in the U.S. are briefed 













at right. May we give you full facts on our exceptional Franchise 
Plan? Mail the coupon today for the “SAAB STORY with a 
Happy Ending for You!” 


@ SUGGESTED PRICE, EAST COAST P.0.E. 


OF SWEDEN 


FRANCHISES STILL AVAILABLE IN A FEW CHOICE MARKETS. 
PHONE OR WRITE TODAY! 


eo OAR eR MOEN a Bem eA, ON Rir  NES CSTEY  R E  R eY nN  aT wag 


@ FROM R.L. POLK & CO. REPORTS. 


Saab Motors, Inc., 405 Park Ave., New York 22, N. Y. 


0 Please send full franchise information. 
© Please have your representative call. 





Address__._.£.— 


The Greatest Small Car 


BUILT BY A GREAT AIRCRAFT COMPANY 
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Compacts Call the Tune... 





No Blues in St. Louis 
Over Summer Selling 


By Jack Bernstein 
Staff Correspondent 

ST. LOUIS.—New-car sales in the 
St. Louis area appeared to be firm 
in the first two weeks of July, al- 
though there were some cases of 
lagging business, a survey of rep- 
resentative dealers here indicated. 

In many cases, compacts and 
vehicles in their price ranges 
were spelling the difference be- 
tween profit and loss. 

Carson Oldsmobile, a new deal- 
ership in suburban Clayton, report- 
ed the business has been good. 

“We're glad the Fourth of July 
is over,” a Carson executive said. 
“Sales and traffic are real good, 
although they’re not knocking 
down the doors.” 

However, a Chevrolet dealer in 
the Northern part of St. Louis 
County announced that his sales 
were 30 percent below May and 
June. He said that this situation 
was city-wide. On a Saturday after- 


Kirks Quits NADA 
After 6 Years as 
Legislative Aide 


(Continued from Page 1) 
Commerce Committee which later 
became, and still continues as the 
Automobile Marketing Practices 
Subcommittee. 

* 


* * 

WO. He testified before the 

Antitrust and Monopoly Su b- 
committee of the Senate Judiciary 
Committee on the subject of fac- 
tory-dealer relations between Gen- 
eral Motors and its dealers. This 
resulted in former President Har- 
low H. Curtice announcing that GM 
would extend one-year franchises 
to five, and improve franchise 
terms. 

3. He obtained enactment of 
the Dealer’s Day in Court Bill, 
which became Public Law 1026. 
4. He made 12 appearances before 

the Senate and House Labor Com- 
mittees to preserve retail and serv- 
ice establishment exemption under 
the Fair Labor Standards Act. 

5. He testified 11 times on behalf 
of tax reduction and tax relief for 
small business. 

6. He obtained enactment of Pub- 
lic Law 85-506, the Automobile In- 
formation Disclosure Act. 

7. He worked for enactment of 
Public Law 85-866, the Small-Busi- 
ness Tax Relief Bill. 

8. He made major contribution 
to the enactment of the Landrum- 
Griffin Labor Reform Law. 

9. He worked relentlessly for, and 
obtained, enactment of the Dealer 


Reserve Law. 
+ ad * 


y* HIS first year with NADA, 
Kirks helped to obtain two de- 
cisions from the National Labor 
Relations Board which gave a 
measure of relief from some of the 
oppressive features of the Taft- 
Hartley Law. 

From 1954 to the present, the 
NADA-Kirks record of action on 
Capitol Hill and in House and Sen- 
ate hearings in behalf of car deal- 
ers has been an amazing one. 

—WILLIAM ULLMAN 


Contract Fraud 
Laid to Salesman 


READING, Pa.—A _ used-car 
salesman has been arrested here on 
a charge of violating Pennsyl- 
vania’s Motor Vehicle Sales Fi- 
nance Act. 

The warrant against James A. 
Reifsnyder, salesman for Ecken- 
roth Motors, Inc., of suburban 
Mount Penn, was issued on a com- 
plaint by Marilyn Dawson, Mohn- 
ton, Pa. 

Miss Dawson charged that when 
she purchased a 1954 auto at Eck- 
enroth’s used-car lot, Reifsnyder 
gave her a blank contract dated 
May 16, 1960. The blank spaces 
were not filled in until two days 
later, she added. She also com- 
plained that the car failed to meet 
standards and specifications listed 
in the sales guarantee. 


| 





' his place as being “like a morgue.” 
| Anthony Sgroi, sales manager for 
Francis Chevrolet, declared market 
for the regular line has increased 
in proportion to total sales “and 
whatever we get from Corvair is 
additional.” 

DiSalvo’s, in -South St. Louis 
County, said its trade is very good. 

Lindburg Cadillac, which has 
several used-car lots in addition 
to its new-car dealership, said 
that both used- and new-car 
sales are “excellent, better than 
a year ago and tops year to do 
date.” 

A spokesman for Lindburg, in 
assessing the foreign car situation, 
said that the popular models are 
still good sellers. 

Ben Stepman, a Dodge dealer, is 
proud of selling 65 new and used 
units in 18 days at his West End 
location. He has been in the new 
showroom for only a month. 

One Ford dealer, who didn’t wish 
to be identified, termed business 
“slow.” However, it was another 
story when Falcons were men- 
tioned. 

“They are still moving out,” 
he said. “Orders are piling up. 
We used to be able to promise 
delivery in four to five weeks. 
With the strike, we can’t guaran- 
tee any date.” 

Another Ford outlet, the down- 
town Mendenall dealership, noted a 
little resistance from the buyer who 
is “more determined in his selection 
and somewhat reluctant to sign 
up.” 

Sales were reported fair, but be- 
low May and June. 


Regional Meetings 
Of Minn. Assn. 
Attended by 495 


ST. PAUL.—The recent series of 
10 regional meetings sponsored by 
the Minnesota Automobile Dealers 
Assn. throughout the state drew a 
total of 495 persons, according to 
Leo B. Faricy, general manager. 

The program panel included 
Frank Pickard, St. Cloud, MADA 
president; Harold Larson, Minne- 
apolis, first vice-president, and 
George Ziesmer, Mankato, National 
Automobile Dealers Assn. director. 

Highlight of the meetings was 
Larson’s talk, “The Importance of 
Managing Your Dealership.” Also 
on the program agenda were Joseph 
Donovan, Minnesota secretary of 
state, and William Howes of the 
Minnesota Motor Vehicle Depart- 
ment. 

Another 21 new members have 
been signed up in the association’s 
current membership drive, accord- 
ing to Omar Hilligoss, Hilligoss 
Chevrolet, Hibbing, membership 
chairman, 








New Brightness— 


Identical samples of the same aluminum 
alloy show new brightness and reflectiv- 
ity for decorative uses. Aluminum Co. of 
America, Pittsburgh, “upgraded” the 
brightness by modifications in the anodiz- 
ing technique, a process which imparts 
a sapphire-like hardness to the metal. 
Most automobile makers have accepted 
the newly finished aluminum for trim use 
on 1961 autos, according to Alcoa. 











‘Gipsy’ Goes on Endurance Test— 


This Austin Gipsy recently completed a 2,000-mile endurance trip through Northern 
Scotland. Almost 1,000 miles were covered in what were said to be the “‘vilest im- 
aginable conditions," and more than 1,000 miles were over fast main roads on the 
way to and from the testing grounds. Here, the narrow width of the road forced the 
Gipsy to sink its nearside wheels in soft turf, which concealed peat up to a depth of 
20 feet. Use of the front winch and “borrowed” anchor were sufficient to extricate the 


vehicle. 


Wilkie Views... 








Big Bill, Output Genius 


By David J. Wilkie 

ONE OF THE auto industry’s 
select few of all-time great leaders 
was the late William S. (Big Bill) 
Knudsen. 

Bill, a one-time Danish immigrant 
who became pres- 
ident of General 
Motors Corp., was 
the greatest pro- 
duction genius of 
modern times, in 
my opinion. He 
was also a great 
leader who got 
things done with 
soft-spoken per- 
suasion— never 
a harsh word. 
Above all, he was 


D. J. Wilkie 


a humanitarian. 


Probably two of his proudest mo- 
ments were when he was commis- 
sioned as a lieutenant general in 
the U. S. Army, and when his job 
as head of the wartime production 
effort was done, to hear himself 
cited as one who “by expediting 
production of critical weapons 
saved countless American lives.” 


Knudsen was the only man in 
American history to go directly 
from civilian life to the rank of 
lieutenant general in the U. S. 
Army. The tribute to his genius 
came from Secretary of War Rob- 
ert P. Patterson. 

Upon his return to civilian life 
following the war, I asked him why 
he gave up the lucrative post of 
GM president to take the job of 
directing the war production effort. 

“This country was good to me; I 
wanted to do something in return.” 
That was Knudsen’s simple and 
direct reply. 

* * of 

“WHY DID YOU give in to the 
sitdown strikers who tied up GM 
factories in 1936-37?” was my next 
question. 

“People were walking the streets, 
hungry; I couldn’t take that,” came 
the equally simple and direct an- 
swer. From anybody else; the an- 
swers might have seemed somewhat 
theatrical. But Big Bill never in- 
dulged in. double talk or dramatized 
his remarks. To appreciate the sin- 
cerity of his answers, you had to 
know him. 

The 6-foot-2-inch, 235-pound Bill 
Knudsen was tremendously proud 
of his uniform, although he reiter- 
ated time and again “I’m no sol- 
dier.” He had complete faith in 
people, But he was completely out 
of his element in the political at- 
mosphere of Washington. 

If his Washington experiences 
—such as having orders counter- 
manded by higher authority and 
even having some of his respon- 
sibilities shifted without advance 
notice—lessened any of his faith 
in his fellow men, he never let 
it become known, 

Knudsen was born in Copenhagen 
on March 25, 1879. He was one of 
10 children of a customs inspector. 
He came to the United States as a 
steerage passenger in 1899. He join- 


ed Ford Motor Co. in 1913 when 
Ford bought the John R. Keim 
Mills, Inc., of Buffalo, N. Y., where 
Knudsen was assistant general 
manager. 

Until 1921, Knudsen figured in the 
Ford company’s period of greatest 
expansion. He supervised Ford’s de- 
velopment of branch assembly 
plants at home and abroad; he built 
submarine chasers with Ford, using 

(Continued on Page 55, Col. 4) 


S-P Profit Dips 
To $3.4 Million 


SOUTH BEND. Studebaker- 
Packard Corp. reported a first-half 
profit of $3,359,585 on sales of $178,- 
052,136. The first half of last year 
showed a profit of $12,073,281 on 
sales of $209,816,771. 


Because of previous losses, the 
company’s profits are tax free. 

The company said sales of $87,- 
107,484 in the second quarter result- 
ed in a profit of $557,946. In the 
second quarter of last year, the 
company earned $4.3 million on 
sales of $94.3 million. 

President Harold E, Churchill 
said second-quarter sales kept pace 
with the first three months of 1960 
but that results were adversely af- 
fected by higher marketing costs 
necessitated by strong competition. 

In the first quarter of this year, 
S-P showed a profit of $2.8 million 
on sales of $90.9 million, 

Churchill said the company’s 
working-capital position on June 30 
was the most favorable in company 
history. He said the working-capi- 
tal total on June 30 was $77,077,000, 
compared to $57,717,000 a year ear- 
lier. 





A Grand Champion— 





Dealer Expansion 


Launched by S-P 


New Marketing Chief 
Tells of Objectives 


By William Carroll 
West Coast Editor 

LOS ANGELES.—L. E. Minkel, 
Studebaker-Packard marketing 
vice-president, in his first interview 
since joining S-P on July 5, told 
Automotive News: “I have the 
board of direc- 
tors’ approval to 
do what I think 
necessary to ex- 
pand Studebaker 
dealer operations. 
To this end I 
have already as- 
signed factory 
men to the exclu- 
sive job of filling 
open points.” 

“Studebak- 
er has everything 
it needs to be successful,” he said. 
“We don’t intend to crowd our good 
dealers. But in every location where 
there is an open point, we intend 
to fill it. Like a good football team, 
we can’t afford gaps in the lineup.” 

In his first six days with S-P, 
part of which has been spent 
visiting zone offices, Minkel said 
he found that Studebaker dealers’ 
biggest problem is the intense 
competition brought about by 
entry of the Big Three into the 
compact field. 

“As a man coming back to Stude- 
baker after a five-year absence, I 
find the company in better shape 
than ever before,” he said, “and I 
fee] strongly that with our 1961 
line, a good dealer can make money 
with our exclusive franchise, We’ve 
a fine advertising and sales promo- 
tion program to back this up.” 

When all 1961 compacts are out 
and most dealers are selling in the 
same price class, Minkel observed, 
it will be the deal with the best 
sales organization that survives. 

“There’s no question about it. 
We’re going to have to get down 
to real professional selling be- 
cause we're now selling to the 
best-informed public in the 
world.” 

At his first dealer meeting, with 
Southern California retailers, Min- 
kel explained that his sales pro- 
gram hinges on a strong factory 
field organization, a profitable deal- 
er group, and the best salesmen 
dealers can hire. 

He said he expects to have com- 
plete details of his aggressive sales 
program ready by Aug. 15. 

Minkel left for Seattle and the 
New England states before return- 
ing to South Bend, where he met 
with Central region zone sales 
managers. 

Factory officials travelling with 
Minkel explained that high mer- 
chandising costs and development 
of 1961 models caused the slump in 
profits during the first half of 1960, 





L, E. Minkel 





This 1937 Mercedes-Benz 540-K four-passenger Cabriolet was declared the Grand 
Champion of the Classic Car Club of America's Midwest Grand Classic at Greenfield 
Village, Dearborn. The owner, C. E. Valentine jr., Birmingham, Mich., is shown with 
the car in front of the judge's stand. His wife, Esther L., is behind the wheel. Valen- 
tine’s sleek Senior Division entry was awarded 99 points, bettering its 1959 total 
when it gathered 98.75 points in the Primary (novice) Division. Tied for runnerup hon- 
ors were Russell Strauch, Toledo, O., with a 1937 Cord, and George Kella, Jackson, 
Mich., with a 1935 Cadillac. Each scored 96.75 points in the Primary Division. 
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NOW, ALL IN ONE PACKAGE! 
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TUS-SPHERE 
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YOUR MARKET FOR NEW CARS! 


New cars are sold only when the market has the motive to buy, 
is in the mood to buy and has the money to buy! Nowhere do 
motive, mood and money exist in greater abundance than in the 
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Status-Sphere—the market reached by THE Conpt Nast Group. 


Now, for the first time, a magazine medium is available that 
delivers the entire upper echelon of families in the 

United States—the audience with the incentive, the taste and 
the income to buy new cars and influence others to buy. 


THE ConpE Nast Group guarantees to the advertiser: big 
circulation (3,371,000—ABC), high median income ($8,422) and 
huge Spendable Surplus Income ($10.4 billion). 


Write today for details on how and why THE Conpé Nast Group 
towers above all the other big circulation media in the highly 
potent combination of reader motive, reader mood and reader 
money for effective response to your automotive advertising! 


THE CONDE NAST GROUP 


New York / 420 Lexington Avenue / LExington 2-7500 Chicago / 65 EB. 8. Water Street / STate 2-4780 





Voevur—foremost fashion authority the world over. 

House @ Garpen—magazine of families who have attained the estate of fulfillment. 
GLamour incorporating Cuarm—the ‘‘how to’’ look and live magazine. 
MabeMoisELLE—the summa cum laude college market. 

Lavine ror Youne Homemaxkers—‘‘way of life’’of young families at the age of acquisition. 
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Dealer Shares His Experience... 





Pros and Cons of Adding Boats 


By Robert H, Brown 
Staff Correspondent 


SYLACAUGA, Ala.—To the dealer 
looking for greener pastures 
through selling boats, an Alabama 
dealer reports there is money to be 
made in the business, but obstacles 
along the way. 

Blanchard Brown, Sylacauga 
Motor Car Co. (Chevrolet-Olds- 
mobile), warns particularly about 
seasonal drawbacks and “suffici- 
ent capital” to see the business 
through. 

“It’s a highly seasonal] business 
with only a few months of concen- 
trated buying and selling, even in 
the deep South, where the winters 

are comparatively short and the 
summers long and hot,” he said. 


This means, he said, carrying 
over a fairly large inventory of ex- 
pensive boats and motors until the 
next season arrives. 

For this reason, he said, no deal- 
er should enter the boat business 
without adequate financing. 

“The first year we were in the 
business we sold them right and 
left and business was very good,” 
he said. “This year, however, it has 
slacked off a bit and sales have 
been sluggish. We haven’t been able 
to put our fingers on the reason. 

“The automobile business has 
been pretty good. It can’t be local 
economics because our plants are 
working a full normal scale. People 
are making good money, and many 
of them are getting overtime.” 

A dealer getting into the boat 
business should be prepared to see 
sales practically stop during the 
cold months, he said. 

“It isn’t economically feasible 
to floor-plan boats because the 
costs keep right on during those 
months when they can’t be sold,” 
he said. 

An automobile can be sold, win- 





Going Up— 

Lovis Unser, driving a Pontiac, broad- 
sides around a hairpin turn on his way 
to victory in the stock-cars class in the 
38th running of the Pike's Peak Hill Climb. 

* * 


Bob Unser Wins 
Pike’s Peak Climb 


3rd Year in Row 


COLORADO SPRINGS. — Bobby 
Unser, Albuquerque, scored his 
third consecutive victory in the 
championship class of the 1960 
Pike’s Peak Hill Climb in the rec- 
ord time of 13 minutes, 28 seconds. 

Driving a Pontiac Special, he was 
one of 46 drivers who battled time 
and inclement weather in the 38th 
running of the rugged 12%-mile 
event whose finish line is 5,000 feet 
higher than the starting point. 

Another Unser, Louis J., also 
drove a Pontiac to victory in the 
stock-car class. His time was 15 
minutes, 36 seconds. Other class 
winners were: 

Mike Collins, Porsche RSK, 
0-1,500 cubic-centimeter class; Bob 
Donner, Porsche RSK, 1,500-3,000 
cubic-centimeters, and Charlie 
Bryant, Corvette, sports cars un- 
limited class. 

Four cars in the unlimited sports- 
car class were not allowed to start 
because of blinding snow and sleet. 
Joyce Thompson, Denver, only 
woman ever to drive the climb, 
piloted her Austin-Healey Sprite to 
fifth place in the 0-1,500 cubic-centi- 
meter class. 


ter, summer, fall and spring, and 
floor-planning them is entirely dif- 
ferent, he said, 

With this warning issued, Brown 
then listed advantages of a dealer 
going into the boat business, 

Across the street from the new- 
car showroom, Sylacauga Motor 
Car Co. erected a shed for the 
boats. They are displayed on the lot 
where trucks are kept, along with 
some used cars. 

In the new-car showroom, Brown 
displays outboard motors alongside 
new cars. The company’s salesmen 
sell both cars and boats. 

“It’s quite possible for a car sales- 
man to sell boats, too,” Brown 
said. “We have found it works out 
very well. A salesman doesn’t have 
to know a lot about them to sell, 
just so he has a working knowledge 
of boats, generally. 

“If he gets in too deep technically 
he can always turn the prospect 
over to one of us and we'll take 
it from there. The working knowl- 
edge can be picked up from. reading 
literature sent out by manufactur- 
ers and glancing through some of 
the boat magazines.” 

The salesman at Sylacauga is 
strictly on a commission basis. 

If he has to turn over the pros- 


Regional Winners 
Announced in 


S-P Sweepstakes 


SOUTH BEND.— Regional win- 
ners in a Studebaker-Packard 
sweepstakes drawing among dealers 
have been announced by Roy B. 
Bender, S-P parts and service divi- 
sion manager. 

The drawing was a part of the 
division’s “one for one”. contest de- 
signed to promote sales, better in- 
ventory control and more efficient 
parts department management, 

Bender said a prize point is 
awarded each dealer for every dol- 
lar in purchases of S-P parts and 
accessories. Dealers are given cata- 
logs listing merchandise prizes that 
can be exchanged for accumulated 
points. 

Each dealer who purchased 60 
percent or more of his total net 
S-P parts and accessories purchases 
on semi-monthly scheduled orders 
for six months was entered in the 
drawing held for his region. Win- 
ners were given additional prize 
points for following this order 
schedule. 

The three top winners in each 
sales region were: 

Eastern Recion: Nick Allen Mo- 
tors, Inc. Newport News, Va.; 
Duncan Auto Sales, Inc., Key West, 
Fla., and Paul Camplese & Son, 
Penbrook, Pa. 

CentTrRaAL Recion: Brown County 
Motors Co., Green Bay, Wis.; Rog- 
ers James & Co., McLeansboro, III., 
and Blackwell-Burgett Motors, 
Lewisburg, Tenn. 

WesTeRN ReGion: Dean’s Auto- 
motive Service, Portales, N. M.; 
Pool Motors, Coeur d’Alene, Ida., 
and McPeak Motor Co., Compton, 
Calif. 


Compact-Car Showroom 


LITTLE ROCK.—The terrace of 
the Arkansas Power & Light Co. 
building became a showroom for 
compact cars in a display set up 
by the Little Rock Automobile 
Dealers Assn. No salesmen were 
present, Exhibited were Comet, 
Corvair, Falcon, Lark, Rambler and 
Valiant. 


Late Report... 




























pect to one of the boat experts 
because he doesn’t have the tech- 
nical boating knowledge neces- 
sary, he still gets the commission 
if the deal is closed. 

Brown handles only outboard 
jobs, primarily because of the water 
facilities in the area. 

Prospects come from newspaper 
ads, radio spots, plus the people 
who buy cars from the company, 
Brown said. 

“One of our best sources for 
prospects ig the type of fellow who 
has bought a new car in the fall of 
the year,” he said. “Having sold 


| him a cat, we know a little about 


him and can label him a prospect or 
a non-prospect. We also know when 
he has finished making payments 
on the car and would have some 
money available for a boat.” 

Credit is no great obstacle in boat 
selling, Brown finances all of his 
sales through GMAC unless the cus- 
tomer has other ideas. 

So far, not a single unit has been 
repossessed, The good prospect for 
a boat usually has a better-than- 
average income, Brown said. 

Not to be overlooked, he said, is 
the second-hand outboard motor 
business, The company buys and 
Sells motors just as it does used 
cars. 

“Hottest right now are second- 
hand motors from 35 horsepower,” 
Brown commented, 

Occasionally, he said, it is possi- 
ble to take a car or a boat in ona 
trade for another boat—and in this 
respect the boat business is not 
much different from the used-car 
field. 

Another field worth developing, 
he said, is the servicing of mo- 
tors, At Sylacauga, two of the 
mechanics know marine motors 
and they take care of all this 
type of work that comes in. 
“This is also a good field for the 
service departments because it isn’t 

as competitive as auto work,” he 
said. 

“We're staying in the business,” 
he said, “We got into it with the 
idea of some day setting up a sep- 
arate business for boats. As water 
facilities expand, and they are ex- 
panding, we will be in on the 
ground floor,” he said, intending no 
pun. 


Compact Trucks 
Coming from 


Chevrolet, Ford 


DETROIT.—Chevrolet and Ford 
will introduce compact trucks and 
buses similar to Volkswagen mod- 
els this fall, it was disclosed last 
week. 

Ford’s entries, to be called the 
Econoline series, will include three 
models. The vehicles will be about 
a foot longer than the VW models. 

Two models of the Chevrolet 
compacts—a van and a pickup— 
will have a rear engine comparable 
to the Corvair. 

A new bi-level piggyback rack 
designed to carry compact trucks 
or cars was introduced here last 
week by North American Car Corp. 
The new fatk can accommodate 12 
trucks, 10 compact cars or eight 
standard cars on two decks and 15 
compacts or 12 standards on three 
decks. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $3 to a new level of $936, according to Automotive News’ 


index. 


Reversing a trend of recent weeks, late models exhibited market 








One Way to Stay Afloat in Car Business— 

An array of boats is displayed in the center of the used-car lot of Sylacauga Motor 
Car Co., Sylacauga, Ala. Dealer Blanchard Brown said dealers can make money in 
the boat business, but that there are hazards, too. 





Peaceful and Violent... 
Action at Dealerships 


tract be reopened in order to nego- 
tiate with the corporation on the 
following: 

A shorter work week, improved 
vacation pay, higher supplemental 
unemployment benefits, elimination 
of speedups, broadening of the 
— structure and other bene- 


By Francis J. Gawronski 
Staff Writer 


_ dealership labor front last 
week saw peaceful activity, by 
way of elections, as well as vio- 
lence, as evidenced by vandalism. 

In St. Louis, 20 late-model cars 
were damaged when 
a chemical, believed 
to be acid or paint 
remover, was hurled 
on them at one of 
the used-car lots op- 
erated by Lindburg Cadillac Co. A 
company spokesman estimated 
damage at $300. Paint on the hoods 
and fenders was damaged. 

The dealer spokesman said he 
didn’t know who might have 
thrown the chemical on the cars, 
which will require refinishing. 
But he said that three employes 
of an upholstery cleaning firm, 
which is patronized by the dealer- 
ership, are on strike. 

The strikers are members of 
Teamsters Local 618. The dealer- 
ship spokesman said the union has 
asked the dealership not to deal 
with the cleaning firm during the 
walkout. * a * 

EANWHILE, the National 

Labor Relations Board order- 
ed a representation election among 
all employes, except clerical, sales- 
men, guards and supervisors, at 
Denil Cadillac Co., Green Bay, Wis. 
The workers will vote for or 
against Local 862, Allied Industrial 
Workers. 

In Murray, Utah, all service 
and maintenance employes at 
Zion Motors, Inc. (Plymouth-De- 
Soto-Valiant), voted 6-to-4 
against union representation in 
another election ordered by the 
NLRB. The union was Machinist 
District Lodge 114. 

In the rubber industry, wage 
negotiations under a reopening 
clause were started last week be- 
tween Firestone Tire & Rubber Co. 
and the United Rubber Workers in 
Cleveland. 

Talks with Goodyear Tire & Rub- 
ber Co., United States Rubber Co. 
and B. F. Goodrich Co. will start 
tomorrow (July 26). General Tire 
& Rubber Co. will begin negotia- 
tions Aug. 9. 

It is expected that the union will 
demand a general wage increase. 
In the past, wage hikes granted 
under reopening clauses have 
ranged from 6 to 8 cents. A wage 
hike is expected to result in higher 
tire prices. 


fo + 
Industry Front 
| iy THE auto industry, Chrysler 

Corp. has refused to comment 

on a demand by the United Auto 
Workers Local 7 for immediate re- 
opening of the Chrysler-UAW con- 
tract. 

The present contract, covering 
70,000 UAW members in Chrysler 
plants, does not expire until Aug. 
$1, 1961, along with the General 
Motors Corp. and Ford Motor Co. 
contracts. 
































Goodyear Unveils 
‘Refined’ Tire 
For ’61 Cars 


AKRON.—A tire too refined to 
wiggle or scrub, too self-controlled 
to screech or squeal, will be a 
mainstay in the smooth perform- 
ance of 1961 automobiles, according 
to Goodyear Tire & Rubber Co, 

Much of its character, Good- 
year said, is due to a unique zig- 
zag tread pattern that uses 
L-shaped bars to prevent tire 
squirming—a major cause of noise, 
wear and loss of traction. 

The new “Custom Super Cush- 
ion” received more than three years 
of development and seven million 
miles of test-driving over turnpikes, 
highways and streets in all of the 
48 states of the continental United 
States, Goodyear reported. 

C. C. Gibson, Goodyear vice-pres- 
ident, said the new tire has more 
road-contacting surface than its 
predecessor to spread wear and in- 
crease traction. Each tread section 
has a continuous zig-zag strip run- 
ning circumferentially around the 
tire, flanked by L-shaped bars at 
the same angle. 

When the tire is flexing or cor- 
nering, Gibson said, the long ends 
of the bars brace against adjoining 
tread sections, keeping them from 
rubbing together and from squirm- 
ing or scrubbing against the road. 
Stability and steering control also 
are improved by the design’s abil- 
ity to control tread movement, he 
explained. 


* * 





Electronic Eavesdropping— 


As Goodyear Tire & Rubber Co.'s new 
“Custom Super Cushion" tire spins against 
a steel drum beneath it, a microphone at 








strength with ’60s advancing $13 and ’59s going up $11. Also run- 
ning counter to the overall pattern were ’57s, which gained $2. 
Losses amounted to $2 on ’58s, $9 on 56s and ’55s, $11 on ’54s and 
$13 on ’538s. New lows were established for ’56s, 55s and ’54s. In the 
case of ’54s, the previous low had stood for nearly two months. 
At a group of representative auctions last week, the sales ratio 
was 69.6 percent, It had been 72.1 percent the previous week. 
Auction reports begin on Page 44. 





The proposal by the Local 7, 
which represents workers at the 
Chrysler-Jefferson and Kercheval 
assembly plants in Detroit, was 
sent to all Chrysler locals. It urged 


them to send their officers to a 


conference to discuss job issues and 
to draft a united program. 


The local proposed that the con- 






right listens for excessive noise. The sound 
is recorded, to be analyzed by a number 
of methods for assurance of a quiet-run- 
ning tread design. An engineer peers 
at an ascilloscope with which he can study 
changes in wave forms or electrical volt- 
ages to which the sound can be trans- 
lated. 








For Full Information 
On The 
RAMBLER FRANCHISE 


...Mail this card today! i 


OR 
° . ‘ 
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‘ 
Pk 
\ 

: 


Yes, I’m interested in learning about the Rambler 
franchise. I would like to receive more information. I 
understand I am under no obligation, and that my in- 
quiry will be held in strictest confidence. 


I sence icanctisarenncaiea pst cheep abcecenisinmclnaipaaenlaeaiteel 
niin sintcicsncciacapetccndapscisiplihasedeinanliaioatl 
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Rambler Dealer 
Profits 

Are Way Above 
Industry Average... 
SEE WHY! 


AIR MAIL CARD TODAY! 


NO POSTAGE STAMP NECESSARY IF MAILED IN THE UNITED STATES 


Director of Dealer Development 
American Motors Sales Corp. 
Detroit 32, Mich. 


‘s 
‘ 
‘ 
‘ 
\ 
% 
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VIA AIR MAIL 












Of Course, You Want A 
Compact Car Franchise , 


--- BUT 

ASK YOURSELF 
THESE 

QUESTIONS- 








Must I Also Sell A Big Car In A Shrinking 
e Segment Of The Market? 


Rambler dealers sell compacts exclusively . . . 33 compact models, all in 
the fastest growing segment of the new car market. 


Q Must I Teach My Sales Force To Tell 
° Two Conflicting Sales Stories? 


Rambler dealers and salesmen tell only one sales story . . . concentrate 
on compact cars. The 33 Rambler models blanket the compact car market 
. include 3 wheelbases .. . 4 engines... 17 station wagons. 


Q Must I Tie-Up My Working Capital On 
¢ Hard-To-Move, Low-Profit Merchandise? 


Not if you are a Rambler dealer. All 33 Rambler models are in the high- 
volume, high-profit, exploding compact car field — Rambler dealer profits 
are way above industry average. 


THE ANSWER iS 


RANBLER! 
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There Are Still \ IMPORTANT! 
| Rambler Dealer Franchises ¥ 
Available In Select Markets 

Including Some Metropolitan Areas 








Rambler Franchises Also Available in Canada and Important Export Markets. ss f 
in Canada, Write to: American Motors (Canada) Lids, 2951 Danforth Avenue, Toronto. a 3 eee D @) A i ‘i Oo D AY e 
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AUTOMOTIVE WASHINGTON 


Bureau of Standards 
Busy on Auto Projects 


By William Ullman 


Washington Bureau Chief 
f bw National Bureau of Standards, the Department of 
+ Commerce’s laboratories in Washington, reports that it 
is presently working on several automotive projects. For 


one thing, the quality of all 
the gasoline sold in this coun- 
try is referred to NBS. 

Normal heptane and iso-octane, 
which are the na- 
tional standards 
for measuring oc- 
tane number, 
were synthesized 
and purified in 
NBS laboratories. 

The Bureau 
also played a big 
role in the study 
of the relation- 
ship between 
“knock” charac- 
teristics of gaso- 





line constituents and their mole- 
cular structure. 

For the motor vehicle industry, 
NBS furnishes the: standard of 
length and associated instru- 
ments, measurement methods and 
calibration services. 

For example, the mass produc- 
tion of uniform pistons depends ini- 
tially upon calipers and microme- 
ters used in the shop. A company 
checks these instruments against 
its master gauge block. The blocks 
are periodically submitted to the 
bureau for calibration against the 
bureau’s standards. 

NBS also develops and maintains 
viscosity standards for the calibra- 






tion of viscometers, used to char- 
acterize lubricating oils. 
+ * ok 


Fight on Smog 


SS eer com- 
missioner has proposed a three- 
point plan to reduce pollution from 
motor vehicle exhaust fumes in the 
nation’s capital. 

Point one is that vehicles of 
1962 model or later shall. be 
equipped with an inexpensive 
“blowby” device to reduce the 
amount of noxious fumes emitted 
by the tail pipe. This is the same 
device slated for 1961 cars sold 
in California. 

District Engineer Commissioner 
A. C. Welling’s second point would 
require that no vehicle operate for 
more than thftee minutes while sta- 
tionary. An exception would be 
made for warming up cars in freez- 
ing weather. 

Point three would outlaw opera- 
tion of a vehicle showing visible 
smoke. 

The proposals are subject to a 
public hearing in Washington, ten- 
tatively set for late August. 

* ok m 


Jaywalking Crackdown 
ILLING, who evidently gets a 
lot of his ideas from California, 


also pushed through a new Wash- 
ington ordinance forbidding pedes- 
trians to cross streets between in- 
tersections when both corners are 
controlled by traffic lights or police- 
men. California had adopted the 
regulation some time ago. 

Minimum fine for jay-walking 
will be $5, 

« * * 


Drunks on File 

oo Department of Commerce 
will set up a register of motor- 

ists whose permits have been re- 

voked for drunken driving or for 

a violation involving loss of human 

life. 

President Eisenhower has sign- 
ed the bill calling for the regis- 
try of names. States may use 
the file on a voluntary basis, 

Impetus for the new law came 
after a New Jersey bus-truck col- 
lision claimed 12 lives last fall. 
After the accident, state police said 
they learned that the truck driver 
had been convicted of eight moving 
violations in three states. 

* oa * 


Selling to Uncle Sam 
E Small Business Administra- 
tion has jist issued a 116-page 
guide on selling to or buying from 





TIME PAYMENT 


PLAN 





Winning MORE TIME BUSINESS comes from better Time 
Sales Management. GMAC plans and programs can 
help General Motors Dealers achieve this goal. Ask 
your GMAC representative for complete information. 


Available to Dealers in CHEVROLET * PONTIAC + OLDSMOBILE » BUICK »* CADILLAC new cars and used cars of all makes 


) | 





the United States Government. It 
also contains basic information on 
federal contract specifications. 

It is “U. S. Government Purchas- 
ing, Specifications and Sales Direc- 
tdry.” It costs 60 cents per copy 
from the Superintendent of Docu- 
ments, U. S. Government Printing 
Office, Washington 25, D. C. 


* * * 


Two-Wheelers, Too 
| potion vehicles aren’t the only 
conveyances coming in from 
foreign countries. The Commerce 
Department reports that bicycle 
imports into the U. S. increased 32 
percent in volume during the first 
five months of this year. Germany 
and Japan chalked up the biggest 
increases. 


* a od 
List of Products 
E latest SBA Products List 


Circular, which may be had free 
from any Small Business Adminis- 
tration office, describes a trunk-lid 
holding device, a portable electric 
refrigerator that can be operated 
from an auto battery, a windshield 
weather protector and several other 
automotive devices. 

* * + 


Tax Revenue Steady 


—— reports that the 
swing to compacts and small 
imported cars has not hurt its gas- 
oline tax revenue in the slightest. 

In fact, reports the Maryland 
comptroller’s office, gas tax reve- 
nue for the fiscal year which 
ended June 30, 1960, topped the 
previous year by nearly $2 mil- 
lion. Maryland’s budget estimate 
for the new year does not assume 
any sharp decline in income as a 
result of compacts. 

State Comptroller John K, Cole- 
man said that there are too many 
unpredictable factors to make any 
long-range predictions. He pointed 
to the rising number of two- and 
three-car families, students who 
drive to high school and commuters 
to the city from the suburbs. In- 
creasing leisure also encourages 
travel, he added. 

“There are as yet no concrete 
statistics to show that compact cars 
have caused any decline in reve- 
nue,” he summarized. 


Chevy Moves 
Owner ‘Quiz’ to 


Home Grounds 


DETROIT. — Chevrolet’s “grass 
roots” inquiry into what owners of 
its products think of the company 
moved into Detroit last week. 

W. H. McGuire jr., assistant man- 
ager of the recently formed Owner 
Relations Department, was a lunch- 
eon host to 18 Chevrolet owners 
who had been invited through ran- 
dom selection from car registration 
lists. 

The session here was one of 17 
similar huddles thus far held na- 
tionally in the pioneering program. 
Owners are asked to speak frankly 
of their experience with the prod- 
uct, their opinion of dealers and 
any other factors which might have 
influenced their opinions of Chev- 
rolet. The material is later care- 
fully analyzed by company offi- 
cials. 

McGuire expressed himself as 
“well satisfied” with results of the 
Detroit conference. He said he 
found here as in other cities a 
lively interest in automobiles and 
a desire to talk about them, 

“People may be uncertain about 
a lot of things today, but not about 
automobiles,” he said. “They have 
decided opinions on cars.” 





Resolute Reaches 


$100 Million Level 


HARTFORD. — Resolute Credit 
Life Insurance Co. has passed the 
$100 million mark on life insurance 
in force, President E. K. Scribner 
announces. 

“This mark takes on true signifi- 
cance in the light of the 1,000 per- 
cent increase Resolute Credit Life 
has made in the past three years,” 
Scribner said. 

Resolute Insurance Group has 
promoted three senior officers to 
vice-presidents, Scribner also an- 
nounced They are Lewis Armao, 
Howard W. Cox and H. Lee Rhodus. 
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Sales Conditions in Various Areas. . 











Auto Market Reports 


North Carolina 5; DeSoto, 4; Fiat, 4; Citroen, 3; 
A total of 779 new imported cars|5. a ; 
was sold in North Carolina during cae ae wen d, Me ae 
May, compared with 836 a month leubetn ze ys, 4, 
earlier, according to figures com- te 
piled by the North Carolina Auto-| New-truck registrations were: In- 
mobile Dealers Assn. ternational, 129; Chevrolet, 105; 
Sales by makes were: Volks-| Ford, 97; GMC, 35; Dodge, 16; 
wagen, 175; Renault, 168; Opel, 62; Volkswagen, 10; Mack, 8; Willys, 
‘ , ‘ ’ en.|6; White, 4; Reo, 3; Diamond T, 1; 


Fiat, 44; Vauxhall, 37; Simca, 36; 
English Ford, 34; MG, 31; Austin, Studebaker, 1, and miscellaneous, 4. 

























27; Peugeot, 26; Volvo, 25; Hillman, —C. L, Kern 
18; Mercedes-Benz, 17; Morris, 17; *_ * * 

ri h, 13; Sunbeam, 10; Borg- 
Triump unbea g O he 


ward, 5; DKW, 4; Jaguar, 4; Go- 
liath, 3, and miscellaneous, 23. 
* * + 


New-car registrations in Omaha 
in June totalled 1,661, exactly the 
same number as in the previous 
month, 

Chevrolet was in top spot with 
443 sales, although no other Gen- 
eral Motors make was in the Top 
Five, Ford registered 371; Rambler, 
118; Plymouth, 113, and Dodge, 109. 

A total of 183 trucks were sold 


Boise, Id. 

June new-car sales in Ada County 
and Boise, Id., totalled 238, com- 
pared with 268 the previous month. 

New-truck sales also declined, 
dropping to 107 from the 159 re- 
corded a month earlier. 

By makes, new-car registrations 
were: Chevrolet, 50; Ford, 34; Ram- 
bler, 24; Mercury and Comet, 17; 
Dodge, 15; Volkswagen, 15; Buick, 
13; Cadillac, 13; Chrysler, 12; Pon- 
tiac, 12; Oldsmobile, 7; Studebaker, 
4; Plymouth, 3; Willys, 3; Austin, 
2; BMW, 2; Renault, 2; Imperial, 1, 
and miscellaneous, 9. 

New-truck registrations were: In- 
ternational, 39; Chevrolet, 25; Ford, 
12; Willys, 11; GMC, 5; Mack, 5; 
Dodge, 3; Kenworth, 2; White, 2, 
and miscellaneous, 3. 

* of * 


Salt Lake City 

A total of 1,191 new cars was 
sold in Salt Lake County (Salt 
Lake City) in June, compared with 
1,255 in May. 

Registrations by makes were: 
Ford, 276; Chevrolet, 268; Rambler, 
107; Plymouth, 87; Mercury-Comet, 
85; Dodge, 63; Pontiac, 55; Oldsmo- 
bile, 41; Buick, 25; Cadillac, 21; 
Chrysler, 10; DeSoto, 4; Imperial, 
4; Edsel, 3; Studebaker, 3; Lincoln, 


I 


Leaders were International, 52; 


Jaguar, 3; Lancia, 3; Alfa Romeo, | Chevrolet, 44, and Ford, 42. 


—ARTHUR R, OLESON 
+ + a 


Columbus, O. 

June new-car sales in Franklin 
County (Columbus), O., totalled 
2,749, compared with 2,575 in May 
and 2,667 in June a year ago. 

For the first half, the total was 
15,939, compared with 14,623 a year 
ago. 

By makes, June sales were: 
Chevrolet, 676; Ford, 388; Falcon, 
256; Dodge, 230; Pontiac, 180; 
Plymouth, 133; Rambler, 120; 
Oldsmobile, 117; Valiant, 116; 
Comet, 85; Buick, 71; Corvair, 63; 
Mercury, 52; Volkswagen, 51; 
Cadillac, 39; Studebaker, 32; 
Chrysler, 23; Triumph, 16, and 
Austin, 7. 

Opel, 7; Renault, 7; DeSoto, 6; 
English Ford, 6; Lincoln, 6; Mer- 
cedes-Benz, 6; Metropolitan, 6; 


in June, compared with 229 in May.| Moretti, 6; Simca, 5; Sunbeam, 5; 


ENJAY BUTYL 


TOPS IN ALL-’ROUND 


RESISTANCE TO TEAR 
AND ABRASION 
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Fiat, 4; Goliath, 4; Imperial, 4; 
Morris, 4; Willys, 4; Jaguar, 3; 
Volvo, 3; Borgward, 2; DKW, 2; 
MG, 2; Saab, 2; Vauxhall, 2, and 
miscellaneous, 4, 

New-truck registrations number- 
ed 168 in June, compared with 272 
in the year-ago month. First-half 
totals were 1,229 in 1960 and 1,327 
in 1959. 

By makes, June new-truck reg- 
istrations were: Chevrolet, 51; 
Ford, 48; International, 32; Dodge, 
14; GMC, 8; White, 4; Studebaker, 
3; Mack, 2; Reo, 2; Volkswagen, 


2, and Willys 2. 
oa ok * 


Washington, D. C. 

A total of 2,463 new cars were 
sold in the National Capital area 
in June, biggest monthly count re- 
corded so far this year. 

This compared with 2,366 a month 
earlier and 1,905 a year earlier. 

By makes, registrations were: 
Chevrolet, 526; Ford, 265; Plym- 
outh, 190; Pontiac, 171; Rambler, 
156; Falcon, 158; Dodge, 137; 
Oldsmobile, 109; Valiant, 102; 
Corvair, 98; Renault, 72; Cadil- 
lac, 64; Volkswagen, 55; Comet, 
50; Buick, 48; Mercury, 40; 
Ohrysler 39, and Studebaker, 23. 

English Ford, 20; Fiat, 15; Peu- 
geot, 14; DeSoto, 12; Mercedes- 





Benz, 12; Austin, 11; Metropolitan, 
10; MG, 9; Imperial, 8; Lincoln, 8; 
Triumph, 8; Morris, 6; Vauxhall, 
6; Hillman, 5; Opel, 4; Saab, 2, Sun- 
beam, 2; Taunus, 2; Volvo, 2, and 
miscellaneous, 9. 

New-truck registrations number- 
ed 190 in June, compared with 217 
a month earlier and 169 a year 
earlier. By makes, they were: Chev- 
rolet, 59; Ford, 49; International, 
23; GMC, 19; Mack, 8; Dodge, 7; 
White, 6; Divco, 5; Willys, 2, and 
miscellaneous, 12. 

—WiuiamM ULLMAN 
* + * 


Sioux Falls, S. D. 


New-car registrations in Sioux 
Falls and Minnehaha County, S. D., 
numbered 198 in May, while new- 
truck registrations numbered 41. 

By makes, new-car registrations 
were: Chevrolet, 56; Ford, 43; Ram- 
bler, 18; Dodge, 13; Buick, 10; 
Comet, 10; Plymouth, 9; Pontiac, 
8; Valiant, 7; Cadillac, 4; Oldsmo- 
bile, 4; Mercury, 3; Studebaker, 3; 
Chrysler, 1; Lincoln, 1, and miscel- 
laneous, 8. 

Truck registrations were: Inter- 
national, 17; Ford, 7; Chevrolet, 5; 
GMC, 4; Dodge, 3; Studebaker, 2; 
Reo, 1; Willys, 1, and miscellane- 
ous, 1, 


2, and miscellaneous, 137. 
New-truck registrations totalled 
250, compared with 295 the previous 
month. By makes, they were: Chev- 
rolet, 89; Ford, 87; GMC, 21; Inter- 
national, 18; Dodge, 9; White, 7; 
Willys, 5; Kenworth, 3; Diamond T, 
2; Mack, 1; Studebaker, 1, and 
miscellaneous, 7. 
* 












* * 


Birmingham, Ala. 

Sales of new cars in Birmingham, 
Ala., registered 1,422 in June, com- 
pared with 1,675 in May. 

Sales by makes: Chevrolet, 441; 
Ford, 168; Falcon, 140; Pontiac, 94; 
Buick, 73; Oldsmobile, 71; Ram- 
bler, 58; Dodge, 57; Corvair, 48; 
Valiant, 44; Plymouth, 42; Comet, 
38; Cadillac, 23; Volkswagen, 23; 
Chrysler, 16; Studebaker, 16; Mer- 
cury, 14; DeSoto, 8; English Ford, 
8; Austin-Healey, 7; Renault, 6; 
Lincoln, 4; Morris, 3; Volvo, 3; 
Hillman, 2, and miscellaneous, 17. 


—Srvuart Rippie 
* + * 


Indianapolis 

A total of 2,471 new cars were 
registered in Marion County (In- 
dianapolis), Ind. compared with 
4,028 the previous month. 
New-truck registrations number- 
ed 420, compared with 442 a month 
earlier. 

By makes, new-car registrations 
were: Chevrolet, 509; Ford, 370; 
Pontiac, 205; Falcon, 194; Olds- 
mobile, 178; Dodge, 174; Rambler, 
128; Buick, 101; Valiant, -95; 
Comet, 81; Mercury, 79; Plym- 
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RESISTANCE TO CHEMICALS 


Enjay Butyl, because of its unique and extremely low 
degree of unsaturation, offers excellent resistance to 
corrosive chemicals. The preferred rubber for tank lin- 
ings, hose, seals, gaskets and other applications where 
exacting chemical resistance is required. 


VivID 
COLORS 





Enjay Butyl offers the highest 
aged tear strength of any rub- 
ber ... even after long exposure 
to ozone and heat! Its inherent 
toughness resists abrasive wear, 
in such applications as tires, 
conveyer belts, hose and other 
mechanical goods. 


RESISTANCE TO SUN- 
LIGHT AND WEATHERING 


Enjay Butyl has proven its re- 
sistance to ultra-violet light, 
ozone, oxidation, moisture and 
mildew. Increases life of prod- 
ucts such as weatherstrips, 
garden hose, wading pools and 
automotive parts. 


outh, 77; Corvair, 71; Volks- 

wagen, 70; Cadillac, 58; Stude- 

baker, 39; Renault, 23, and Chrys- 
ler, 15. 

Triumph, 13; Austin-Healey, 10; 
Vespa, 9; Mercedes-Benz, 8; Metro- 
politan, 7; Simca, 7; Volvo, 7; Lin- 
coln, 6; Opel, 6; Imperial, 5; MG, 








AUTO-TURNTABLE 
Assembled in 30 Minutes 









AMER-STAGE 
805 East 134 St. 
Bronx 54, N. Y. 








Enjay Butyl requires no addi- 
tives for quality coloring over 
a wide range of hues. Famous 
for colorability and smooth 
finishes, Butyl has been suc- 
cessfully plastic coated for 
special applications. 














How They're Pushing Sales . 


Dealer Ad Ideas 


Baseball Ad a Hit ; 


ICK KRAETZ CHEVROLET, | 

Buffalo, tied in effectively with 
the first home game of the profes- 
sional Buffalo Bisons Baseball Club 
with an unusual newspaper ad in 
a baseball theme. 

The ad was laid out in the form 
of a diamond. Manning each of 
the player positions was a mem- 
ber of the sales staff, represented 
in cartoons. “At bat” wag Dick 
Kraetz, accompanied by the slo- 
gan: “Kraetz bats ’em out.” 

The ad was captioned: “We'll 
Play Ball With You.” The dealer- 
ship offered free one pair of tickets 
for any Bison home game just for 
taking a demonstration ride in a 
new Chevrolet. 

ok * * 


Dimes by the Yard 


EO A. CAVANAUGH, INC. 
(Plymouth - Chrysler - Valiant- 
Imperial), Manchester, N. H., at- 
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tracted interest by sponsoring a 
“10 Yards of Dimes” contest. 

The person guessing the nearest 
number to the total sum of al] the 
dates on 10 yards of dimes (lineal 
measure) was to receive five yards 
of dimes, Second prize was three 
yards of dimes and third prize was 
two yards of dimes. 

* cm * 


Summer Festival 
EN RALPH FORD, INC., Ro- 
chester, N. Y., stimulated show- 
room traffic and used-car business 





Monza Sold in Billings 


Before It Hits Ground 


BILLINGS, Mont. — When Lew 
Chevrolet Co. here received its first 
Corvair Monza, it was sold as it 
was being unloaded. 

Wayne Clark, new-car sales man- 
ager for Lew, said the firm immedi- 
ately took all 12 of the original 
shipment slated for the Salt Lake 
City zone. 


with a “Summer Festival” promo- 
tion, 

Free pony rides were provided 
for children, There also were free 
balloons and children were served 
hot dogs and soft drinks. 

The firm spotlighted a group of 
“Bonded Used Cars” during the 
promotion, offering them at special 
prices, Ken Ralph Ford emphasized 
that all such used-cars carried a 
100 percent guarantee and had five 
new whitewall tires. 

* + * 


Newlywed Promotion 


Livermore Chevrolet, Inc., 491 
Central Ave., Albany, joined 
hands with other merchants in 
the Albany area in a unique pro- 
motion designed to attract busi- 
ness from newlyweds. 

The promotion was spearhead- 
ed by the Albany Knickerbocker 
News, which prepared an 18-page 
special section. The newspaper 
secured the cooperation of a typi- 
cal Albany s00n-to-be-married 
couple and featured a large photo 
of the boy and girl on the front 
page of the supplement. 

In copy accompanying the 
photo, the newspaper gave some 
interesting background on the 
prospective bride and groom — 





“That’s just a toy model for 
the kiddies.” 





pointing out that in the following 
pages the couple is depicted 
choosing from Albany merchants 
the things they will need for 
their wedding and new life to- 
gether. 

Livermore Chevrolet featured a 
photo showing Bob Tinker, sales 











RUBBER 


PERFORMANCE 


IMPERMEABILITY TO 
GASES AND MOISTURE 


DAMPING PROPERTIES 


Enjay Butyl absorbs shock and 
vibrational energy more com- 
pletely than any other rubber. 
Resiliency can be varied in com- 
pounding and processing. Butyl 
is ideal for axle and body bump- 
ers, motor mounts and sound- 
deadening applications. 


Enjay Butyl is tops in imperme- 
ability to gases and moisture... 
retains air pressure 8 times better 
than natural rubber. Outperforms 
other rubbers in such application 
as inner tubes, jar and bottle 
seals, hoses and inflatable goods. 


The outstanding properties of Butyl Rubber create new horizons for 
the designer, and offer to manufacturers an opportunity to utilize the 
qualities of rubber in applications never before possible. The unique 
properties of Butyl have led to vast improvement in many existing 
products. Technical skills will open the way to countless new uses. 

Buty] is the “idea” rubber with uses stretching as far as the imagi- 
nation can reach. We’ll be glad to tell you all about it. Just contact 
the nearest Enjay office. 


EXCITING NEW PRODUCTS THROUGH PETRO-CHEMISTRY 


ENJAY CHEMICAL COMPANY 


A DIVISION OF HUMBLE OIL & REFINING COMPANY 








ELECTRICAL RESISTANCE 


Enjay Butyl tops all vulcaniza- 
ble rubbers in electrical and 
dielectric properties .. . in resis- 
tance to corona and ozone break- 
down and water absorption. Its 
high dielectric strength insures 
against electric breakdown under 
normal or surge voltage. Its heat 
resistance permits higher current 
flow for a given conductor size. 





HOME OFFICE :15 West 51st Street, 
New York 19, N. Y. OTHER 
OFFICES: Akron « Boston 
Charlotte « Chicago « Detroit « 
Houston « Los Angeles «+ New 
Orleans « Tulsa 
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manager, explaining features of a 
new Chevrolet to the couple. 
5 ae * * 


Dealers Step Up Ads 


Ne JERSEY Dodge dealers 
have purchased the “Meet the 
Press” TV program and stepped up 
their newspaper and radio cam- 
paign. 

The overall campaign by the 80- 
dealer association is now billing 
about $50,000 a month. The associa- 
tion also purchased sponsorship of 
the news show, “Report to New 


| York,” five nights a week. 


The 1,000-line and 500-line news- 
paper ads headline Dodge Dart as 
the “bullseye buy for ’60,” stressing 
that the three Dart series are 
priced model for model with Ford, 
Plymouth and Chevrolet series. 

+ + * 


Pooling the Discounts 


OERNER FORD, Rochester, 

N. Y., came up with a novel 
idea to attract new-car customers 
in July. 

The firm set up an 18-foot pool 
in its showrooms and invited Roch- 
ester-area residents to try their 
skill at fishing with nets. 

If the visitor netted a gold fish 
carrying a special discount tag, 
he was entitled to buy a new 
Ford at a sharp price concession. 
Four hundred gold fish in the 
pool carried these special tags. 

The agency promoted “Koerner’s 
Fishing Festival’ with special 
newspaper advertising and a show- 
room display. A car registration 
form was the participant’s license 
to fish. 


x * * 


Dealer Stages Own Show 


TWO-DAY auto show held at 

the Southside Shopping Center 
in St. Petersburg, Fla., by Waldron 
Pontiac, Inc., and its Economy Car 
Division was said to have resulted 
in a number of sales. 

On display were 15 models of 
Pontiac, Vauxhall, Saab and NSU 
Prinz cars. Each husband and wife 
visiting the show and test-driving 
one of the cars received free thea- 
ter tickets. 


* 2 


Harken to History 


‘ao long will it take Hannibal 
... to go from Carthage to 
Rome?” asked an ad placed in the 
Syracuse Herald Journal. 

It turned out that Hannibal 
was an elephant and that Car- 
thage and Rome referred to the 
two cities in New York State. 
The ad involved a contest jointly 
sponsored by Michael Ivy, a 
Syracuse imported-car dealer, 
and RKO Keith’s Theatre in 
Syracuse, which was showing the 
movie, “Hannibal.” 

Hannibal the elephant made the 
trek from Carthage to Rome and 
contestant had to guess his arrival 
time down to the second. Winner 
was given a new Triumph TR-3, a 
week-end for two in New York 
City and tickets to the Syracuse- 
Army football game. 

a * + 


Carnation Caper 

pe in Alliance, O., parti- 
cipated in the city’s annual 

Carnation Parade here. 

Among other activities, the deal- 
ers provided new convertibles for 
the Carnation Queen, her attend- 
ants and others. 

* 


One-Cent Sale 
URING a two-day promotion, 
Jordan Rambler, Mishawaka, 

Ind., offered new-car buyers two 

choices for a penny—an auto radio 

or the first payment on their 36- 

month contract. 

* 


* * 


* * 


Drumming Up Business 
YERLY MOTORS (Ford), 
Louisville, offered buyers of 

new cars and ’54 or later used mod- 

els a free drum of gasoline during 

a “Fourth of July Vacation Spe- 

cial.” Purchasers received ticket 

books for their free gas. 


GROSSE POINTE FARMS 
(Suburb of Detroit) 


One of the finest custom built ranch 
homes in select area of Grosse Pointe 
Farms, 3 bdrms., 2'/. baths, plus maid's 
room and bath. Large liv. rm., full din. 
rm., beautiful family room. Basement 
completely finished. Hi-Fi and Intercom 
system. Lot 110 x 256. Please call or 

Mr d, TUxede 4-0600, 9:00 te 5:00 


Johnstone, 
Inc., 90 Kercheval, Grosse Pointe Farms 
36, Michigan.) 








Automotive Cartoon 


Of the Week 


Events 


%& Eprror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Aug. 7-9—Georgia Independent Automo- 
bile Dealers Assn., Henry Grady Hotel, 
Atlanta. 

Aug. 14-17—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 21-23—Colorado Automobile Dealers 
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May 14-16—I daho Automobile Dealers 
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May 21-23— Oregon Automobile Dealers 
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Oct. 15-23 — National Automobile Show, 
Cobo Hall, Detroit. 

Oct. 19-23 — Autorama, Industrial Arts 
Bidg., Exposition Park, West Springfield, 


Mass. 

Oct. 19-23—International Foreign and 
Sports Car Show, Commonwealth Ar- 
mory, Boston. 

% Nov. 5-13—World Car anes, gone 


Contented Dealer 

As you know, one swallow doesn’t 
make a summer, one lemon doesn’t 
prove that every car of that make 
is a dud. One dealer’s poor relation- 
ship with a foreign car doesn’t 





marginal makes have made a try 
at the lucrative United States mar- 
ket. Many of these have under- 
capitalized their U. S. effort, and 
every aspect of their sales here 
suffers. 


We also know that distributors 
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E A motor vehicles, parts and accessories; Nov. 9-12—D Auto Show, Coli 5 : by been arrogan 
a K 1 2. Every dollar of auto excise, gasoline and oil taxes, collected by states Denver. ee comments (June 27 issue AuToMO because their franchises have 
L ce and U. S, governments, applied to building and maintenance of highways;| Nov. 23-27—Portland Auto Show, Memorial | TIVE News) betray an unnecessary| p oon profitable. This is, in the 
. rn ‘1 3. Guard the precepts of individual freedom, which made the U. S. A. peer nT letlos nests etis Mees bias, proven iby his comment that long run, unwise but they are 
a Sreot ane cove D> citizens more of the better things of life than anywhere Indiana State Salvoreunda ladiannnalls. imports are '20,000-mile cars.” This operating in a seller’s market and 
Jan. 14-21—Syracuse Auto Show, Syracuse | just isn’t so. are (I think, foolishly) taking ad- 


Capsule Comment 


The nation’s new-car dealers have plunged into one of the 
most challenging midsummer selling seasons they have ever 


encountered. 


Meeting and beating a challenge is nothing new for the 


aggressive dealer. 


Service-profit pointers are highlighted by shop expan- 
sion or rearrangement and need for quick-repair facilities. 


Moreover, franchises themselves are service trumps 


which filling stations cannot claim. 


Quota systems are used again with arrival of new-car 


buildout bonuses. 


Only last month, 85 percent of dealers in poll vigorously 


objected to buildout-bonus practices. 
* 


Ernest R. Breech steps down as chairman of Ford Motor 


Co. 


He was a guiding light in the postwar renaissance at 


Ford. 


New-car stocks hold above once-feared level of one mil- 


lion for four consecutive months. 


Factories contend that high inventories are a necessary 


result of record options, models, engines and body styles. 
* 


Imports, with sales below year-ago levels for the first 
time, increase emphasis on topnotch service at dealer level. 


For the conscientious importer, this is a key solution to 


sales softness. 


War Memorial, Syracuse. 
Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 
Jan. 28-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 
Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 


Miami. 
Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 
a 


General 


Sept. 6-16, 1960—Production Engineering 
how, Navy Pier ccage. 

Sept. 6-16, 1960—Machine Tool Exposition, 
International Amphitheatre, Chicago. 
% Sept. 12-15— National Truck Leasing 
System, Sheraton Towers Hotel, Chicago. 
Oct. 16-2i—American Trucking Assn. an- 
nual convention, Waldorf-Astoria Hotel, 

New York City. 

Oct. 19-22— Automotive Wholesalers of 
Texas, Rice Hotel Convention and Booth 
Conference, Rice Hotel, Houston, 

Oct. 2426—Truck and Body Equipment 
Convention and Exhibit, Sherman Hotel, 
Chicago. 

Dec. 2-9—Automotive Electric Assn., Meet- 
ing and Manufacturers-Distributors Con- 
ference, Edgewater Beach Hotel, Chi- 


cago. 

Jan. 30-Feb, 2— Automotive Accessories 
Manufacturers of America, New York 
Coliseum, New York, 


Forget about Rolls-Royce and 
Rover. How about Volvo, Borg- 
ward, MG, Peugeot and Lancia? 
In short, every auto expert in this 
country has stressed the longevity 
of most imports. 

But the real issue is his dissatis- 
faction with foreign cars, their dis- 
tributors and road men. We sell 
nine different foreign cars. There- 
fore, we have dealings with nine 
different manufacturers and their 
representatives. 

Every one of them is different. 
They are all human beings and 
some are more pleasant than 
others. But they are all business- 
men, too, and they have quickly 
adapted themselves to our Ameri- 
can customs. 

Most do carry over one European 
trait: An emphasis on service and 
dealer responsibility. I’ve never felt 
this to be unfair. 

When your writer doesn’t identify 
his franchise, it is difficult to be 
specific. We all know that a lot of 


The Big Stories 


34 Years Ago—1926 


The automobile industry, showing an output three times greater 
in 1925 than in 1914, was cited by the Department of Labor as proof 


of the marked degree which labor productivity increased in certain 
industries during the last decade. The iron and steel industry in- 


creased 50 percent during the same period. 


20 Years Ago—1940 


Mr. Average American, a composite of farmers, workers and busi- 


nessmen owning new and used cars, paid special motor taxes in 


1939 averaging nearly $53. 


10 Years Ago—1950 
New sales records were posted by Chevrolet for June and the 
first six months of 1940. The company sold 144,833 cars and 43,549 
trucks for the monthly record of 188,382 units. The sale of 944,957 
cars and trucks in the first six months also was a record. 





vantage of it. 

However, in looking back in ret- 
rospect, the same thing happened 
with American manufacturers after 
the war. This condition, as you 
know, has since changed. 

There are foreign manufacturers 
who have approached the U. S. 
market realistically. If an Ameri- 
can dealer gets involved with the 
fly-by-nighters or an unethical dis- 
tributor he ignores a basic motto 
in our business, “Let the buyer 
beware!” 

Specifically, I represent Volvo, 
Triumph, Morgan, Simca, Fiat- 
Abarth, NSU Prinz, Saab, Borgward 
and BMW. My relations with Volvo 
are typical and might best prove 
my contention that we dealers re- 
ceive excellent support from the 
distributor, 

In the past three years, during 
which time I have been handling 
the above listed cars, I have not 
been forced into any “tie-ins.” I 
am not subjected to weekly or 
monthly quotas. I am paid retail 
labor rates on warranty work and 
my claims are reimbursed within 
45 days. 

Swedish service representatives 
have visited my shop. They have 
shown our mechanics how to cope 
with special problems and have 
made many worthwhile suggestions. 
David Beesley, the Volvo sales man- 
ager, has also visited me to stress 
his desire to provide real assistance 
in every aspect of our operation. 
This they have done. 

I have been asked by each of my 
manufacturers to maintain a good 
supply of parts. This is only good 
business. I’ve made money on my 
service and on my sales, and the 
distributors have helped me to do 

(Continued on Page 50, Col. 2) 








Alan G. Rude, 
President of 
Universal C.1.T. 
Credit Corporation 
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pants of vehicles involved in col-|a national nonprofit association, 


Road Program Facing 
A Year of Decisions 


Construction on the 41,000-mile 
National Interstate and Defense 
Highways System hag entered its 
fifth year, with 8,855 miles of pave- 
ment open to traffic, according to 
the Bureau of Public Roads. 

The year, however, will 

require “important and far- 
reaching” decisions by Congress 
to assure the future of the entire 
Federal-aid program, the Ameri- 
can Automobile Assn. believes. 

The association says a review of 
the system’s entire financing struc- 
ture will be in order in 1961, with 
Congress having the benefit of ex- 
tensive reports resulting from tax- 
equity studies called for in the 
Highway Act of 1956. 

The reports, AAA adds, will be 
in two major parts: 

One dealing with the equitable 
distribution of the tax load among 
the classes of vehicles using the 
roads, and the other with the ques- 
tion as to what proportion of the 
total bill should be paid by others 
benefitting from the roads other 
than through direct use. 

Preliminary results of the 
American Assn, of State Highway 
Officials’ road tests at Ottawa, 
Il, are expected to help Congress 
come up with answers to the tax- 
load. problem. 

The two-year, $24 million re- 
search project is testing the effect 
of repeated impacts of a wide vari- 
ety of axle loads on an even wider 
variety of roads built to differing 
standards. 

Aid in solving the second prob- 
lem—the proper distribution of 
taxes reflecting both user and non- 
user benefits—will come from a 
highway-cost allocation study be- 
ing conducted by the Bureau of 
Public Roads. 

“The complexities of the prob- 
lemg involved, the huge sums of 
money which must be raised and 
the high stakes of powerful inter- 
ests in the program promise a bat- 


Insurance Policy 
On U. C. Repairs 
Offered in Ohio 


CLEVELAND, — An insurance 
policy that is actually a one-year 
warranty on late-model used cars is 
being offered here by Equity Miami. 
The firm’s Ohio representative is 
Henry Rellah, 1310 Bellrose Rd., 
Mayfield Heights. 

The policy covers such items as 
engine, transmission, front-end as- 
sembly, differential and master 
brake assembly. Several Cleveland 
used-car dealers have made the 
plan available. The customer pur- 
chases the insurance from Equity 
Miami, however. 

Rellah said the plan igs known 
throughout the nation. He said an 
assured whose car breaks down 
away from home can notify the 
Equity representative in that state, 
or he can wire the agent in his own 
state. 

The cost of the policy ranges 
from $40 on a ’60 Chevrolet, Ford 
or Plymouth to $67 for a ’57 Cadil- 
lac, Thunderbird or Imperial. 

Rellah said an owner can take 
his car to any qualified shop after 
an Equity agent approves it for re- 
pair, He said the plan is available 
to persons who want to insure their 
present cars. 


Uniform Rules 
Stir Miami Row 


Miami’s attempt to enforce uni- 
form traffic rules throughout Dade 
County and the 26 suburban towns 
apparently has not been a success 
and the various police departments 
are urging the metropolitan govern- 
ment to revise the regulations 
again. 

Last March, after a $45,000 sur- 
vey, new uniform traffic rules were 
adopted, but both police and public 
have raised outcries against them. 

The new rules have not curtailed 
accidents, which have risen about 
20 percent over last year. 





























tle royal on Capitol Hill in 1961,” 
an AAA spokesman said. 

He said the association has filed 
with both the Republican and 
Democratic national committees a 
summary of AAA policies relating 
to the highway program. In brief, 
he added, the association calls for: 

A balanced program with due 
emphasis on ABC roads as well 
as the interstate system. 

Steady forward progress in place 
of speedup followed by slowdown. 

Maintenance of the present basis 
of federal sharing—90 percent for 
the interstate and 50 percent for 
other federal-aid roads. 


Continued expressway building 
into, through and around metro- 
politan areas. 

A financing program with maxi- 
mum equity for everyone con- 
cerned. 


Seat Belts Called 
Life Savers for 


Freeway Drivers 


Seat belts properly installed and 
used can prevent approximately 
one out.of each three deaths to 
motorists on the Los Angeles Free- 
way system, according to John 
McDonald, Automobile Club of 
Southern California Engineering 
Department manager. 

McDonald’s conclusion is based 
on a study, conducted by the Auto 
Club with the cooperation of the 
Los Angeles Police Department, 
which revealed 39 percent of free- 
way fatalities occurred when occu- 


lisions were thrown to the pave- 
ment after the initial impact. 

“The Freeways have already 
proven to be much safer than sur- 
face streets,” he said. “Probably the 
most effective measure which mo- 
torists can take now to reduce 
fatalities and serious injury on the 
system is the installation of seat 
belts. 

“Seat belts would be effective 
also in reducing deaths and injur- 
ies in surface street accidents,” he 
added. 

The Auto Club study covered the 
24 fatal freeway accidents within 
Los Angeles during the first four 
months of this year. Of this num- 
ber, 12 deaths resulted when the 
victim was thrown from the car to 
the pavement. 

* * . 


Safe Drivers Assn. 


Moves Headquarters 


The National Safe Drivers Assn., 








has reestablished its headquarters 
in Washington at 453 Washington 
Bldg. 

The association will aid in spon- 
soring local and national safety 
promotional campaigns which may 
be instrumental in developing a 
more safety-conscious public. Activ- 
ities will be under the direction of 
Oliver W. Boblitz. 

- * 


Air-Car Plans 
Stalled in Canada 


TORONTO, — Canadian Curtiss- 
Wright, Ltd., has dropped its plans 
to produce an air-car in Canada 
some time this year. 

In the United States where the 
car was developed, Curtiss-Wright 
reportedly has 25 of the air-cushion 
vehicles in production for various 
military applications. 

A civilian market for the car has 
not developed. 





LOAD-LEVELERS 


...for this 
MARKET 


...solve these 


PROBLEMS 








Scraping on driveways Load-Levelers* prevent this by increas- 


ing road clearance of heavily loaded cars. 


Swaying on curves Without Load-Levelers*, loaded car sways as 
it rounds curves. Passengers are thrown from side to side. Stability 


is impaired. Tires wear faster. 


“Bottoming” on bumps Without Load-Levelers*, loaded car hits 


% 4 BJM Od 
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bottom—with frightening noise and possible damage. 


MONROE AUTO EQUIPMENT COMPANY 


*Trademark 


Monroe, Michigan 


your supply now. 


> 


Everyone who drives a heavily loaded vehicle needs 
Load-Levelers*— Monroe stabilizing units with 
built-in ride control for a level ride under all road 
and load conditions. 
Levelers* for immediate delivery. Call him for 


Your jobber stocks Load- 








Trailer Owners 
Station Wagon Owners 
Salesmen .. . Travelers 

Boat Trailer Owners 
Pick-Up Truck .Owners 
Panel Truck Owners 





In Canada * MONROE-ACME, Ltd., Toronto 
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Capsule Reports... . 
Auto News in Brief 


BIRMINGHAM, Ala, — “Tomor- 
row’s Transportation” will be the 
subject of a meeting here Sept. 29- 
30 under sponsorship of the South- 
ern Research Institute. 

Among speakers will be Charles 
A. Chayne, engineering vice-presi- 
dent of General Motors, who will 
discuss “Technology and Tomor- 
row’s Motor Vehicles.” 

* a * 


Chrysler Cites Lenox 


CINCINNATI, — Lenox Motors 
(Plymouth-Valiant) hag received 


the Chrysler Corp. Quality Dealer 
Award. Jack Itkoff is president. 
+ * + 


Ford Engineer Cited 
For Work on Lighting 


DEARBORN.—Lester L. Beltz, 
assistant chief engineer for body 
electrical design in Ford Motor 
Co.’s Metal Stamping Division, has 
been awarded a citation for 23 
years of continuous service on the 
Automobile Manufacturers Assn. 
Vehicle Lighting Committee, 

The citation was presented for 
pioneering such significant safety 
improvements as sealed beam head- 


lamps and for his efforts to solve 
problems of common interest to the 
AMA and the American Assn. of 
Motor Vehicle Administrators, 

* + * 


Brazilian Plant Making 


Crankshafts for Willys 


CLEVELAND. — First twisted 
and machined crankshaft ever pro- 
duced in South America was com- 
pleted recently at Sifco do Brasil, 
affiliate of Steel Improvement & 
Forge Co. 

The crankshaft, on which the 
plant is now in full production, is 
for the Willys Overland do Brasil’s 
six-cylinder engine. 

* * - 


Highway User Tax Revenues 


Eyed for Transit Subsidies 
WASHINGTON. — Several exam- 
ples of a continuing effort to divert 
highway user tax revenues to sub- 
sidize rapid rail transit as the solu- 





‘Fishyback’ Service 
Runs Aground 
DETROIT. — Daily “fishyback” 
service between here and Cleve- 
land hag been discontinued be- 
cause of a decline in business. 
The service, which had been in 
operation since May 4, handled 
11,018 tons during its first month 
of operation, C. E, Dalton, presi- 
dent of the Detroit Atlantic Nav- 
igation Corp., said he hopes to 
resume operations later this sum- 
mer. 





tion to city and freeway congestion 
have come to the fore, according 
to the National Highway Users 
Conference. 

In New Jersey the legislature has 
passed a bill which provides for 
subsidizing commuter railroads, It 
is estimated that it can cost the 
state up to $7 million annually, and 








...with help from these 
ADVERTISEMENTS 


...and BILL STERN 


Load 
Tals 


the country’s leading sports- 


caster becomes your number 
one salesman on the ‘“‘Monroe 
Sport Reel,” a five-minute 
program every morning— 


Monday through Friday— 
over more than 300 stations 
of the Mutual radio network, 


by MONROE 


...and begin with this 
PROFIT PACKAGE! 


Assortment. Can 


also included. 


Installed in less than 30 minutes in place of 
original equipment rear shock absorbers. 


Su 


Leveler 
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This PD-6A assortment of Six 
Load-Levelers* will bring you 
$39.00 profit! Three sets 
of the most popular size Load- 
Levelers* are in this special in- 
troductory assortment. Packed 
in a sturdy display carton. 






FREE DISPLAY BOARD This 
colorful 21” x 31” display board 
comes free with each PD-6A 


be wall 


mounted or displayed on the 
wire rack included. Hardware 
for mounting one Load-Leveler* 





World's largest maker of ride control products including famous Monro-Matic Shock Absorbers 


In Mexico + MEX-PAR, Box 28154, Mexico City 


will come out of state highway 
funds in the 1960-61 budget, the 
NHUC said. Meanwhile, at a San 
Francisco meeting of ACTION, Inc. 
—a private organization for urban 
modernization and progress—Mayor 
George Christopher declared that 
he was in favor of diverting gas- 
tax funds for rapid transit, the 
NHUC said. 


* * * 


AMC to Open Zone Office 


In Jacksonville Aug. I 


JACKSONVILLE, Fla.— Ameri- 
can Motors Corp. will open a zone 
sales office in Jacksonville Aug. 1 
to serve dealers in Florida and 
Southern Georgia. 

Formerly this territory was under 
the Atlanta office. 

” * . 
New Firestone Tire Plant 


Being Built in France 


PARIS.—Construction of a multi- 
million-dollar tire manufacturing 
plant has started in Bethune, 
France, with Harvey S. Firestone 
jr., chairman of Firestone Tire & 
Rubber Co., participating in corner- 
stone laying ceremonies. 

Located 123 miles north of Paris, 
Bethune is 21 miles west of Lille, 
an important industrial and rail 
center in northern France. 

* * * 


Hot Rod Championships 


Scheduled for Detroit 


LOS ANGELES.—The National 
Championship Drag Races will be 
held Sept. 1-5 at the Detroit 
Dragway in Detroit, according to 
Wally Parks, president of the 
sponsoring National Hot Rod 
Assn. 

Championships will be given in 
each of 38 classes, Approximately 
750 entrants are expected. 

oe * + 


Baltimore Tire Dealer 


Awards Falcon, TV Sets 


BALTIMORE.—A 13-week con- 
test with portable television sets 
and a Ford Falcon as prizes is 
being staged by Ezrine Tire Co.,, 
Mohawk tire dealer. 


To enter the contest, persons 
must visit an Ezrine store and fill 
out a blank, Weekly winners re- 
ceive a portable TV set, and an- 
other set is given to the winner’s 
favorite charity, The Falcon is the 
grand prize, to be awarded at the 
end of the contest. 

= * s 


Liquid Air Separation Plant 


Opened by Airco for Armco 


BUTLER, Pa—Executives of 
Armco Steel Corp. and Air Re- 
duction Co. officially “placed on 
stream” Airco’s newest liquid air 
separation plant here. 

The plant, which has a capacity 
of 120 tons of high purity oxygen 
per day, will supply this industrial 
gas by pipeline directly to the But- 
ler Works of Armco Steel Corp. 
The multimillion-dollar, electronic- 
ally controlled facility, will also 
produce quantities of nitrogen and 
liquid argon. 

” * * 


Moog Sues to Recover 


Part of Excise It Paid 


ST, LOUIS. — Moog Industries, 
Inc., has filed a suit to recover 
$161,645 in federal excise taxes. 

In the suit filed in District Court 
here, the company explained that 
it manufactures automobile parts 
which are subject to an excise tax 
of 8 percent of the sale price, and 
also produces bolts, nuts and other 
items for nonautomotive uses. 
Moog Industries said that, by mis- 
take, it had treated $8,650,000 in 
Sales for the years 1954 through 
1957 as entire auto parts, paying 
taxes amounting to $688,296. The 
company contended that only $6,- 
629,757 in sales involved car parts, 
and that taxes should have been 
$526,650. 

a * Bg 
Tiein Insurance Sales 


Probed in New York 


BUFFALO. — The State Insur- 
ance Department announced an 
investigation into reports that 
motorists are being pressured 
into buying “tiein” insurance in 
order to keep their auto policies. 

The announcement followed the 
disclosure that an Angola man, 
accident-free for 23 years, was 
threatened with loss of his auto 
coverage because he wouldn’t buy 
additional insurance—such as fire 
or life. 
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RU of TV GuIDE readers 


Why millions of selective 
viewers “can’t get along 
without” TV Guide 


Who reads TV GulDE, and how and why? 


Dr. Burleigh B. Gardner and his Social Research, Inc., staff have painted a con- 
vincing, 3-dimensional picture of TV GumE readers. Theirs is one of the most 
comprehensive magazine-audience motivational studies ever undertaken. It is sig- 
nificant to everyone concerned with advertising media. Over a year in the making, 
it covers the economic and geographic spectrum and represents a fair cross section 
of the 7,250,000 families who buy TV GumE each week. 


Some 73% are selective viewers who find TV GumDE indispensable to making their 
TV hours constructive, profitable and enjoyable. Selective viewers are determined 
to get the best out of television. They regard watching it as a worth-while, active 


pursuit . . . and they apply intelligence and organization to choosing what 


they watch. 


TV GuweE helps these selective viewers become knowledgeable and conversant 
about the whole TV world. They read the magazine cover-to-cover—to them it is 
an entity. Program synopses, discussions of the state of television, reports on trends 
and personalities, glimpses behind the scenes, and forecasts—all these contribute 
to their understanding, to making them informed, intelligent viewers. 


Not surprisingly, these are the kind of people whose approach to life — to 
all leisure activities, to buying — is constructive and positive. They do things. 
They are intellectually curious and determinedly rational. They form a major 
market for every consumer advertiser . . . even more impressive qualitatively 


than quantitatively. 


For your copy of “TV Guipe: A Stupy IN DEPTH,” which details 
this important survey’s findings, call your local TV GumpeE office 
or write TV GuIDE, National Advertising Department, Radnor, Pa. 


Best-selling weekly magazine in America 
circulation guarantee 7,250,000 















By Leo T. Parker 
Attorney at Law 


A FEW days ago I received an 
interesting letter from William 
Brown, Buffalo, as follows: “For 
many years I have clipped all of 
your legal writ- 
ings in AUTOMo- 
tive News and 
classified them in 
my indexed book 
to which I refer 
when I get in a 
legal jam. 

“I can get in- 
formation from 
my book which 
guides me to 
know what to do, 

L. T. Parker but a new deal 
has come up and I am wondering 
if you can advise me on this new 
kind of suit. 

“Here is the situation: A custom- 
er broke her leg when she stum- 
bled over a mat in our display room 
which she claims had a wrinkle 








Lawsuits Affecting Dealers ... 
Court Decisions 
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which she did not see. What must 
she prove to get damages from 
us?” 

A leading higher court’s deci- 
sion answered this question very 
clearly. 

See in Esposito v. St. Raphael, 
111 Atl. (2d) 545, where the testi- 
mony showed facts, as follows: 

There were, at the main entrance 
of a building, double plate glass 
doors opening upon a foyer. Spread 
over the terrazzo floor near the 
entrance were two link mats, so 
arranged that a customer or visitor 
entering the building would walk 
across first one and then the other. 

Each mat weighed over 100 
pounds and was composed of sec- 
tions of rubber joined together with 
brass wire, was flexible and would 
not slip or move under ordinary 
traffic. Unless the mat was kicked 
up, it would lie flat even if it was 
worn on the edges or on the links. 
The mats had been in constant use 
since 1947 and approximately 1,000 


people walked upon them daily. |— 


The floor of the foyer was swept 
every morning. During this process 
the mats were not removed but 
rolled over about half way and the 
floor underneath cleaned. The mats 
were then rolled back, and a simi- 
lar procedure was followed to clean 
under the other half. 

One day a woman named Espo- 
sito pulled open the right-hand door 
and her husband held it as she en- 
tered. While she was walking 
ahead, the toe of her shoe caught 
under the “curled up” edge of the 
mat nearest the door. 

cd * 


+” 
Sues for $26,000 
_ alleged that this caused her 
to fall and sustain severe in- 
juries. She sued the dealer for 
$26,000. The lower court held the 
latter liable, but on appeal the 
higher court reversed the lower 
court’s verdict, saying: 

“In the case at bar, Esposito 
assumed the burden of proving, 
first, that the mat created a de- 
fective condition which rendered 
it not reasonably safe for her to 
Pass over, and secondly, that the 
defendant (dealer) had notice of 
the condition but failed to use 
reasonable care to rectify it.” 
Therefore, the law is established, 








RaseRAAN 


“We're not selling cigarets, 
Junior. You've got to say more 
than, ‘Compact or regular?’ ” 





as follows: An auto dealer has a 
legal duty to use reasonable care 
to keep his premises in safe condi- 
tion for those entering the building. 

And, further, if the testimony 
shows that the dealer had knowl- 
edge of a defective condition he 
must prove that he exercised rea- 
sonable care and diligence to re- 
pair it, otherwise he will be held 
liable in damages. Hence, to win a 








Remember when 


THEY COULDN’T SPOOK 
THE “JOPLIN GHOST” 


It’s a three-way tie going into the final 
round of the 1928 Oklahoma City Open. 
Two contenders take a birdie four on the 
first hole. Horton Smith—the “Joplin 
Ghost”—takes a six. Does it spook him? 
A steady swing and the ball flies straight 
as a die to the second hole, a 135 yarder. 
It rolls into the cup for a hole in one, 
Lucky? It’s what he was aiming at. And 
Smith went on to win the tournament. 

When the pressure’s on, it’s skill, 
steadiness and confidence that count. 
It’s the kind of performance you expect 
and find in the pros in any field. 

In bearings, Timken Company engi- 
neers are pros in every sense of the word. 
They have more experience designing 


and applying tapered roller bearings than 
anyone else. They’ve found more ways to 
improve them than anyone else. They’ve 





learned how to produce better Timken 
tapered roller bearings for less cost to 
give you better value. And they’re more 
than ready to provide all the service 
you need to give your customers trouble- 
free mileage, cut your warranty and 
assembly costs. 


This is professionalism that gives you 
the most for your bearing dollar. Call in 
Timken Company sales engineers—they 
have the answers. The Timken Roller 
Bearing Company, Canton 6, Ohio. Cable 


address: ‘“Timrosco”’. Makers of Tapered 
Roller Bearings, Fine Alloy Steel and 
Removable Rock Bits. 


TIMKEN 


tapered roller bearings 


from the pros of the bearing business 





suit, the injured person must prove 
that there existed a defect or dan- 
gerous condition, and furthér that 
the dealer knew that the defect or 
dangerous condition existed, and 
failed to exercise “reasonable care” 
and diligence to eliminate the de- 
fect or dangerous condition. 
* * * 


Civil Rights Not Violated 


eS to a late higher 
court decision, a city ig not li- 
able in damages for impounding an 
automobile whose owner has vio- 
lated a valid parking ordinance. 

For instance, in Brasier v. 
City, 268 Fed. (2d) 558, the testi- 
mony showed these facts: Police 
officers of a city, acting under the 
authority of a city ordinance, 
caused Brasier’s automobile to be 
seized, towed in and stored at a 
public garage and have since held 
the vehicle because Brasier re- 
fused to pay towing expenses and 
two past-due tickets against Bra- 
sier for illegal parking on the 
streets. 

Brasier sued the city in United 
States Courts for heavy damages, 
claiming that its officers had con- 
spired to violate his civil rights. 

The higher court refused to 
award Brasier any damages. 

+ eo + 


Seller Violates Law 


A FEW weeks ago, a higher court 
held that if an automobile deal- 
er violates a state law, when sell- 
ing an automobile under a condi- 
tional-saleg contract, the purchaser 
may at once rescind the contract 
and recover all payments. 

On the other hand, if the pur- 
chaser delays in rescinding the con- 
tract and make some use of the 
automobile, he must pay the seller, 
or finance company, the deprecia- 
tion on the automobile caused by 
his use. 

For illustration, in General Mo- 
tors Acceptance Corp., v. Kyle, 1 
Cal. 581, the testimony showed 
facts, as follows: A state law pro- 
vides that every contract for the 
conditional sale of a motor vehicle 
shall be in writing and shall be 
signed by both the buyer and seller. 

One day, a2 man named Kyle 
purchased a Chevrolet from Mil- 
liken Automobile Co, The con- 
tract provided that Kyle was to 
pay for the Chevrolet a price of 
$3,637.66, plus insurance and 
other incidental expenses, The 
contract also provided for re- 
possession by the seller in the 
event of the buyer’s default in 
any payment, 

The contract delivered to Kyle 
did not bear the signature of Milli- 
ken Automobile Co.’s authorized 
representative. 

In subsequent litigation, the high- 
er court held that General Motors 
Acceptance Corp., assignee, could 
not enforce the terms of the con- 
tract. 

Also, this court held that, where 
a conditional seller of an automo- 
bile fails to comply with a state 
statute covering contracts for con- 
ditional sales of motor vehicles, the 
buyer may recover from seller or 
finance company the amount of his 
downpayment and his payments on 
the contract balance less the de- 
preciation caused by the buyer’s 


use of the automobile. 
*” x * 


Court Test Considered 


On Driver’s License Issue 

BOSTON.—The United States Su- 
preme Court may shortly be pre- 
sented with another “states rights” 
problem, but this time with an in- 
ternational flavor, according to the 
Automobile Legal Assn. which 
plans to sponsor a test case. 

The problem at stake is whether 
or not an individual state can make 
certain requirements, as they per- 
tain to automobile drivers visiting 
the United States from foreign 
countries, which are contrary to 
agreements signed by the federal 
government with these same coun- 
tries. 

* * * 


lowa Fair-Trade Law 


Ruled Unconstitutional 

DES MOINES.—The Iowa fair- 
trade law has been declared uncon- 
stitutional by Judge Ray C. Foun- 
tain in District Court here. 

The case involved was a watch 
company’s effort to enforce its min- 
imum resale price. Fountain said 
the law was void because it dele- 
gated legislative powers to manu- 
facturers. 





SS 
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by Joseph M. Callahan 
To Big Three auto mak- 
ers have launched long- 
range engineering and design 
study programs that will eventu- 
ally make their cars more repair- 
able after a collision and, conse- 
quently, cheaper to insure. 

Behind this effort is the growing 
resistance of the nation’s motorists 
to high car operating costs, which 
get a large push upward each year 
from the soaring insurance premi- 
ums, 

Last year United States auto 
insurance premiums rose to the 
fantastic figure of $5,818 million 
($5.8 billion), up a record $509 
million from 1958. Losses amount- 
ed to 56.9 percent of the 1959 
premiums and to 58.5 percent of 
the 1958 total. 

The insurance companies (which 
are alarmed at this situation be- 
cause their product is becoming 
over-priced and becauSe govern- 
ment control may be looming) feel 
that much of the soaring insur- 
ance cost is traceable to the draw- 
ing boards of the engineers and 
designers in Detroit. 

To combat this trend to ex- 
pensive-to-repair cars, the insur- 
ance companies have taken some 
preliminary steps toward selective 
rating whereby the insurance pre- 
miums for a car are closely tied 
in with the cost of repairing it. 
Some recent examples of this are 
the 10 percent discount allowed in 
many states for compact cars and 
the $3 extra premium for cars 
whose windshields cost more than 
$100. 

*” oe * 
emane is a strong likelihood 
that selective rating will be 
greatly accelerated by the insur- 
ance companies in the next few 


years. Tits has been the motivation 
(Continued on Page 26, Col. 4) 






Impregnating Engine Blocks— 





John W. Brophy, president, Prenco Products, inspects three V-8 engine blocks about 
to be lowered into an autoclave for impregnation. In the rear is a sealant holding 
tank, and the cylindrical rinse tank is in the left foreground. 


‘61s to Bring Breakthrough 
For Aluminum Bumpers 


ARRING last-minute changes, 

aluminum will make another 
big breakthrough on the 1961 cars 
—bumpers. 

One Big Three manufacturer has 
decided to equip 10,000 of its ’61 
compact cars with experimental 
aluminum bumpers. Bids have been 
asked from outside suppliers and 
the only thing that could possibly 
block this revolutionary innovation 
would be prices from the suppliers 
that were too high. The final de- 
cision will be made by about Aug. 1. 

In addition, there is a good 
chance that a medium make will 
introduce them in the middle of 
the ’61 model year and that as 
many as five ’62 cars will bring 
out aluminum bumpers. 

These developments have the alu- 
minum producers and fabricators 
rubbing their hands with glee, Next 
to engines, bumpers offer the larg- 
est potential market of all automo- 
tive components. Average front and 
rear aluminum bumpers (for Chev- 
rolet, Ford and Plymouth) weigh 
about 60 pounds, amounting to a 
potential 360 million pounds of alu- 
minum in a six-million-car year. 

* * + 
Y would an auto maker want 
aluminum bumpers? 

The answer of the aluminum peo- 





Pontiac Dealer Woos Drag-Strippers . . . 


Engineering the ‘Hot Chiefs’ 


and aroused an amazing amount of 
local interest in his efforts. 
+ * ee 
H's cars already have racked up 
these accomplishments: 


ANOTHER example showing that 
all the automobile engineering 
these days is not done at the auto 
plants is “Operation Hot Chief” at 
Royal Pontiac in Royal Oak, Mich., 
where superior ability to engineer 
acceleration into a factory-built car 
with factory-built parts is paying 
off handsomely. 

This operation, which aims at 
producing and merchandising: the 
fastest stock drag-strip racing 
cars available, is the project of 
Asa (Ace) Wilson jr., a 33-year- 
old Pontiac dealer who has been 
an enthusiastic hot-rodder for the 
past 18 years. 

Wilson got into the business of 
producing drag-strip Pontiacs last 
February, shortly after he entered 
a car in the Daytona (Fla.) races 


Engineering New Products 


Page 26 








1. The Royal Pontiacs (as they 
are designated to distinguish them 
from ordinary Pontiacs) have been 
such consistent winners at the 
Detroit Dragway in Trenton, Mich., 
that they have been shoved into a 
newly created class—“Super-Super 
Stock.” 

This classification has no par- 
ticular engine-weight specifica- 
tions. It’s reserved for cars that 
win too often. It’s periodically 
occupied by a few Fords, a Plym- 
outh Fury and a couple of Chev- 
rolets. A car can escape from this 
class if it performs poorly for a 
few weeks. 

2. The Royal Pontiacs have al- 
ready won 35 trophies at the three 
drag strips in the Detroit area—in 

(Continued on Page 32, Col, 3) 








ple to this question is principally 
that aluminum bumpers can be pro- 
duced for less money than steel 
bumpers, with the whole host of 
benefits that come from lighter car 
weight thrown in as a bonus. 

Among the other benefits claim- 
ed are that aluminum bumpers 
give the stylist more latitude and 
that the reduced weight opens the 
door to the other oft-repeated ad- 
vantages — better acceleration, 
‘gas-mileage and ride. 

Since the steel for bumpers cur- 
rently costs 8 to 10 cents a pound, 
compared to about 45 cents a pound 
for the proposed aluminum alloys, 
the argument that aluminum 
bumpers are cheaper requires con- 
siderable explaining. 

There is a good deal of debate 
going on at this moment as to 
whether they are cheaper. Many 
automotive engineers are convinced 
that a set of aluminum bumpers 
still involves a cost penalty of $1 


or so. 
* Ba * 


RGUMENTS as to whether alu- 

minum bumpers will give the 
proper performance apparently 
have been resolved in favor of the 
lightweight metal, There’s been a 
good deal of testing by the car 
makers, the aluminum producers 
and bumper manufacturers, mostly 
indicating that aluminum bumpers 
have adequate strength and corro- 
sion resistance, 

What about the appearance of 
aluminum bumpers? First of all, 
it must be accepted that the only 
type of finish that would be eco- 
nomically feasible would be clear 
anodizing, This finish has been used 
on the interior garnish moldings 
for Cadillacs, Oldsmobiles and 
Buicks for the past couple of years. 

Aluminum people admit that 

anodized aluminum bumpers will 
not quite match the brightness of 
chrome-plated steel bumpers, but 
they feel that the level of bright- 
ness is sufficient to give a good 
showroom appearance and that 
the ordinary person will be un- 
able to tell the difference after 
the aluminum bumper has receiv- 
ed its first coating of road film, 

Before going into the advantages 
and disadvantages of aluminum 
bumpers, it must be said that their 
success both from the cost and per- 
formance standpoint will largely be 
determined by (1) the fabrication 
process chosen and (2) the alu- 
minum alloy chosen, 

Although the aluminum compan- 
ies will be very happy to sel] alu- 

(Continued on Page 26, Col. 1) 











Wider Gains Seen 
In Field of Sealing 


Pores in Castings 


By Joseph M. Callahan 
Engineering Editor 


5 ig impregnation of auto 
parts, a near-secret activ- 


ity in the auto industry that 
has sprouted into a $40-to-$50 mil- 
lion business in the past five years, 
probably will expand considerably 
in the next half decade. 

Impregnation is the process of 

forcing a metallic or chemical 

sealant into the pores of a casting 
that must hold liquids or gases 
under pressure to eliminate the 
leakage of these liquids or gases. 

The big enemy is porosity, which 
afflicts engine blocks, heads, car- 
buretors, intake manifolds, power- 
steering and power-brake units, 
transmission cases and bearing re- 
tainers, fuel and water pumps, air 
suspension and air-conditioning 
compressors and cylinders, flywheel 
housings and pistons. Porosity sel- 
dom reduces the structural strength 
of a casting. 

Impregnation experts say that 
with the exception of pistons and 
water pumps, all United States auto 
makers or their suppliers test for 
porosity almost 100 percent of the 
above components, with 15 to 20 
percent of these components prov- 
ing to be “leakers” and receiving 
impregnation treatment. 

Some people mistakenly believe 
that porosity consists of numerous 
small pin holes in a casting. Actu- 
ally, the porosity that impregnation 
eliminates is more like a series of 
microscopic (3-6 millionths of an 
inch) caverns that zig-zag through 
a casting. 

* ~ * 


Escape of Gases Is One Cause 


T= major cause of this micro- 
porosity is the seeping out of 
entrapped gases from the casting 
before the metal has completely 
solidified. Certain alloys have a 
greater tendency to porosity. 

Porosity is invisible to the 
naked eye, as is the impregnant 
after application to the casting. 
Testing is the only method of de- 
termining whether a part is por- 
ous or if it has been impregnated. 
Some firms will stamp impregnat- 
ed parts upon request. 

The meteoric rise of this business 
has gone unnoticed largely because 
the car companies have been reluct- 
ant to admit that any of their com- 





ponents have been less than perfect 
when produced, although it’s gener- 
ally agreed now that an impreg- 
nated casting is every bit as good 
as a nonporous casting. 
Impregnation’s growth also has 
occurred quietly because it has 
been a makeshift, emergency activ- 
ity that required no long-range 
(Continued on Page 36, Col, 3) 


Ceramic Mold 
Is Basis of New 


Casting Technique 


NEW YORK.—A metal-casting 
process which reportedly offers 
American industry for the first 
time a method of producing large 
metallic products with higher 
strength and closer dimensional 
tolerances than previously avail- 
able from any other foundry tech- 
nique was shown at the recent 
British Exhibition here. 


It was exhibited by Shaw Proc- 
ess Development Corp., Port Wash- 
ington, New York, a division of 
British Industries Corp. 

The Shaw Process enables pro- 
duction of castings of any metal— 
from brass or bronze up to and 
including stainless steel and the 
high temperature alloys used in 
gas turbine and missile construc- 
tion—in small or large quantities. 

The Shaw technique uses a cer- 
amic material in the production of 
the mold. Derived from an original 
development of two British scien- 
tists, brothers Clifford and Noel 
Shaw in 1938, the unique mold pro- 
duced by this technique exhibits 
the phenomenon of “microcrazing.” 

Having the appearance of wire 
netting under the microscope, this 
effect is three-dimensional. The 
minute fissures or air gaps are 
small enough to prevent molten 
metal from entering into them, but 
large enough to accommodate the 
expansion of the individual cer- 
amic or refractory particles when 
heated by the molten metal, it was 
said. 

These fissures reportedly are the 
right size to allow air and gases to 
escape—thus avoiding porosity, 
cracks, surface inclusions and other 
bugaboos of conventional foundry 
operations. 





Engineer's Showcase 


e Just how much use does the 
average car buyer get out of 
six-way adjustable seats? 
Many engineers have wonder- 
ed about this for some time. 
Ternstedt has begun a study to 
answer this question. Inci- 
dentally, some car makers are 
now experimenting with eight- 


way seats—the normal six-way 
adjustments plus a tilting seat 
back. 


o* * * 

e The tool and die business in 
Detroit is at a low ebb follow- 
ing the scrapping of substan- 
tial portions of their 1962 pro- 
grams by two auto makers, 

a * * 


@One of the more interesting 
development programs on alu- 
minum bumpers is now being 
conducted by Kaiser Alumi- 





num, which has leased a 
bumper line at Electric Auto- 
lite for its work. (See story on 
this page for other informa- 
tion on the coming aluminum 
bumpers). Firestone and Eaton 
also have aluminum bumper 
development programs. 
* * & 

@ Here’s how fast this industry 
moves, sometimes. When 
Automotive News confirmed in 
March that the Buick Special 
and the Oldsmobile F-85 would 
have aluminum engines, it was 
also reported that Chrysler 
Corp. and American Motors 
were tooled up for aluminum 
engines, but had not decided 
to go with them. Now, it’s re- 
liably reported that AMC also 
will introduce an aluminum 
engine this fall. 
















5 © Tested at speeds up to 128 miles per hour...in sizzling 110° heat... over tire- 


killing chuck holes...tires made with TYREX cord insured maximum safety and comfort under the 
toughest driving conditions possible. But, even these tests didn’t impress the automotive engineers. Their 
decision was based on the cold facts of their own independent testing. These tests proved that tires with 
TYREX cord contributed measurably to the ride characteristics of their new cars. This was and is their 
principal concern—that the tires become a part of—and complement the chassis and suspension systems that 
have literally cost them millions of dollars to develop. 


THESE ARE THE FACTS! — NOT CLAIMS! Tires made with TYREX tire cord: 
Give up to 17% more mileage. Give more resistance to impacts. Run 3% cooler at turnpike speeds. Give a 
smoother, quieter ride. So, for safety, for smoothness, for your customer satisfaction, recommend tires 


made with TYREX cord! | 





| first thing 

( American car maker 
; on his new cars: tires © 
‘with TYREX tire cord 





(Not just once, but in 1959, 1960—and agai ery make of 1961 car) 


| 





— TVREXK wins 
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Engraving Machine Makes 
Small Parts without Layout 


A new application of the pantographic 
engraving machine has been developed 
by New Hermes Engraving Machine Corp., 
154 W. 14th St., New York 11, N. Y., that 
makes it possible to make or reproduce 
small parts without layout, where no pat- 
tern exists, working from the original part 
to be duplicated. 

In this operation, the machine reverses 
its usual procedure to make a pattern from 
the part, then goes back to standard op- 
eration to make more parts from the new 
pottern, it is said. 

S66 


Tunnel Diodes 


Tunnel diodes with peak currents in 
the range of five to 20 amperes with peak 
to valley ratios of five to 10 have been 





developed by the Delco Radio Division, 
General Motors Lorp., Kokomo, Ind. 


Latex Foam for Cushions 
Developed by Goodyear 


A “pin core” latex foam, soft to the 
touch but firm in seating, has been devel- 
oped by Goodyear Tire & Rubber Co., 
Akron 16, O., for fabricating customized 
cushions. 





Engineering and Production 
New Products 


& Chemical Corp., 16 Hudson St., New 





Crankshaft Grinder Designed 
For Small Engines 


The model 920 crankshaft grinder for 
small engine crankshafts has been an- 
nounced by Storm-Vulcan, Inc., 2225 Bur- 
bank St., Dallas, Tex. 

Specifications for the grinder are 91/- 
inch swing; 20 inches between centers, 
and 14-inch grinding wheel. Specifically 
designed for grinding small crankshafts 
as used in Briggs-Stratton, Lauson, Clin- 


The fabricating foam is a single-piece| ton, Renault, etc. 


block of small core construction, molded 
from a blend of rubber latices. Produced 
in two thicknessés—four and four and 
seven-eighth inches—and up to 80 inches 


* * * 
Pressure-Sensitive Tape 


A closed-cell foam-rubber pressure-sen- 


in length, it is available in widths from | sitive tape said to be completely water- 


21 to 30 inches. 


proof, is available from United Mineral 





Breakthrough Set for ’61 Model... 
Bumpers of Aluminum Coming 


(Continued from Page 23) 


minum for any bumper manufac- 
turing process, each of the top 
three producers favors a certain 
process because they are convinced 
it will do the best job for the car 
maker or the car buyer. 

* * * 


3 Separate Methods 


LCOA feels that the best solu- 

tion is to stamp out the bump- 
ers from sheet aluminum, just as 
the present steel bumpers are 
made. Kaiser favors a process 
whereby the aluminum bumpers 
are chrome-plated. Reynolds feels 
that the best process is hot-formed 
extrusion. 

Commenting on Alcoa’s fabrica- 
tion processes, Robert E. Conlee, 
an Alcoa automotive engineer, as- 
serted: 

“In our contacts, it has become 
fairly apparent that the best solu- 
tion is stamped sheet, so that the 
present manufacturing techniques 
and equipment can be used, We feel 
that the bumper manufacturers 
can best make this transition to 
this new material if they stick 
with the old manufacturing tech- 
niques. Of course, We also have a 
good deal of information on ex- 
truded bumpers.” 

In the sheet process, the fab- 
ricator begins with a rectangular 
blank of fairly well polished alu- 
minum and performs about five 
operations on it, including first 
and second forming operations 
and trimming. The polishing and 
grinding that initiates the build- 
ing of steel bumpers is elimin- 
ated. 

Conversations with auto company 
bumper specialists reveal consider- 
able sentiment in favor of the hot- 
formed extrusion process, whereby 
the fabricator starts with an ex- 
trusion that has a non-uniform 
cross-section. The entire extrusion 
is heated to about 900 degrees 
Fahrenheit and then transferred to 
a press with heated dies. 

The press forms the contours of 
the bumper, after which the piece 
is immediately quenched. The 
bumper is then pierced and 
trimmed and put through an aging 
process that “sets up” the mechan- 
ical properties of the bumper. 

* * * 


paces the process that 
would produce the toughest 
bumper would be forging, but this 
would be too costly. A cast bumper 
would be too brittle. 

All the aluminum companies have 
been trying to develop alloys that 


have the finish, formability and 
strength that would be ideal for 
bumpers, but there is still consider- 
able conviction that the best bump- 
er alloy has yet to be found. Ideally, 
the alloy should be as formable as 
bumper steel is now, with medium 
yield strength, 

According to Conlee, “The prob- 
lem has been that the very kinds 
of metal that give strength to an 
aluminum alloy are the ones that 
detract from its appearance, This 
has been the ‘monkey on our 
back,’ but we now feel that our 
alloy development program is 
pretty well down the road, and 
we either have the correct alloy 
or we see the way we ought to 
go.” 

Some time ago Kaiser developed 
a couple of aluminum alloys for 
bumpers and submitted sample 
bumpers made from these alloys to 
the auto makers for winter testing. 
These heat-treatable alloys report- 
edly have strength and good ductil- 
ity for forming. They permit the 
use of sheet aluminum of about the 
same thickness as steel, although 
requiring a nickel-chrome plating. 

In contrast, Conlee said that Al- 
coa feels that the gauge of the 
aluminum must be 20 to 30 percent 
greater than the current steel 
gauge, if the engineers are to be 
completely. satisfied in regard to 
the bumper’s strength. 


However, the gauge increase 
could be much less if V-shaped or 
ea eo * 








Aluminum Bumpers— 


Judy Schwartz, an Alcoa secretary, 
holds sample sections of experimental 
aluminum bumpers made from stamped 
sheet. 


round bumpers were designed, be- 
cause these shapes impart more 


stiffness to the bumper. 
a * * 


Elaborate Testing 


Atcoa has participated in a 

substantial amount of coopera- 
tive testing in the car maker’s labs. 
Among the tests were pendulum 
swing tests, jacking tests and cen- 
ter-lifting tests. 

Asked to explain how an alumi- 
num bumper could compete price- 
wise with a steel bumper, Conlee 
said: 

“Let’s take a compact car bumper 
which would weigh about 15 pounds 
in steel and about 7% pounds in 
aluminum. The steel at 8 to 10 
cents a pound would cost $1.20 to 
$1.50, while the aluminum at 45 
cents a pound would cost $3.37. 


“This is considerably more, but 
you get back some of that right 
away because aluminum scrap 
brings 15 to 20 cents a pound, 
compared to 2 cents a pound for 
steel. 

“The manufacturing costs are 
not going to be much different if 
sheet aluminum is used, although 
aluminum might permit some sav- 
ings because it’s lighter to handle.” 


Declaring that a bumper manu- 
facturer will get all his money 
back when he finishes the alumi- 
num bumper, he said that the aver- 
age small bumper has four square 
feet of surface which would cost 
about 40 cents to anodize and an- 
other 40 cents for surface prepara- 
tion, buffing and polishing—or a 
total of 80 cents a bumper. 


In contrast, he said that steel 
polishing, buffing and plating costs 
60 cents to $1 a square foot, result- 
ing in a cost of $2.40 to $4 per 
steel bumper. 

* a + 
TP svus, although this comparison 
has several variables, the alu- 
minum bumper metal would cost 
$1.87 to $2.17 more, but the poten- 
tia] plating savings would be $1.60 
to $3.20 for aluminum. 

Summarizing, Conlee said that 
the difference in the surface treat- 
ments will permit the aluminum 
bumper maker to recover the extra 
cost for metal, or come close to 
recovering it. 

Aluminum proponents also 
claim that by substituting alu- 
minum for the steel bumpers of 
some larger cars whose bumper 
assemblies sometimes weigh as 


much as 150 pounds, there may 
(Continued on Page 28, Col, 1) 












York 13, N. Y. 





GE's Compactron Designed 
To Replace Several Tubes 


An electronic device that is said to 
combine into one unit the functions now 
performed by several components in 
radios, televisions and high-fidelity sets 
has been announced by General Electric 
Co., Schenectady 5, N. Y. 

Two of the units, shown on the right, 
combine all the electron-control functions 
performed by the five miniature tubes on 
the left. A potential electronic advance 
now made possible by the device, called 
“compactron,” is said to be a two-com- 
pactron 12-volt automobile radio that 
could obsolete the present four-tube car 
radio design. The device also shows prom- 
ise of wide use in industrial controls and 
in two-way 


instrumentation, as well as 


communication equipment. 


Embossing Method Produces 
High Strength-Low Weight 


An embossing method worked out by 
Twin Coach Co., Buffalo, N. Y., is credited 
for the high strength-low weight charac- 
teristics of the body of American Motors 
Corp.'s Mighty Mite vehicle. 

Under the technique of embossing, con- 
figurations are applied locally where re- 
quired on metal, skipping areas where the 
sheet is to be bent or spot welded. Under 
older embossing methods, configurations 
had to be removed where bending or 
welding was to take place. This lessened 
the integrity of the metal as well as an 
extra time-consuming operation, it is said. 





Lightweight Face Shield 


Designed for Industrial Use 


A lightweight face shield designed for 
industrial use and protection has been 
developed by Fibre-Metal Products Co., 
Chester, Pa. 

Designated ‘‘Feather-Lite F-90," the face 
shield weighs 314 ounces, complete with 
a 6 by 11% by 0.020-inch window. It fea- 
tures replaceability of any of its parts 
and enables the use of a great variety of 
windows or screens, it is said. Its head- 
band is adjustable in Yeths from 6% 
to 8. 


Turnings ce ce ce c ec By Joe Callahan 





(Continued from Page 23) 


behind the GM and Ford study 
programs. 

An important sales argument in 
the years ahead is almost certain 
to be “look at how cheaply this 
car can be repaired and how cheap 
its insurance will be.” Studebaker 
already is promoting the bolt-on 
fenders and other easy-to-repair 
(and to insure) features of its Lark. 

Of course, a car can’t be de- 
signed and engineered strictly 
from the standpoint of repair- 
ability. Such a car would be un- 
attractive, unsafe and costly. But, 
many people feel that the time is 
now ripe for the repairability 
factor to be given more weight. 
A good example of this in the 
truck field are the increasingly 
popular tilt-cab trucks. 

William P. Henderson, successful 
owner of four auto repair and 
glass-replacement shops in the De- 
troit area, has conducted what 
amounts to almost a personal cru- 

ad * ok 








sade toward this objective for the 
last five years. 

Henderson says that his basic 
objective is to bring the automobile 
and insurance industries together. 
This, he hopes, will then result in 
more repairable cars and forward 
insurance rating that would favor 
the builders and the owners of 
more repairable cars. 

K * * 


Proselytizes Repairs 

N FURTHERING his crusade, 

Henderson has spoken and writ- 

ten to many individuals and groups 
in both the automobile and insur- 
ance industries. In addition, he has 
written a thoughtful series of ar- 
ticles on the subject in National 
Underwriter, trade paper of the in- 
surance industry. 

Asked about his motives, Hender- 
son said, “We (speaking for his 50 
employes) make a good living from 
this business and we’re enthusiastic 
supporters of the auto industry. 
And we're not a Johnny-come- 
lately criticizing—we will soon cele- 
brate our 50th anniversary. 

“But you can’t have such a dy- 
namic, fast-moving industry such 
as the auto industry without 
making some mistakes. Had the 
insurance companies in the past 
charged rates commensurate with 
repair costs, many of these mis- 
takes in auto design would not 
have been made.” 

Henderson pointed out that 
everyone will gain by lower insur- 
ance premiums—the insurance 
companies, the car buyers and the 
auto companies, because U. S. 
motorists will have more spendable 
transportation dollars. He then 
noted that in some sections of the 
country insurance costs as much 

(Continued on Page 29, Col, 1) 
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*LIST PRICE: $5°° per gallon 


*Fair Trade Price applicable in all states 
having effective Fair Trade Laws. 








NEW ECONOMY ANTI-FREEZE and ANTI-RUST 
...@ companion product to “PRESTONE” ANTI-FREEZE 
...the world’s most tested, most trusted anti-freeze! 


From the makers of today’s best-selling anti-freeze comes a new economy 
product. Although it sells at a premium price, it can mean long-run savings 
for the car owner whose cooling system is kept in tip-top condition at all times. 


“PRESTONE” Long Life Coolant features, in addition to ethylene glycol, 
long recognized as the most effective anti-freeze base, famous Magnetic Film, 
plus a fortified “reserve” rust inhibitor formula. This new product is undiluted 
and can be used with any water. It gives superior and longer protection to all 
metals including the latest aluminum alloys. Tests made in the world’s largest 
cooling system laboratories indicate that “PRESTONE” Long Life Coolant 
will protect as long as—or longer than—any coolant or fluid now on the 
market or announced for sale. 


A Natural for the Service Dealer. “PRESTONE” Long Life Coolant is 
designed for cooling systems regularly inspected and carefully maintained 
by a qualified dealer. The new product carries the famous “PRESTONE” 
guarantee for one full winter’s use, but can give extra-long protection beyond 
the guaranteed period. However, after the first winter’s use, the solution 
should be checked periodically for anti-freeze and anti-rust protection. 


IMPORTANT: Remember, almost all automotive experts, including every 
Detroit car maker and the Society of Automotive Engineers, recommend a 
fresh fill every fall, and the famous “PRESTONE” guarantee is based on these 
recommendations. That means, for the vast majority of motorists, “PRESTONE” 
anti-freeze with Magnetic Film continues to be the surest way to prevent 
freeze-ups and engine burn-outs due to rust. 


UNION 


“Prestone”, “Eveready” and “Union Carbide” are registered trade-marks for products of CARBIDE 


UNION CARBIDE CONSUMER PRODUCTS COMPANY . Division of Union Carbide Corporation - 270 Park Avenue, New York 17,N.Y. 
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Michigan Plating—have well- Gilbert New SAE Pilot 


Breakthrough Set for ’61 Model... 





Bumpers of Aluminum Coming 


(Continued from Page 26) 


be a pickup of 15 to 20 horse- 
power, plus longer brake life. 
The big problem with bumpers 
made of aluminum is that this 
metal’s surface is softer than steel, 
possibly resulting in any number 
of subsidiary problems. Gravel 
pecking is one of these. 
* * * 


Adversities Cited 
T’S possible that the across-the- 
board switch to aluminum 
bumpers could be halted by the 


Technical Personnel 





Lee O. Witzenburg, sales mana- 
ger, Cleveland Worm & Gear Divi- 
sion and Farval Division, Eaton 
Mfg. Co., has been elected president 
of the American Society of Lubri- 
cation Engineers. 

* * 


Hecker Joins Burg 


Roland Hecker is the new chief 
engineer of Burg Tool Mfg. Co., 
Inc., Gardena, Calif. 

* 


American Brake Shoe Names 


McCulloch Group Executive 


Paul L. McCulloch jr. has been 
named a group executive and vice- 
president of American Brake Shoe 
Co. He had been president of the 
firm’s Electro-Alloys Division. 

He now supervises operations of 
the American Manganese Steel, 
Electro-Alloys, Engineered Castings 
and National Bearing Divisions, 
which have 15 plants throughout 
the country. 

* 


* * 


Walker Mfg. Promotes 


Walker and Whitney 


The appointments of John C. 
Walker to chief product engineer— 
exhaust systems and William C. 
Whitney to administrative engineer 
—exhaust systems in the Jackson, 
(Mich.) Engineering Division has 
been announced by Walker Mfg. 
Co., Racine, Wis. 

With Walker since 1956, Walker 
will also continue his direction of 
original equipment engineering. 
Whitney, with Walker in 1936, in 
addition to his new responsibilities, 
will continue his duties as super- 
visor of replacement exhaust sys- 
tem engineering. 

ha * * 


Fruehauf Names Fujioka 


Advance Design Engineer 


Richard T. Fujioka has been 
named chief engineer of advance 
design for Frue- 
hauf Trailer Co., 
Detroit, ac- 
cording to K, W. 
Tantlinger, engi- 
neering and Mman- 
ufacturing vice- 
president, De- 
troit. 

Formerly 
assistant chief 
engineer at Pio- 
neer Engineering 
and Mfg., Fujioka 





R. T. Fujioka 
was responsible for both technical 
and financial performance of their 
military and industrial product pro- 
grams. 


Allison Realigns Staff 
In Transmission Operations 


Executive changes in the trans- 
missions operations of the Allison 
Division of General Motors were 
announced, 

Edgar G. Davis, former manager 
of the Bearings Department, be- 
comes manufacturing Manager, 
transmission operations, He re- 
places William E, Goohs, who ear- 
lier was named assistant manager 
of manufacturing, aircraft engines 
operations. 

Hugh C. Kirtland was named 
manager of quality control. He for- 
merly was chief engineer, trans- 
missions applications. 

William J, Purchas jr., former 
chief engineer of the Bearings De- 
partment, becomes chief engineer— 
applications. 

Paul J. Lindley, former manager 
of quality control, was named man- 
ager of reliability. 

P. G. Martich, former bearings 
sales manager, moves to the trans- 
missions sales department. 


sandy terrain in the Southwest, 
which has been known to blast 
completely the anodizing off an 
aluminum surface. Aluminum peo- 
ple counter by saying that chrome- 
plated steel doesn’t stand up too 
well in these conditions, either. 

Aluminum’s ability or inability 
to resist corrosion is another po- 
tential problem with bumpers 
(the most corrosion-prone part of 
a car), but the aluminum people 
feel their product will perform 
in this respect as well as chrome- 
plated steel. 


In this respect, anodizing has one 
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advantage over chrome plating in 
that it will produce a coating that 
is equal regardless of recesses. 


Plating does not cover the re- 
cesses as well as the projections. 
This characteristic also permits 
greater styling versatility in the 
aluminum bumpers, since the de- 
signs of current steel bumpers are 
somewhat restricted by the plating. 

Possibly the best indicator that 
aluminum bumpers are coming is 
that all of the principal manufac- 
turers of steel bumpers—General 
Motors, Ford, Electric Autolite, 
Rockwell Standard, Houdaille and 
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advanced aluminum bumper devel- 
opment programs. 
—JosePpH M. CALLAHAN 


GM’s Skinner Honored 


By Rensselaer Polytech 


TROY, N. Y.—S. E. Skinner, ex- 
ecutive vice-president and a direc- 
tor of General Motors, has been 
elected a life trustee of Rensselaer 
Polytechnic Institute here. 

A 1920 graduate of RPI, Skinner 
had served previously on the board 
of trustees. He also has been a 
leader in the Alumni Assn., and a 
member of the Corporation and 
Science Building Committees of the 
Institute’s Development Council. 
Skinner was awarded an honorary 











As Warner Retires 

NEW YORK. — Joseph Gilbert, 
who has been assistant general 
manager of the Society of Automo- 
tive Engineers 
for the past three 
years, has been 
appointed secre- 
tary and general 
' \ manager of the 
| SAE. 
Gilbert, who 
joined SAE in 
1946, succeeds 
John A, C. War- 
ner, who held the 
post since 1930. 
Warner will con- 





Joseph Gilbert 


Doctor of Engineering degree by| tinue on the SAE staff as an ad- 


Rensselaer this year. 
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derson is the contemporary car 
windshield which, he says, “is 
made to look at, not through. The 
more angles you have in glass, the 
greater is its reflectiveness and 
poorer is its visibility. 

“Every time you double the size 
of the glass, you double the fre- 
quency of breakage and you dou- 
ble its costs. This results in a cost 
of insuring that is four times as 
great.” 
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hour collision, instead of resulting 
in a repair bill of more than $200, 
as it does on many Cars today.” 
He said it’s imperative that this 
bumper not be a spring member 
because one of the greatest prob- 
lems of the insurance companies 
today is the whiplash neck and 
back injuries caused by rear-end 
collisions. These would be accen- 
tuated by more resilient bumpers. 
Another pressing need, says 
Henderson, is a revised compo- 
nent arrangement that would 
make repairing more feasible and 
less costly. For example, he said 
that the front-hinged hoods that 
were popular a couple years ago 
added $20 to $25 to every slight 
front-end collision because the 















until the insurer has a year or so 
of loss experience, Most state in- 
surance commissioners require 
about this much experience before 
they'll allow a rate change. 
Asked what he would recommend 
that the car designers and engi- 
neers do to make their cars more 
repairable, Henderson said he was 
unwilling and unable to tell them 
how to do their jobs and that his 
principal aim was to challenge 
them to design and plan cars that 
are more repairable. 
* * * 


Turnings e © ce ce » By Joe Callahan 
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as 20 percent of the purchase price| panies have not compiled reliable 
of the car. figures on repair costs in the past. 

In this connection, Harold 
Churchill, president of Stude- 
baker-Packard, offered last fall 
to make available figures “sys- 
tematically collected” which 
show that the damage repair ex- 
penses of Lark owners was much 
lower than that experienced by 
owners of larger cars. 


* * * 


CCORDING to Henderson, the 

insurance companies generally 
have despaired of doing much about 
the problem. However, in the last 
18 months there has been a quick- 
ening of interest in both indus- 
tries, and a greatly-accelerated 
concern since last fall. 


* * * 


Wweex asked how the greater 
horsepower and consequent 
greater maneuverability of cars in 
the past decade affected insurance 
premiums, he said, “Two hundred 
horsepower would be wonderful, if 
everybody else has 100 horsepower. 


‘4 


Functional Bumpers 


Hownv=s. he did say that “the 
greatest need now is for bump- 
ers that are more functional and 





A stumbling block to the project 


Another problem in forward rat- 


of tieing in insurance premiums|ing (setting up premium rates be- 


with the repair costs of the various 


fore the cars are introduced) is 


cars is that the insurance com-|that this can’t be done correctly 


less decorative. They need not be 
unattractive, but they should be 
protective. A bumper should be 
able to contain an eight-mile-an- 


knocked askew. 
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whole hinging setup was always 


An early and pet peeve of Hen- 





But it causes more numerous and 
more serious accidents if everybody 
else also has 200 horsepower. Lower 
horsepower would reduce the num- 
ber of accidents and their serious- 
ness.” 

Henderson strongly claims that 
unitized bodies, especially for 
larger cars, add to repair costs for 
a variety of reasons, one of which 
is that repairing a unitized body 
requires new techniques and new 
equipment for many shops. 

In a reference to the trend to 
lower cars, he said that the lower 
the driver is, the less he can see 
ahead, but that the biggest need 
in this connection was longer 
“no passing” zones on hills and 
curves. 

Henderson said that 90 percent 
of the damage to automobile quar- 
ter panels is in the rear 18 inches 
and that a removable rear section 
on a quarter panel would often 
save $100 to $150. He suggested this 
to one auto company, but was told 
that the extra die cost would be 
$75,000. 

He also recommended bolt-on 
fenders and the placement of bat- 
teries away from the left-front cor- 
ner of the engine compartment— 
the most vulnerable point of any 
car. 

“The designers should remember 
that one out of every six cars are 
damaged each year and that repair 
shop labor is the most expensive 
product we have,” said Henderson. 


Vacuum Lock Due 
For Greater Use 


With New Models 


DETROIT. — An optional acces- 
sory that seems destined to gain 
favor with buyers is the vacuum 
door lock which was provided as 
optional equipment on al] Chrysler 
products in the 1960 models and 
which will be offered next year by 
a number of other manufacturers. 

This trouble-free accessory 
came on the scene ag a sleeper 
and has largely been overlooked 
by new-car salesmen. 

One of the greatest values of the 
vacuum operated device is protec- 
tion against intrusion—as when a 
bandit opens the door of a car at a 
stoplight and shoves a gun in the 
ribs of the driver. 

With the vacuum lock, the driver 
pushes down one lever on the dash 
to lock all doors. 

One-button door locks, which 
have heretofore been furnished only 
as electrically operated gadgets, are 
valuable for preventing children in 
the back seat from unlocking the 
doors while the car is moving. 

That is but one of the advan- 
tages. One of the other advantages 
that will appeal to all car owners 


.is the fact that locked doors pro- 


vide added protection against open- 
ing on impact. One of the major 
causes of death in accidents is the 
fact that the impact causes the 
doors to fly open, making it easy 
for the occupant to be thrown out. 

Another advantage is that 
doors can be locked or unlocked 

by use of one control. As a con- 
venience when locking the car, 
the driver pushes the lever down 
when he gets out, locks his own 
door and the car is locked up all 
over. 

Should his wife accompany him 
when he returns to the car, he un- 
locks his door, operates the lever 
and the opposite door is unlocked 
without that long reach, which has 
been getting longer as front seats 
get wider. 

The vacuum lock is made by 
Trico Products Corp., Buffalo. 

This method uses vacuum from 
the engine and thus does not add 
any drain on the battery. The sys- 
tem uses a small reserve tank. 
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A new kind of training school enthusias- 
tically endorsed by the Ford National 
Dealer Council is today providing prac- 
tical answers to everyday problems of 
the retail operation. Its name: Ford 
Marketing Institute. Its purpose: to help 
Ford dealers increase the productivity 
of managers and salesmen and thereby 
improve their profit position. 


The outgrowth of a highly successful 
“pilot” school at Fort Lee, New Jersey, 


the Institute has already created the first 
links of a national chain with permanent 
facilities at Hackensack, New Jersey, 
Chicago, and Dallas, Texas. 

Supervised by a permanent staff of 
marketing specialists trained in dealer 
operations, FMI covers every aspect of 
the retail business. Each course is based 
on detailed studies and analyses of 
successful methods now being used by 
Ford dealerships. Included in the broad 





Effective use of the telephone is an important phase of FMI training. 


Here, salesmen actually contact leads in their own trading areas. 


FMI’s modern school facilities at Hackensack, N. J. Other locations 


currently include Chicago, Illinois and Dallas, Texas. 


FMI truck specialist demonstrates sales features of Ford pickup in Basic 


Truck Sales Workshop—a 5-day course for retail salesmen. 


AE DOLLARS -AND SENSE § 


curriculum are special courses for dealers, 
department managers, salesmen, busi- 
ness personnel and Ford field personnel. 
Practicality, or getting as close to actual 
conditions as possible, is the governing 
factor in all FMI courses. For example, 
dealers’ current financial statements are 
used for analysis; telephone solicitation 
is made to live prospects in actual 
trading areas; direct mail is written, sent 
and followed up in the same manner; 


and sales solicitation takes place face- 
to-face with prospects. 

Ford Division’s Marketing Institute is 
one more example of Ford Motor Com- 
pany’s desire to help you train your 
people . to develop their efficiency 
and productiveness . . . and to aid you 
in meeting the challenge of today’s 
increasingly competitive market. 
Another reason why it’s great to be a 
dealer in the Ford Family of Fine Cars. 


Vor 


MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


Ford e Falcon e Thunderbird « Comet e Mercury @ Lincoln e 
Lincoln Continental e English Ford Line e Taunus e 

Ford Trucks e Farm and Industrial Tractors and Equipment e« 
industrial Engines e Aeronutronic—Products for the Space Age e 
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Engineering the ‘Hot Chiefs’ 











has the BIG DIFFERENCE! 





Hansa “1100” 

demonstrates the Big 

difference between a 

real Economy Car and the “Compact Cars”... 


Priced right from the beginning—from $1895, 
P.O.E., San Francisco. 


All-aluminum airplane type engine—one of 
the most powerful and economical engines to 
operate in the world (averages in the 30 miles- 
per-gallon economy range). 


Four-speed, fully synchro-mesh transmisson—a 
feature found only in cars at twice the price. 


The horsepower race is over—Hansa offers the 
required, usable horsepower for far greater 
economy of operation. 


These are only a few of the 100 new engineering 
changes and modifications offered by Hansa “1100” 
(a product of Borgward)—plus a Dealer Incentive 
Program tailored directly to the Economy Car 
market: 





Selected Dealer Territories Still Available 


hansa 


corporation 


(Subsidiary of the Fenchurch Corporation) 
WESTERN DISTRIBUTORS 


Telephone Diamond 2-6358 
1326 MARSTEN ROAD ¢ BURLINGAME, CALIFORNIA 





An Ad in the Classified Section of 
AUTOMOTIVE NEWS 


Will get you quick action, and a satisfactory 
return for your investment 


AUTOMOTIVE NEWS 
965 E. Jefferson Detroit 7, Mich. 


-| Mfg. Co., Gardena, Calif.; 
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Trenton, New Baltimore and To- 
ledo. 

3. The fame of the Royal Pon- 
tiacs is spreading, as indicated by 
the prospects who have come in 
from all over the Detroit area and 
Michigan and the inquiries that 
have come from as far away as 
Oklahoma. 


Performance, Not Price 


LTHOUGH Wilson is convinced 

that he has just scratched the 
surface of the potential hot-rod 
market, these accomplishments al- 
ready have resulted in the sale of 
several score Hot Chiefs well above 
average price, plus $50 to $500 
worth of drag-strip accessories for 
each car. 

“We've never sold a hot-per- 
formance Pontiac on price,” Wil- 
son asserted, “We do give the 
performance-minded person three 
things which he has difficulty get- 
ting elsewhere—our absolute will- 
ingness to stand back of a car, 
our ability to service a car so 
that it will run on a drag strip 
and our know-how. 

“The important thing is that we 
know that these Pontiacs are built 
to run, and we know how to get 
that performance out of them. 

“By experimenting with these 
cars, we feel that we’ve learned 
more about their acceleration abil- 
ity than anyone else. We've learned 
things the factory people don’t even 
know about them. You always start 
with a theory when you want to get 
the maximum performance out of 
a car in a certain situation, but 


Chevy’s Moore 
Gets New Post 


In Engineering 


DETROIT.—An engineering pro- 
gram to consider manufacturing 
aspects during the earliest stages 
of product design has been expand- 
ed by Chevrolet with the appoint- 
ment of Charles R. Moore as staff 
engineer for future processing en- 
gineering, a newly created post. 

Moore will advise and confer with 
design engineers on the manufac- 
turing factors to be considered in 
future products. 

Associated with the company for 
28 years, Moore had been general- 
superintendent-master mechanic at 
the Chevrolet transmission plant in 
Toledo. 

He joined the company in 1932 
after receiving his master in engi- 
neering degree from the University 
of Michigan the previous year. He 
served as an inspector in the De- 
troit gear and axle plant, then held 
engineering posts at Toledo, Tona- 
wanda, N. Y., Cleveland and Sag- 
inaw. 


15 Belt Makers 
Get Caprolan Tag 


NEW YORK. — Allied Chemical 
Corp., producer of Caprolan nylon, 
has franchised 15 manufacturers of 
seat belts to use the Caprolan label 
in identifying belts made with that 
fiber. 


The manufacturers are: Almart, 
Inc., Crystal Lake, Ill; Alofs, 
Grand Rapids, Mich.; American 
Safety Belt Co, Los Angeles; 
Beam’s Oklahoma City; Buckles 
Belts, Sikeston, Mo.; Custom Crown 
Davis 
Aircraft Products, Inc., New York, 
and Greenfield Co., Chicago. 

Also, Irving Air Chute Co., Inc., 
Lexington, Ky.; Jeffrey-Allan In- 
dustries, Inc., Chicago; Morgan’s 
Safety Belt Co., Largo, Fla.; Na- 
son’s Top & Upholstering Co., Cin- 
cinnati; Pontonier, Inc., Chicago; 
Tulareloft, Inc., Tulare, Calif, and 
Universal Equipment Corp., Bev- 
erly Hills, Calif. 


Pelizzoni at Highway Trailer 

Eugene A, Pelizzoni has joined 
Highway Trailer Co. as director of 
manufacturing, He was formerly 
vice-president of Crane Carrier 
Corp. 





basically you rely on experiment- 
ing.” 
oa * * 

UESTIONED about factory as- 

sistance, Wilson declared that 
Pontiac does absolutely nothing for 
him on Operation Hot Chief, other 
than to build a car that is capable 
of terrific performance and to pro- 
duce an amazingly wide range of 
accessories that just happen to give 
terrific acceleration. 


(Thus far, the hottest Royal 
Chief has covered a quarter mile 
strip at 102.97 miles an hour from 
a standing start.) 

Among the options that are made 
available by the factory are some 
14 axle ratios, half a dozen engines, 
six transmissions, several carbure- 
tor combinations, two types of car- 
buretor jets (plus a third type made 
by Wilson’s mechanics), special car- 
buretor linkage, three clutches, spe- 
cial intake manifolds, heavy duty 
bearings, special low-pitch fans 
(that take less horespower), alumi- 
num wheels, various spark plugs 
and tires of different sizes. 

Wilson said that 99 percent of the 
Pontiac dealers don’t realize that 
all these accessories are available 
and they don’t realize what a mod- 
ern, high-performing car they’re 
selling. 

























Racer and Family Car 


_ only nonfactory equipment 
installed on the Royal Pontiacs 
are tachometers, special water and 
oil temperature gauges and lakes 
pipes — special exhaust pipes that 
run directly from the engine to a 
point below the front doors. 


Besides reducing engine back 
pressure, these pipes produce a 
noise that’s dear to the heart of 
every “Hot Dog,” or high-perform- 
ance enthusiast. 


The lakes pipes are capped for 
city driving, pointing up the fact 
that these dragsters have to serve 
the dual function of drag-strip 
racer and family car. The influ- 
ence of wives or children often 
results in some incongruous cars, 
such as four-door Pontiac sedans 
with a 4.88 axle and a four-speed 
transmission. 

The growing demand of women 
for automatic transmissions has 
also resulted in special drag-strip 
classifications for cars with auto- 
matic drives, even though stick 
transmissions give far better ac- 
celeration. 

Touching on the dual function of 
these cars, Wilson said, ‘“My theory 
is that the average individual can 
buy a stock Pontiac from me, make 
a few minor modifications, be a 
consistent winner at the drags and 
still drive the car to work five days 
a week.” 

* ok . 
AN IMPORTANT merchandising 
aspect of Operation Hot Chief 
is that Wilson makes a point of 
having at least four Royal Pontiacs 
participating at some drag strip in 
the Detroit area every weekend. 

Of a dozen Royal Pontiacs now 
in competition, 10 are owned by 
private individuals; one is owned 
(and driven) by Wilson, and one is 
owned (and driven) by Jim Wang- 
ers, an employe of the McManus, 
John & Adams advertising agency. 
Wangers also acts as Wilson’s un- 
official crew chief and technical 
assistant. 

All these cars carry huge signs 
on both sides proclaiming them 
as “Royal Pontiacs,” plus another 
sign covering the trunk lid and 
carrying the driver’s name and 
his official Royal Pontiac number. 

A Royal Pontiac driver pays close 
to the full price for his car, pays 
for his gas and his entry fees. His 
compensation is his belief that his 
car has the best equipment and 
know-how available to make it a 
winning dragster. 

Wilson agrees to work with these 
drivers and with everyone who 
buys a Hot Chief in order to get 
maximum performance. If a Hot 
Dog doesn’t think he’s got the best 
axle ratio in his Pontiac, Wilson 
will loan him a different one. If this 
axle performs better, some sort of 

(Continued on Page 34, Col. 1) 
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While you attend one of the weekly CARS 
Rental System “Seminars in the Sun,” let 
your wife and children (nominal charge for 
children only) be our guests at the beautiful 
Ocean Manor Hotel. Pick your schedule, and 
spend Tuesday, Wednesday and Thursday get- 
ting the powerful CARS story on leasing, 
renting and financing—and still have time to 
enjoy a Florida trip with your family. 


“Seminars in the Sun” are conducted 
weekly in Fort Lauderdale under the joint 
sponsorship of the University of Miami and 
CARS Rental System. While international in 
membership, the small, selective classes per- 
mit individual attention to local problems— 
and show you the way to new profits through 
the only leasing group in the nation made up 
of franchised new car dealers. 


So, bring your family and join the hundreds 
of CARS Rental System members enjoying 
new, more profitable volume through their 
exclusive franchise with the “Lease Leaders 
of the World.” 









CARS RENTAL SYSTEM 
DEPT. AN, DRAWER 7126, SUNRISE STA. 
FORT LAUDERDALE, FLORIDA 

Please send me full information 


concerning CARS ‘Seminars in 
the Sun” and the ‘‘Family Plan’’ 
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Pontiac Dealer Woos Drag-Strippers .. . 
Engineering the ‘Hot Chiefs’ 
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(Continued from Page 32) 
a trade will be made that won’t two dragster-type mechanics 


cost the owner too much, 
* a - 


Experts at the Dealership 


B* DEVELOPING a reputation 

as a dealer who is truly en- 
thusiastic and knowledgeable about 
drag-strip racing, Wilson has ac- 
quired considerable profitable serv- 
ice business, in many cases from 
owners who bought Pontiacs else- 
where. 

At the drag strips the Royal Pon- 
tiacs arouse considerable curiosity 
and many questions. Wilson and 
Wangers make a point of answer- 
ing all questions as fully as pos- 
sible. (It’s even possible to get a 
price out of them.) 

At the dealership, Wilson has 
a couple of salesmen who are 
well-versed on the needs and 





already 


reaching 
your 


people! 





who’ve had a lot of experience 
with hot Ford V-8% which, up to 
five years ago, were kings at the 
drag strips. 

Asked what it is that gives the 
Royal Pontiacs the extra accelera- 
tion, Wangers replied, “I believe 
that what pays off is our experience 
in getting just the right combina- 


Fisher Body Ups Owens, 
Haywood in Plant Operation 


Two executive appointments have 
been announced by Fisher Body Di- 
vision. They are: 

John ©. Owens, from manager of 
the Willow Run Corvair body plant, 
to general factory manager of as- 
sembly plants in the Eastern United 
States, and Earl Hayward, from 
production manager of the Detroit 
Fleetwood plant, to succeed Owens 


at Willow Run. 


planting, fertilizer application, pest controls, livestock, automatic 
feeding, materials handling, marketing methods and futures—that 
save work, increase yields and income. SF has been helping farm 
families make more money, live better for 
fifty-eight years—has earned a respect and 
response unmatched by any other medium. 
General media are edited for urban 
families, SF for farm families, whose needs 
are quite different. SF recipes have larger 
-portions, for larger families, engaged in 
outdoor work. SF housewives cook three 
meals a day, entertain more at home, wash 
every day, plan their buying in advance; 
need different kitchen layouts and facilities, 
and every labor saving device they can find. 
They are more interested in their husbands’ 





tion of engine, transmission, axle, 
tires and other equipment to fit the 
situation. 

“Our big secret is the wide choice 
of rear axles that are available and 
our ability to find the right ratio 
between these axles and the tires. 
We're talking about half a car 
length or half a fender length in 
a quarter mile, so you have to 
figure it closely.” 

* * 

H® SAID that although Pontiac 

has axle ratios ranging from 
2.87 to 6.14, the Royal Pontiacs only 
use seven ratios, between 3.42 and 
4.88. They generally used either 8.50 
or 9.00 tires. Axle gears are re- 
moved and replaced in 45 minutes. 

Wangers said, “Drag racing is 
different than auto racing. We have 
to find the combination that will 
keep the engine at its maximum 
horsepower as much of the time as 
possible. 

“This isn’t the same as maxi- 
mum revolutions per minute. 
We’ve found it’s better to run 
this engine at 5,500 RPM than at 
the 6,000 RPM it’s capable of, so 
we gear it accordingly. This big 
Pontiac engine, unlike the Chev- 
rolet engine, ‘lugs’ better than it 
‘screams.’ 


“We have our own ideas about 


Sure you are! SUCCESSFUL FARMING subscribers read general 
magazines and newspapers, own television and radio sets. But 
reaching isn’t selling! Mere circulation is no substitute for influence. 
The medium has much to do with the effectiveness of your advertising. 

General media afford information and entertainment. But 
SUCCESSFUL FARMING means business—farm business. 
Every issue has news of new discoveries, methods, 
machinery—case histories and actual instances of 


businesses—in the midst of which they 
live. And SF articles are clipped, filed, 
consulted again and again. 


SF subscribers number only 1,300,000 
—but their estimated average farm cash 
has been 70% above the national farm 
average for more than a decade! 
If your advertising is not as resultful as 
it should be, try Successrut Farminc. Any 
SF office can give you the details. 
SUCCESSFUL FARMING ... Des Moines, Chicago, New 
York, Atlanta, Boston, Cleveland, Detroit, Los Angeles, 
Minneapolis, Philadelphia, St. Louis, San Francisco. 








Wilson's ‘Hot Chief’ Team— 

The team that has won 35 drag-strip trophies for Royal Pontiac, Royal Oak, Mich. 
From left are Jack Kakushka, mechanic; Jim Wangers, crew chief; Al Salisz, mechanic; 
Ace Wilson jr., dealer; Dick Jesse, salesman and driver; John Burt, service manager 
and driver, and Pete Seaton, driver and son of Lovis G. Seaton, General Motors 


Corp. vice-president. | n Be eos 
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Aluminum Wheels Urged 

E SAID that if the carburetors 

are correctly adjusted, the 
drag-strip cars will also give good 
mileage in the city. Multiple car- 
buretors are generally used. 

Wilson highly recommends alu- 
minum wheels ($107 extra) to all 
the dragsters because their great 
cooling ability permits up to 30 
panic stops without fading. Another 
advantage is that they’re 80 pounds 
lighter. 

Another popular option is a 
four-speed Borg-Warner trans- 
mission—the same one the Cor- 
vette uses. Although this is a 
hotter transmission, there’s a 
question yet as to its advantage 
because an extra shift is neces- 
sary, Wilson said that he and his 
staff are still learning and trying 
out things. 

Wilson emphasized that although 
they are very enthusiastic and ag- 
gressive in “souping up” these cars, 
they’re extremely careful to use 
strictly stock Pontiac parts because 
“we never want to be caught cheat- 
ing.” 

* * * 
A= if dragging damages an 
automobile, Wilson said, “We 
don’t feel it’s a problem with Pon- 
tiac. 

“All our guys, except one, drive 
their cars to work, Running a car 
hard is a good way to keep it in 
tune. Of course, if there is a flaw, 
it will be shown up. If a guy is 
going to give his car a lot of hard 
use, we recommend that he get 
heavy-duty engine bearings for bet- 
ter durability. 

“We tell these fellows, ‘We 
know you're going to race it, and 
we'll back this car.’ It’s funny, 
but our authorized Pontiac ad- 
justments on the drag-strip cars 
have been less than on others, 
largely because we make the 
necessary preparations on them.” 

In conclusion, Wilson said, 
“We've found out that these drag- 
sters will buy what you recommend 
if you prove you have the knowl- 
edge of the product. We'll be in this 
business as long as Pontiac con- 
tinues to build cars like this and 
continues to make the equipment 
available.” 
—JosePpH M. CALLAHAN 


Engineering Briefs 





Eaton’s Magnetic Clutch 
Part of Patent Exhibit 


CLEVELAND.—A production 
version of a new coupling which 
utilizes fine iron particles that be- 
come a solid bond when magnet- 
ized is being displayed by Eaton 
Mfg. Co. 

The exhibit is touring the country 
under the sponsorship of the Patent 
Office of the Department of Com- 
merce. It is designed to relate un- 
usual patent stories and the basic 
concepts of certain inventions. Ten 
companies are participating. 
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STAINIESS STEEL 


Increases Re-sale Value 


It’s like money in the bank when the car you take in 
trade shines with stainless steel brightwork. 


The trade-ins that require the least amount of 
renovation—the ones that have kept their good looks 
—the ones that move fast—are the cars equipped with 
stainless steel brightwork. The reason? Stainless is 
easy to maintain. It’s tough and strong. It offers maxi- 
mum resistance to corrosion, abrasion, and denting. 


Know the stainless trim on your product. It helps 
you sell competitively. Cuts your cost of recondition- 


ing cars for resale. 
3 


This STEELMARK of the American Steel 
Industry tells you a product is made of 
Stainless Steel. Look for it on the product 
you buy. Place it on the product you sell. 







GENERAL OFFICES © 











REPUBLIC STEEL 


CLEVELAND 1, OHIO 
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ation Eliminates Casti 


” Pores... 





Wider Growth Seen 
For Sealing Process 


(Continued from Page 23) 


planning or offered no promotional 
advantages. 

It’s generally accepted that Gen- 
eral Motors divisions have shown 
the most concern about porosity 
and that they have done the most 
to combat it with impregnation. 
Cadillac is believed to be the first 
car company to have used impreg- 
nation for production parts, 

* * a 


tie THE years gone by, all motor- 
ists have been the victims of 
porosity — generally without know- 
ing it. The most common evidence 
of it is the transmission or engine 
oil that has leaked on the garage 
floor. 

But porosity also manifests it- 
self in manifolds and carburetors 
that give poor engine perform- 
ance and bad gas mileage, in air 
springs that go down, in engine 
heads that lose compression and 
become corroded, in fuel pumps 
that lose gas and power-brake 
and steering units that function 
sluggishly. Internal leakage in 
the engine and transmission also 
can cause serious maintenance 
problems. 

A curious fact is that porosity 
has become more of a problem in 
recent years because of the greatly 
expanded use of rust inhibitors in 
gasoline, oil and coolants. Much 
porosity in the past has been elim- 
inated by the rusting that occurs 
on all ferrous metals, The impreg- 

nation now used at the auto plants 
is substantially an induced, accel- 
erated rusting process. 

The character of the impregna- 
tion business has changed enorm- 
ously since it began after World 
War II, In the early 1950s it was 
used to eliminate porosity in proto- 
types — especially prototype engine 
blocks that may have cost $50,000. 
A little later there was considerable 
growth in “service” impregnating 
in which a company would send out 
its leaker blocks or power-steering 
units for impregnation by outside 
impregnating firms. 

Between 1955 and 1958, some auto 
makers and suppliers began buying 
their own impregnation equipment 
and doing the work themselves in 
hastily improvised operations. 

ak * K 


How Factory Felt 


HE evolution often went like 

this: A foundry foreman found 
himself with a choice of throwing 
away a $7.50 leaking casting or of 
sending it out for impregnation 
which might cost $1. Management, 
being a little dubious of impreg- 
nation, would say “throw it away” 
—unless this would result in a ser- 
ious shortage which would halt the 
production line, Then, the impreg- 
nation service companies would be 
flooded with “leakers” for several 
months. 

Suddenly, one of the car mak- 
ers’ accountants would discover 
to his horror that his company 
had spent $100,000 for impregnat- 
ing 100,000 castings outside, when 
it could have been done for 4% 
cents a casting in the plant, al- 
though a $200,000 investment 
would be required. The impreg- 
nating company then would build 
the equipment and sell the im- 
pregnating compound to the man- 
ufacturer. The impregnating- 
equipment supplier also would 

provide free consulting service. 

At first auto officials were diffi- 
cult to sell on impregnation, A fav- 
orite sales gimmick of the impreg- 
nators was to buy the scrapped 
castings that had Coan tested and 
rejected for porosity. Then the cast- 
ings would be impregnated by the 
outside firms and sold back to the 
auto company if they could pass 
the porosity test the next time, 

In the past year or two, the vol- 
ume and stature of impregnation 
has taken a big forward stride. For 
the first time, several auto makers 
have planned and installed impreg- 
nation operations in their major 
production lines, This is particular- 
ly true of the lines for the new 
compacts, and especially true of 
those with aluminum engines or 
numerous other aluminum castings. 

The tendency to integrate im- 
pregnation operations in the pro- 


duction lines ig expected to reduce 
materially the amount of impregna- 
tion “servicing” done by the outside 
impregnators, although it surely 
will boost their sales of equipment 
and sealer, 
* * 
= growth in aluminum usage 
for cars has been a major fac- 
tor in the rise of impregnation, al- 
though the impregnators say that 
basically aluminum is no more 
porous than gray iron. 

This apparent contradiction is 
explained by the fact that produc- 
tion aluminum castings often 
have thinner walls than gray-iron 
castings and this results in more 
porosity. Strength can be added 
to aluminum castings with ribs, 
but this doesn’t help the porosity. 

A further factor is that alu- 
minum’s high thermal conductivity 
causes it to chill or harden more 
quickly and this results in the en- 
trapment of more gases. Also, when 
an aluminum casting’s skin is ma- 
chined off, it generally produces 
more porosity. 

Impregnation is used for sand 
castings, permanent mold castings 
and semipermanent mold castings, 
but there is more impregnating of 
die castings because (1) more die 
castings are used, (2) the walls are 
thinner and consequently more 
porous and (3) the chill times are 
shorter, permitting less gas to es- 
cape from the metal. 

Of course, impregnation has lim- 
itations. It cannot seal straight- 
through holes regardless of size, 
because the irregular, circuitous 
nooks and crannies that are char- 
acteristic of zig-zag subsurface 
crevices are required to entrap the 
impregnant. 

Nor will impregnation cure “cold 
shots” or “blow holes.” Cold shots 
are mostly areas found in die cast- 
ings where the metal cooled before 
fusion, Blow holes are caused by 
entrapped gas or air that’ escaped 
during the chill period, but too late 
for the metal to fill in. 

* * ok 


2 Methods Described 


OHN W. BROPHY, president of 

Prenco Mfg. Co. and Prenco 
Products, the largest suppliers of 
impregnation equipment and seal- 
ers to the automotive industry, said 
there are two methods of impreg- 
nation, 

One is the internal method, 
whereby a casting, such as an en- 
gine block, is impregnated from 
the inside ag it goes down the 
production line, after being test- 
ed. 

The other is the batch method, in 
which the castings are placed in 
large tanks or autoclaves, The air 
is pumped out, the sealant is pump- 
ed into the autoclave (at a temper- 
ature of about 180 F.), where it is 
forced into the deepest pores of the 
casting by a momentary pressure 
buildup inside the autoclave, 

After the sealant is drained from 
the tank, the castings are subjected 
to a quick flushing with cold or hot 
water and removed from the auto- 
clave. 

After a 24-hour setup period, the 
castings are ready for use. How- 
ever, the sealant vill be even more 

* oe 





Porosity Test— 

A workman using air pressure to test 
an air-cooled cylinder barrel for porosity. 
Any leakage will register on the gauge. 





PIN HOLE 
THROUGH 
CASTING WALL 


TYPICAL 
POROSITY 
IN 
CASTING 
WALL 





Porosity and Hole— 


A drawing showing a typical case of 
porosity, below, which can be corrected 
by impregnation and a pin hole, above, 
which can’t. 

* * ok 
firmly bonded to the castings four- 
to-six months later. 

Asserting that the batch system 
is much more widely used in the 
auto industry, Brophy said “the 
batch method is much better than 
the internal method because it im- 
pregnates both the inside and the 
outside of the casting, and because 
the internal method has no way of 
getting moisture out of the cast- 
ing’s pores. This is done in the 
batch system by creating the vac- 


uum in the autoclave. 
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“'-_, YOU have a pore that has 
moisture in it, you’re not going 
to be able to get as much seal in. 
It decreases the potential by a cer- 
tain percentage for getting that 
casting sealed properly.” 

To illustrate the importance of 
this, he said his men once took a 
freshly cast block and weighed 
it before and after impregnating. 
It gained about a pound, An iden- 
tical block was weighed but was 
not impregnated, and placed in 
the same room. Twenty-four 
hours later both blocks weighed 
almost the same, because the 
nonimpregnated block had ab- 
sorbed as much moisture as the 
other one had absorbed impreg- 
nant. 

Whenever possible, it’s best to im- 
pregnate a part soon after casting, 
before moisture, oil and dirt can 
creep into the casting’s pores. 

Brophy said that the batch meth- 
od is 95 percent effective, compared 
to the 65 percent effectiveness that 
internal impregnation gives. 

Discussing the evolution of im- 
pregnants used in auto plants, he 
said the first solution used was a 
salt spray in the foundry yard 
which merely caused the casting to 
corrode slightly. Later, most fac- 
tories “aged” or “seasoned” their 
engine blocks (the component of 
primary concern in this regard in 
days gone by) by letting them rust 
in the yard for a few days. This 
process was too slow, required an 
inventory buildup, as well as re- 
moval of the surface rust, 

“Later,” Brophy continued, “they 
began using salamoniac, tung oil, 
various varnishes and polyester 
plastic. The latter is still used in 
some fields. Now, the most common 
sealants used in the auto industry 
are the metal oxide impregnators, 
These consist of a high grade sodi- 
um silicate, an oxidizing agent and 
the metallic oxide.” 

* * ok 


Long Storage Possible 


7s sealant is preferred because 
it does a very adequate job of 
sealing, because of its good “wet- 
ting” ability and because its alka- 
linity permits storage for long pe- 
riods. 

In addition, this sealant does 
not build up on the part if it 
must be impregnated more than 
once, Some materials build up 
and change the dimension of a 
part if it’s re-impregnated. Bro- 
phy said it isn’t even necessary 
to clean out the needle valve of a 
carburetor after treatment with 
this impregnant. 

Discussing wetting, he said mo- 
lasses would have a tough time 
getting through the eye of a needle 
because it has poor wetting qual- 
ities, but alcohol could easily do 
this because it’s very “wet.” 

Impregnation of a pore begins 
when the sealant is forced into it. 
The sodium silicate combines with 
carbon dioxide and converts to a 
solid jell. Then the oxidizing agent 
causes the metal oxide to begin 
(See SEALING, Page 49, Col, 1) 
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Follow the LEADER 
in Philadelphia 
and its suburbs 


There’s one leader in Philadelphia and its suburbs. 
It’s The Evening Bulletin. 


The 1959 A.B.C. Audit Report shows that The Evening 
Bulletin’s leadership in circulation in 14-county Greater Phila- 
delphia is 145,637. 


The 1960 National Analysts, Inc. survey shows that The 
Evening Bulletin leads in readership by 351,000 adults in 
Greater Philadelphia homes with telephones. 


And the 1957 Carl J. Nelson Research, Inc. study shows that 
The Evening Bulletin leads in readership by 396,000 adults in 
Greater Philadelphia families. 


In the suburbs, where Greater Philadelphia is growing 


The Evening Bulletin Leads in Circulation and Readership 
...-in Philadelphia and in Suburban Philadelphia 


A MEMBER OF MILLION MARKET NEWSPAPERS, INC. 


Advertising Offices: New York ¢ Chicago ¢ Detroit « San Francisco * Los Angeles 


fastest, A.B.C. Audit Reports for 1950 and 1959 show: 


The Evening Bulletin’s Suburban Circulation 
Grew TWICE AS FAST As The Morning Inquirer’s 


Circulation Gain 


+45,641 
+20,490 


Percent Gain 


+19% 
+ 9% 


Evening Bulletin 
Morning Inquirer 


The Evening Bulletin’s Suburban Circulation 


Leadership TRIPLED... from 11,611 to 36,762 


(and this 36,762 leadership does not include the tens of thousands of Evening Bulletins 
sold in downtown Philadelphia which are carried home to the suburbs every day) 


Follow the leader in Philadelphia and its suburbs— 
The Evening Bulletin. 


In Philadelphia Nearly Everybody Reads The Bulletin 


Suburban Philadelphia: | 13 counties beyond the city in the 14-county 


Greater Philadelphia A.B.C. City and Trading Zone 
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AC CURRENT PROBE —An_ instrument 
which converts AC current to AC voltage 
for direct reading on a conventional oscil- 
loscope or AC voltometer has been an- 
nounced by Hewlett-Packard Co., 275 Page 
Mill Rd., Palo Alto, Calif. The instrument, 
model 456A AC Current Probe, has a 
probe which clamps around the curfent- 
carrying wire, providing a voltage output 
which is read on a VTVM or oscilloscope. 
The instrument's one MV to one MA unity 
conversion permits direct readings in mil- 
liamperes on voltmeters or oscilloscopes, 
it is said. The unit measures current with- 
out direct connection to the test circuit 
and with no appreciable circuit loading, 
it is said. 


* * * 





SUSPENSION HEIGHT GAGE—A Tor- 
sion-Aire suspension height gage for use 
on the Valiants as well as on all other 
Chrysler Corp. cars produced since 1957 
has been announced by Dynamatic Mfg. 
& Dist. Co., 18 Nursery Rd., Huntington 
Station, N. Y. This universal gage is said 
to be important for alignment of all Chrys- 
ler cars employing torsion bar suspension. 
A torsion bar height levelling adjustment 
must be made on all these cars before 
any attempt can be made to align them, 
it is claimed. Otherwise alignment read- 
ings will vary from one wheel to the next 
and interaction and upset of previous 
wheel readings will occur. By use of this 
universal Torsion-Aire Height Suspension 
Gage, wheel alignment is made easier 
and the need for excess, corrective shim- 
ming is eliminated, it is said. 
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PLASTIC LETTERING —Plasticles Corp., 
14590 Schaefer, Detroit, Mich., has an- 
nounced a line of acrylic plastic sign 
letters. It is said to be possible to obtain 
any size or style letter in a wide range 
of colors. Three-dimensional or other de- 
sired effects can be readily achieved, it 
is said. 





TIRE-BALANCER ACCESSORY—The addi- 
tion of the “120 Computer” to its line 
of Mile Master wheel balancers has been 
announced by Monarch Mfg. Co., 1218 
Santa Fe Ave., Berkeley 6, Calif. The ac- 
cessory tells the operator exactly how 
much weight will be needed to balance 
tires to within Ya-ounce accuracies, it is 
said. A 120-degree angle indicator also 


shows where to place the weights. 
*K * * 


Tuck-Away Umbrella Holder 
Designed to Fit All Cars 


A holder designed to carry an 
umbrella in an automobile for con- 
venience of the driver has been an- 
nounced by Summit Service Co., 
Roslyn Heights, N. Y. 

The Tuck-Away holder is made 
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NEW PRODUCTS 


of polyethylene and is engineered 
to fit the front seat of all cars. It 
is attached to the base of the car 
seat and will house any size um- 


brella (wet or dry). 
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BATTERY CHARGER—A portable battery 
charger, called Power Boost, has been in- 
troduced by the Compco Corp., 1800 N. 
Spaulding Ave., Chicago 47, Ill. The unit 
plugs into a 110-125-volt, 60-cycle, alter- 
nating current outlet. It can be used on 
6 or 12-volt (depending upon size of bat- 
tery}—and charging starts automatically. 
The unit measures 5%, by 342 by 21%. 
Weighs 29 ounces, yet provides a full one 


ampere taper charge, it is said. 
re. @ 





SOFT-FACE HAMMER—A soft-face ham- 
mer with three interchangeable tips has 
been announced by Vaco Products Co., 
317 E. Ontario St., Chicago 11, Ill. The 
tips are 1% inches in diameter, %-inch 
thick and equipped with a plated stud 
that extends outward ‘%-inch. The Vaco 
hammer is 12% inches long with a 4%- 
inch head, including tips. The hammer- 
head is of plastic and is shot-loaded, it 


is said. 
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CUSHION—The Mitchell Royal and 
Mitchell Clipper air-cooled spring cushions 
have introduced an element that is said 
to hold the seat cushions firmly in place. 
Known as the Neva-Tilt Rim, this innova- 
tion is available in model LS Super Size 
and model D Family in the Royal line, and 
in model 305 Family Size in the Clipper 
line. The Neva-Tilt Rim slips into the open- 
ing between the seat back and the seat 
itself. Built into the cushion as a part of 
the frame, the Neva-Tilt holds the back 
of the cushion against the seat back at 
all times and keeps the entire cushion in 
the correct position, it is claimed. Mitchell 
Mfg. Co., Fort Smith, Ark. 

* 





SUN VISOR—Aurora Mfg. Co., 4121 
Puritan Ave., Detroit 38, Mich., has an- 
nounced the availability of a tinted plexi- 
glass sun visor for ‘60 cars and trucks. 


The visors can be mounted on both the 


driver and passenger sides. 











TOW BAR—The Compac-Tow, a tow bar 
for compact cars, has been announced by 
Tow Bar Sales Co., 40 S. Clinton St., Chi- 
cago 6, Ill, The unit, a bumper-to-bumper, 
V-type bar, features a detachable front 
jaw. It also features a self-aligning king 
pin with locking cotter pin; an adjustable 
chain jaw; adjustable reinforcing bar; 
movable upper bumper clamp, and special 


lower bumper clamp. 
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CRACK FILLER—Revco Crack-Fix, a plas- 
tic material for repairing cracks, expen- 
sion joints, separations or shallow holes 
in concrete, asphalt and wood floor sur- 
faces, has been announced by Revere 
Chemical Corp., Cleveland, O. The ma- 
terial is said to set immediately. It can be 
used on interior as well as exterior floor 
or ground surfaces. Available in 5, 10, 30 
and 35 gallon drums. 
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UMBRELLA—A large umbrella designed 
for use as outdoor furniture, on automo- 
bile lots, drivein parking areas, and other 
applications, has been developed by 
Aeroaffiliates, Inc., Fort Worth, Tex. The 
large umbrella works on an identical prin- 
ciple with a regular hand umbrella, with 
the exception that the center ring on the 
large one will be raised and lowered by 
block and tackle. Manufactured with rust- 
proof, anodized aluminum, and covered 
with weatherproof vinyl coated nylon, it is 
26 feet in diameter, 15 feet high in the 
center, and the canopy edge stands 10 
feet off the ground. It is anchored to con- 
crete with four bolts, and can be folded 


and secured during storms. 
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UTILITY TRAILERS — Carry-All Trailers, 
Inc., Island Rd. and Eastwick Ave., Phila- 
delphia 42, Pa., has introduced the Ad- 
venturer line of utility trailers. The Adven- 
turer | is designed for compact and im- 
port cars, and the Adventurer il is de- 
signed for the standard-size cars. Both 
units are said to feature tubular framing, 
unitized construction, stop-tail lights with 
turn signals, two rear reflectors and water- 


proof canvas top. 
Be oe 


Body Filler 


Jaycee Chemical Corp., North- 
ford, Conn., has announced its 








Bodyman, a body filler featuring a 
cream catalyst that requires no 
kneading. The manufacturer also 
states that Bodyman will not 
shrink, and provides excellent 


feather edging. 
aa * * 
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POINTS—A method of forming and pol- 
ishing curved ignition contacts, currently 
being patented by Standard Motor Prod- 
ucts, Inc., Long Island City, N. Y., is said 
to be the basis of a product development 
called “Dome” points. The manufacturer 
of Blue Streak ignition products claims 
that the curved contact surfaces on these 
point sets are ‘‘mirror-smooth" and free 
of any microscopic nicks or grooves. These 
nicks and grooves—the byproducts of 
forming curved contacts by ordinary meth- 
ods—are where dirt and oxidation collect 
to cause burning and pitting, according to 
Standard. By reducing this problem, the 
company claims to have greatly expanded 
the life of its points. 








DISTRIBUTOR POINT GAUGE — Snap 
Gap is described as a breaker point 
gauge that is useful in setting points on 
late model cars where distributor location 
is hard to reach and see. The unit, accord- 
ing to the manufacturer, Pace Labora- 
tories, Inc., 2108 Payne Ave., Cleveland 
14, O., eliminates the need to rotate the 
engine prior to making adjustments to 
the points. There is no error involved in 
indexing the distributor cam to the correct 
preadjustment position. The set is said 
to include five ring sizes and a full range 
of feeler gauges and companion adapters. 
The set is said to fit all American cars 
whose points can be set with a feeler 
gauge. 











HANDLE CLIP REMOVER — Borroughs 
Tool & Equipment Corp., 2429 N. Burdick 
St., Kalamazoo, Mich., has announced a 
tool for removing inside car door handles. 
Called the Borroughs Door Handle Clip re- 
mover, the unit slips under the ferrule, 
pushes clip out of engagement so that 
it remains on handle shank, ready for 
handle to be replaced, it is said. The tool 
is primarily a strip of steel 8% inches 
long, one inch wide, and 1/16-inch thick. 
At one end is a square slot Y-inch deep. 
The other end is fitted with a _ plastic 
handle. 








AIR CUSHION — Huppower Division, 
Hupp Corp., 7452 Melville Ave., Detroit, 
Mich., has introduced the Breeze-Maker 
Travel Cushion, featuring a builtin cooling 
system. A small four-bladed fan mounted 
at the bottom edge of the cushion pushes 
110 cubic feet of air through the cushion 
every minute, it is said. The cushion is 
placed on the car seat and plugged into 
the cigaret lighter. Its 1/100 horsepower 
motor is said to work on either 6 or 12- 


volt system. 
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BIPOD BUMPER JACK—A 11-ton bipod 
bumper jack, called the No. 809 Ranger, 
has been announced by Walker Mfg. Co., 
1201 Michigan Ave., Racine, Wis. The 
jack features a double-duty, hinged lift- 
ing saddle engineered to fit bumpers on 
all cars and light trucks. Lifting contact 
may be made either at the top of the 
load-rest or at the bottom hook, it is said. 
Steel support braces are notched to fit 
into rear base platform for maximum 
rigidity and safety. Jack folds conveniently 
for storage in trunk of car, it is claimed. 
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SUN VISOR—Cal Corp., 2945 Coolidge 
Hwy., Berkley, Mich., has announced a 
plexiglass sun visor for all Ford Motor 
Co. cars. The visors are said to eliminate 
70 percent sun glare, 95 percent ultra 
violet rays and 70 percent infra red rays. 
The visors reduce heat and glare. This 
product has 6-17 times the impact strength 
as glass, is weather resistant and warp- 
proof, it is said. The visor can be mounted 
on either the driver or passenger side. 
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POWER BRAKE CYLINDER—Santa Bar- 
bara Division, Curtiss-Wright Corp., 6767 
Hollister Ave., Goleta, Calif., has announc- 
ed the Light-Touch power brake cylinder. 
Engineered for most late-model cars, the 
unit mounts on the firewall in place of 
the conventional master cylinder. The unit 
is said to operate independently of en- 
gine power. 
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667 got to sell big ticket, hard goods, remember—not impulse 
items—and for cash. We need customers with dough—which 
is why I want a lot more action in the New York News. The News 
has over 3,000,000 readers in the $5,000 and up families—more than 
all the three other New York morning papers. And more than a 


half-million in over-$10,000 families, too.” 
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Catching the eye... in National Magazines 
at Auto Shows...in Dealer Showrooms... 


CITROEN 


THE WORLD'S 


CARS 


MOST COMFORTABLE 
D810 and ID19 | | 


In the automotive market today only the car that offers 
exclusive features and quality engineering will remain a 
profit maker for the dealer. 


Only a factory organization can maintain high standards in 
both their technical supervision and their advertising pro- 
gram. With Citroen, the factory is here to help the dealer. 


Station Wagon 











With the addition of the 8 passenger Station Wagon and the 
“Prestige” Limousine, the Citroen potential for a wide profit 
has never been better. Future additions to the Citroen line 
will give the dealer a wider price range. 


Citroen gives its Dealers every advantage; delivers a wide 
margin of profit, requires only a minimum stocking of tools 
and parts, provides a free Service School for mechanics (with 
mobile service units to call on you), supports you with na- 
tional-local advertising, and sets you up with a liberal initial 
promotional allotment, and a great variety of literature. 


AN AUTHORIZED CITROEN DEALER FRANCHISE 


MAY STILL BE OPEN IN YOUR AREA 


It pays you to get all the details by 
mailing this coupon today! 


r CITROEN CARS CORPORATION 

Direct Factory Branches of S. A. Andre Citroen, Paris, France AN-25 

300 Park Avenue, New York 

8423 Wilshire Blvd., Beverly Hills, California 

GENTLEMEN: Please send me full details on obtaining an authorized Citroen 
Dealer Franchise. 
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Auto Personnel 


Walter J. Stann, a veteran of 23 
years in consumer finance, has 
joined Ford Motor Credit Co. as 
operations manager. 

Stann had been operations super- 
visor for General Acceptance Corp., 
Allentown, Pa, Earlier he held a 
similar position with Universal CIT 
Credit Corp. 


* * * 


Foster Succeeds Dallas 
As S-P Detroit Zone Chief 


Cleve R, Foster has been ap- 
pointed sales manager of Stude- 
baker Packard Corp.’s Detroit 
zone, succeeding W. L. Dallas. 

Foster had been assistant man- 
ager of the New York zone since 
last September, and previously 
served in the same position in 
the South Bend zone and in Chi- 
cago. 


* * * 


Walker Appoints Miller 


Ohio Territory Manager 


The appointment of Donald G. 
Miller as territory manager for 
Ohio has been announced by 
Walker Mfg. Co., Racine, Wis. 


Miller formerly was manager of a 
farm chemical plant and also has 
been a sales representative for 
Standard Oil of Ohio. 


ao * + 
- General Names Steele 


Keith A. Steele has been appoint- 
ed manager of General Tire & Rub- 
ber Co.’s Twin City Division, 
Minneapolis, The division includes 
areas of Minnesota, Iowa, Michi- 
gan, the Dakotas and Wisconsin. 

+ * + 


Renault Reassigns Pair 


John Lesinski, former midwest 
regional sales manager for Renault, 
Inc., has been transferred to Dallas 
as regional sales manager, where 
he succeeds Richard T. Dill, trans- 
ferred to New York as eastern 
sales manager. 

ed * 


Walker Cites Schuler 


With Shattuck Trophy 


Jack Schuler, Columbus (O.) 
district manager has been awarded 
Walker Mfg. Co.’s 
Shattuck trophy 
as the company’s 
outstanding 
wholesale sales 
district manager 
of the year. 

Schuler joined 
Walker as a ter- 
ritory manager in 
1947 and was pro- 
moted to Port- 
land district man- he 
ager in 1955, In Jack Schuler 
1957, he was transferred to his 
present office: in Columbus. 

* * * 


Dodge Names Lathrop 


Fred S. Lathrop has been ap- 
pointed Dallas regional service 
manager for Dodge, He succeeds 
M. M. Warmack, transferred to 
Los Angeles in a similar capacity. 

* ” 


Goodrich Tire Assigns 


New Duties to McDonald 


F. G. McDonald has been named 
supervisor of services, brake and 
wheel operations for B. F. Good- 
rich Tire Co. 

He will be responsible for techni- 
cal instruction of the field service 
supervisors and store personnel in 
brake and wheel operations and 
will assist the advertising, -mer- 
chandising and training depart- 
ments in all phases of brake and 
wheel and wheel balancing services. 

+ of ca 


Lee Appoints Lathrop 
L. T. Lathrop has been named 
sales manager of Lee Mfg. Co., 
Santa Monica, Calif., manufacturer 
of brake springs and brake hold- 
down parts. 
” 





7” * 
PPG Appoints Green 


Pacific Coast Manager 

Appointment of John F. Green 
as general manager of Pacific 
Coast operations, Paint and Brush 
Division of Pittsburgh Plate Glass 
Co., has been announced. 

He succeeds Herschel E, Post, 
who will serve ag consultant for 
the company’s Pacific Coast opera- 











tions until his retirement becomes 
effective Nov. 1. 
7” a * 


Ford Appoints Misch 


To Engineering Post 


Herbert L, Misch has been ap- 
pointed chief engineer of the prod- 
uct and production engineering 
office of Ford Motor Co.’s Metal 
Stamping Divi- 
sion in Dearborn. 
He replaces H. C. 
Grebe who has 
been appointed 
chief engineering 
consultant to the 
division. 

Misch joined 
Packard in 1941, 
rose from drafts- 
man to chief en- 

: gineer, then 
H. L. Misch moved to Cadillac 
in 1956 as advanced product plan- 
ning director, He joined Ford in 
1957 as assistant chief engineer at 
Lincoln-Mercury, and last Novem- 
ber, was appointed executive engi- 
neer—current car, in the Ford Divi- 
sion product engineering office. 
a * + 
Ironrite Appoints Todd 

Max Todd has been appointed 
sales engineer for the Automotive 
Stamping Division of Ironrite, Inc., 
Mt. Clemens, Mich. The division 
includes stamping, welding and 
electro-statically operated painting 
facilities. 





* * * 


Goetz Is Elected 


Election of Arthur J, Goetz as a 
director and vice-president of 
Union Bag-Camp Paper Corp. has 
been announced. 

~ * + 


SeaView Industries Names 


Adkins and Burton 


James T. Adkins has been named 
national sales director of SeaView 
Industries, Inc., maker of alumi- 
num awnings, carports, patios and 
doorhoods. r 

Ed Burton was appointed sales 
manager of the Mobile Home Ad- 
ditions Division. 

* * * 


Glass Firm Promotes Two 
Donnelly-Kelley Glass Co., Hol- 
land, Mich., has elevated Bernard 
P. Donnelly to manufacturing vice- 
president and promoted Richard 
Arthur to national sales manager. 
* * * 


' Ford Credit Establishes 


Tulsa, Louisville Branches 

John W. Badgwell will manage 
Ford Motor Credit Co.’s Tulsa 
branch office, and James M. Roun- 
tree will manage the Louisville 
branch, 


The Tulsa branch office is 


lo- 


Dealer Donates Car— 


John J. Collins, Inc. (Plymouth-Valiant), 
has captured a sizable amount of good- 
will among city and school officials in 
Waterbury, Conn., with the presentation 
of a driver training Plymouth to the Wilby 
High School. The Belvedere four-door, 
with automatic transmission and power 
steering is presented to Mayor Edward D. 
Bergin. From left are Dr. Edward X. O'Dea, 
school board chairman; Mayor Bergin; 
John J. Collins jr., and Attorney John 
Mahaney of the city corporation counsel's 
office. 





cated in the Beacon Bidg., Fourth 
St. and Boulder Ave. Badgwell for- 
merly was office manager of the 
Ford Motor Credit Oklahoma City 
branch. 

The Louisville branch office is lo- 
cated in the Commonwealth Bldg., 
Fourth and Broadway. Before join- 
ing Ford Motor Credit, Rountree 
was associated with Universal CIT 
Corp. He is returning to Louisville 
from Knoxville, Tenn. 

* * ca 


Hazelton Joins Heil 


In Atlanta District 


John F., Hazelton has been ap- 
pointed sales representative in the 
Atlanta district office of the Body 
and Hoist Division of Heil Co. 

He formerly was Charlotte (N. C.) 
zone manager for International 


Harvester. 
* * a 


DeCapua Joins Sprague 

William DeCapua has recently 
joined Sprague Devices, Inc., Mich- 
igan City, Ind., manufacturer of 
air pressure windshield wiper mo- 
tors and related equipment, as 
vice-president and director. 

+ * * 
Waite Promoted in Sales 
By Heil’s TEC Unit 

Heil Co. announces the appoint- 
ment of Joseph A. Waite as assist- 
ant sales manager of Heil’s TEC 
Division. 

Prior to his most recent appoint- 
ment, Waite was a district sales 
representative for Heil, working 
out of the Atlanta district office. 


Elliott Will Direct York 


Borg-Warner Corp, has an- 
nounced that Joseph B. Elliott has 
assumed the duties of president 
and general manager of the York 
Division. 

* * * 


American Metal Appoints 


Automotive Sales Manager 


David M. Diltz has been ap- 
pointed automotive sales manager 
for American Metal Products Co. 
of Detroit, ac- 
cording to E. 
Wright Yount, 
sales vic e-presi- 
dent. 

Diltz joined 
AMP in 1958 as 
assistant to Yount 
after 10 years ex- 
perience in exec- 
utive positions 
supervising sales 
of automotive 
component parts. 





D,. M, Diltz 
He will be based in Detroit and 
will work closely with AMP cus- 


tomers in this area. 
at 7 * 


Avis Promotes Rieken 


John F, Rieken has been ap- 
pointed regional director in Avis 
Rent-a-Car System’s Eastern Divi- 
sion. He will supervise all sales and 
promotional activities for Avis lo- 
cations in Illinois, Indiana, Iowa, 
Kentucky, Michigan, Minnesota, 
Nebraska, North Dakota, South 


‘| Dakota and Wisconsin. He joined 


Avis in 1949. 
Se ig rng 


Beatty Rejoins Eaton 
Robert D. Beatty jr. has rejoined 


_| Eaton Mfg. Co. as a staff represen- 


tative on special assignments. He 
had been an engineering consult- 
ant. 

* + + 


Mesler Elected to Board 


The election of William J. Mesler 
as a director of Highway Trailer 
Industries, Inc., and its operating 
subsidiary, Highway Trailer Co., 
has been announced. 

+ * + 


Goodrich Picks Kunze 


E, A, Kunze has been named 
supervisor of retread sales in re- 
placement tire sales for B. F. Good- 
rich Tire Co. 

* ea * 


Barby to Manage Sales 


In PPG’s Detroit Office 


Appointment of Charles E, Barby 
as sales manager for the newly 
established Detroit regional office 
of the Fiber Glass Division of 
Pittsburgh Plate Glass Co. has been 
announced. 

Barby will direct the sales opera- 
tion of the Detroit, Cleveland, Cin- 
cinnati and Buffalo district offices 
of the Fiber Glass Division, in ad- 
dition to continuing as manager of 
automotive sales. He joined Pitts- 
burgh Plate in 1939. 
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Research News for AUTOMOTIVE EXECUTIVES 


EXPERIMENTAL COOLANTS 


boil to cool engines better 


Special engine coolants coming out of the Dow Automotive Chemicals 
Laboratories are putting fresh life into an old automotive concept .. . 
the ebullient (boiling) cooling system. This system automatically main- 
tains its own required circulation rate by vaporization of the coolant, 
rather than requiring a circulating pump now needed by the conven- 
tional cooling system. Among the advantages to be gained would be 
better cooling efficiency and elimination of thermostats and pumps. 

Key to the ultimate success of this system is the coolant itself, which 


must have certain highly specialized properties: And Dow experi- 
mental coolants come close to matching these ideal properties. 


Continued research on conventional coolants is exemplified by the 
recent introduction of DOWGARD*, the world’s first year ’round cooling 
system fluid. This new Dow development stops rust and corrosion 
damage and protects cooling systems against freezing and overheating 
for a full year. It eliminates the need to add antifreeze, rust inhibitors 
or even water! 


Other automotive developments are in process, too. Among these are 
new heavy-duty brake fluid formulations that can take extreme heat 
and a large number of new synthetic lubricants of the polyglycol type. 

*Trademark 


THE FULL FACILITIES OF DOW'S AUTOMOTIVE CHEMICALS LABORATORIES 
ARE AT THE SERVICE OF AUTOMOTIVE MANUFACTURERS. 


Dow’s development staff constantly works with manufacturers on problems involving auto- 
motive chemicals of all kinds, like those mentioned above. And because Dow is located at 
Midland, close to the heart of the automotive industry, distance is no barrier. No matter what 
your problem, if it involves automotive chemicals, Dow can serve you well. Call us in Detroit 
at the Fisher Building, TRinity 5-7200. Or write: Chemicals Merchandising Dept. 407U7-25. 


MIDLAND, MICHIGAN 


THE DOW CHEMICAL COMPANY 
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What's New... 





In Parts and Accessory Distribution 





GSM, Engine Rebuilder, 
Moves to New Factory 


PHILADELPHIA. — GSM, Inc., 
remanufacturer of automobile and 
truck engines, has opened a new $1 
million plant in the Pennsauken 
(N, J.) Industrial Park. 

GSM, founded and headquartered 
in Camden, N. J. since 1944, expects 
to double its production at the new 
facility. It will produce over 30,000 
remanufactured engines in its first 


‘Oscar’ for the best sales training film| year at the new site, according to 


in its cost classification is presented to 
Charles R. O'Donnell, left, sales vice-presi- 
dent for Universal CiT Credit Corp., which 
uses the movie, “Blueprinting More Sales,” 
in its advanced training program for auto- 
mobile salesmen. Presenting the 1960 “‘In- 
dustrial Photography Film Media” award 
is Edward Wagner, vice-president, United 
Business Publications, Inc. Sharing in the 
recognition is James Love, center, presi- 
dent, James Love Productions, Inc., which 
produced the film for Universal CIT. 








Mufflers of Armco ALUMINIZED STEEL 


Save Cost and Trouble 





Actual 7-year road tests show that mufflers made 
of Armco ALUMINIZED STEEL give more than 
double average service life. This means about half 
as many replacements. As a result, cost and in- 
convenience of too frequent replacement are held 


to a minimum. 


Armco ALUMINIZED STEEL delivers this extra 


ARMCO STEEL 


Armco Division * Sheffield Division * The National Supply Company * Armco Drainage & 
Metal Products, Inc. * The Armco International Corporation * Union Wire Rope Corporation 





Samuel Rosenberg, president. 
+ * * 


Black & Decker Opens 
Branch in San Diego 


TOWSON, Md.—Black & Decker 
Mfg. Co. has opened a factory serv- 
ice branch in San Diego. 

The new branch is at 3811 El 
Cajon Blvd, It is the 48th Black & 
Decker factory service branch in 


[ to help you sell.. 


supplier about 


parts made of this special steel. Armco Steel Cor- 
poration, 2570 Curtis Street, Middletown, Ohio. 


life because it puts up exceptional resistance to 
heat and corrosion —the destructive combination 
that slashes muffler life, increases frequency and 
total cost of muffler replacement. Ask your parts 


major marketing centers of the|of Charlie Case Tire Co., Phoenix, 
United States. served as chairman of the council. 
* + * ok * ca 


Tire Firm Forms Taylor Appoints Hoy 


y BUFFALO.—H. D. Taylor Co., 
Dealer Council 


wholesaler, has announced the ap- 
pointment of John H. Hoy as sales 

MANSFIELD, O.— Pennsylvania} manager of the automotive depart- 
Tire Co. top management played| ment. 
host to 13 dealers from across the 
nation at the initial two-day ses- 
sion of the newly established Penn- 
sylvania Dealer Advisory Council, 
the first such organization in the 
company’s history. 

Vice-President E. V. Duffy said 
the meeting “provided our dealers 
and us with a better understanding 
of each other’s problems. It also 
firmly coordinated dealer-manufac- 
turer efforts aimed at mutual sales 
and service success in the tire re- 
placement market.” 

Charlie Case, owner and operator 














* * * 


Bohn Assigns Worrell 


Bohn Aluminum & Brass Corp. 
has assigned Eugene Worrell to 
Bohn’s Grand Rapids sales district. 


* * * 


Merit Adds Fla. Distributor 


TOLEDO.—Gate City Automotive 
Wholesaler, 1019 Minnie St., Jack- 
sonville, Fla., has been named a 
warehouse distributor for exhaust 
system parts supplied by Merit 
Mufflers. The firm is headed by 
Bernie Richter. 

Eg * * 


Elliott Named Distributor 


MINNEAPOLIS. — Elliott Auto 
Supply Co. has been named Upper 
Midwest distributor of car radios 
produced by the Automatic Radio 
Mfg. Co., according to Leon Lerner, 
Elliott general manager. 

* * * 


Distributors Meet 
With Motor Wheel 


LANSING.—Five Motor Wheel 
Corp. distributors, members of the 
firm’s Automotive Division advisory 
committee, met here with officials 
of the wheel-equipment manufac- 
turer. 

Besides discussions of new auto- 
motive developments and mutual 
problems, the main topic concerned 
promotion of Motor Wheel prod- 


| 
J 


TORONTO.—The 100-firm Cana- 
dian auto parts industry with its 
30,000 employes may be largely 
wiped out by imports of foreign 
cars, the. industry association says. 

The Automotive Parts Manu- 
facturer’s Assn, (Canada) has 
just completed a series of meet- 
ings with federal cabinet minis- 
ters, including Prime Minister 
John Diefenbaker. 

The association asked for tariff 
and other protection against im- 
ported cars and parts. 

It said that between 1956 and 
1959, Canadian production of auto- 
mobiles for the Canadian market 
declined 22 percent, while imports 
increased 85 percent. 

“If cars are not produced in 


has no market for his products,” 
the association’s brief warned. 

“Action is urgently needed to 
save the jobs of Canadians working 
in the automotive industry. The in- 
dustry cannot survive without tariff 
protection.” 

The parts plants are scattered 
through southern Ontario’s indus- 
trial triangle. 

The association’s brief brought 
sharp reply from the Canadian 
Assn. of British Manufacturers and 
Agencies here. 

“Trade must be a ‘two-way’ 
affair and if Canada is to go on 
increasing its exports to the 
United Kingdom, it must continue 
to buy more and not less from 
that country,” the British associ- 
ation said. 

The British brief added: 

1. Canadian exports to the United 
Kingdom for the first five months 
of this year are running 23 percent 
above the same period in 1959. This 
compared with an increase of only 
14 percent in Canadian exports to 
all countries in the same period, 

2, Canadian products which al- 
ready do, or are likely to, make 
up the bulk of exports to the 
United Kingdom enjoy duty-free 
access there. (There is a 20 per- 


availability of mufflers with vital 














ucts sold by distributors to automo- 
tive jobbers. 

Distributor members of the ad- 
visory committee are Daniel P. 
Hurley, New England Wheel & Rim 
Co., Boston; Warren Birt sr., South- 
west Wheel & Rim Co., Jackson- 
ville, Fla.; William Cousins, Pioneer 
Rim & Wheel Co., Minneapolis; 
Paul A. Sun, Wheel & Rim Sales 
Co., Toledo, and Clif Diller, Auto 
Wheel Service, Inc., Portland, Ore. 

ok * a 


2 District Offices Opened 


For Goodyear Jobber Sales 

AKRON.—District sales offices in 
Chicago and Philadelphia have been 
established by the automotive job- 
ber sales department of Goodyear 
Tire & Rubber Co.’s Industrial 
Products Division. 

Joseph A. Staudohar heads the 
Chicago district with headquarters 
at 141 W. Ohio St. The district in- 
cludes Milwaukee, Chicago, Indian- 
apolis, Cleveland, Columbus, O.; 
Grand Rapids, Mich., and Detroit. 
George D. Sturtevant is Philadel- 
phia district manager with head- 
quarters at 2750 N. Broad St. His 
staff will cover Philadelphia, Har- 
risburg, Pa.; Baltimore, Buffalo, 
Syracuse, Albany, Hartford, New 
York City and Newark, N. J. 

OK ok Oo 


GM of Canada 
Opens Giant Depot 


TORONTO. — General Motors of 
Canada has opened what is said to 
be the largest automotive parts 
field warehouse in Canada in the 
Pointe Claire industrial area of 
Montreal. 

The $3.5-million building becomes 
GM’s Quebec headquarters for 
parts, service and sales. It contains 
240,000 square feet of floor space 
on a 19-acre site. 

The building stocks quantities of 
over 60,000 different automotive 


parts. 

The building has indoor loading 
docks for seven railway boxcars 
and 12 highway transports. It fea- 
tures flexible floor conveyor sys- 
tems for rapid movement of stock. 





Canadian Parts Makers 
Seek Tariff on Imports 


cent tariff against Canadian cars 
entering the United Kingdom.) 

3. Canada’s trading surplus with 
the United Kingdom is the largest 
of any surplus with any of the 124 
nations with which the United 
Kingdom trades. 

4. Last year, imports of cars, 
trucks and parts from the United 
Kingdom totalled $100 million, com- 
pared with $424 million from the 
United States. 

5. Protection from United King- 
dom and European imports which 
would benefit Canadian automobile 
manufacturers would also tend to 
increase imports of components 
from the U. S., and make worse the 
unfavorable trade balance with the 


Canada, the parts manufacturer! 1 § 


Tire Shipments 
Gain One Percent 


During Month 


NEW YORK. — Manufacturers’ 
shipments of passenger-car tires 
during May amounted to 9,980,707 
units, an increase of 1.11 percent 
above the 9,871,502 tires shipped 
during April, according to the Rub- 
ber Manufacturers Assn., Inc. 

Production of car tires in May 
rose to 9,457,700 units, increasing 
3.20 percent over the April produc- 
tion of 9,164,701 tires, 

Inventories at the end of May 
came to 22,984,745 units, a decrease 
of 2.24 percent below the April in- 
ventories of 23,511,713 tires. 

Truck and bus-tire shipments for 
May amounted to 1,207,233 units, de- 
creasing 2.88 percent below the 
1,242,960 tires shipped in April. May 
production of 1,320,877 tires de- 
creased 2.32 percent below April’s 
production of 1,352,248 units, 

Inventories at the end of May 
amounted to 3,982,095 tires, an in- 
crease of 2.39 percent above April 
inventories of 3,889,308 units. 
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Ad Costs Per Car Are Listed... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Ad cost per American-made car 
in 1959 averaged $32.99, according to 
a study conducted by Advertising 
Age. That’s a 4 percent decrease 
from the $34.52 spent to advertise 
the average new car in 1958. 

Included in the measurements 
were the amount invested in 
magazines, newspapers, Sunday 
supplements, network radio, net- 
work television, 
farm magazines and outdoor. 

Omitted from the study were di- 
rect mail and point-of-sale dealer 

helps and company-published mag- 
azines, dealer-placed advertising 
and other advertising which con- 
stituted a considerable part of the 
ad budget, the trade paper said. 

On an individual basis, Studebak- 
er Hawk had the lowest ad cost per 
car at $20.30 in 1959. That compared 
with $39.86 a year earlier. 

Elsewhere, according to ad cost 
per car, the standard Ford was 
second with $21.23 in 1959, compared 
with $22.90 a year earlier; the 
standard Chevrolet was down from 
$23.90 to $23.63; Falcon at $30.52; 
Pontiac up from $30.72 to $30.82; 
Rambler up from $26.17 to $31.53; 
Plymouth up from $30.61 to $32.18; 
Oldsmobile down from $37.04 to 
$33.76. 

Buick up from $37.76 to $42.63; 
Lark at $50.36; Cadillac up from 
$48.44 to $51.68; Mercury down 
from $69.21 to $54.43; Corvair at 
$57.17; Dodge down from $72.28 to 
$68.01; Edsel down from $195.20 to 
$76.53; DeSoto up from $92.96 to 
$104.34; Lincoln down from $134.42 
to $106.40; Imperial up from 
$133.50 to $136.63, and Valiant at 
$285.93. 

Since measured media figures are 
based on gross rates only and ex- 
clude production and talent costs, 
they are in themselves representa- 
tive, the trade paper said. 

Arbitrary splits, when two or 
more cars are covered by one Meas- 
ured expenditure, were made even- 
ly. All institutional advertising, ex- 
cept that which appeared in news- 
papers, was measured by dividing 
sums among the corporation’s 
American-made models, it was 
stated. a ae 


Integrity Championed 

The Boston Traveler recently ran 
an ad on its front page stating that 
it endeavors to exclude from its 
pages advertising that is false, mis- 
leading, deceptive or against the 
public interest. 

It excludes from the paper any 
advertisements cited by the Better 
Business Bureau, the ad said. 

“It’s a matter of integrity,” said 
the advertisement, “integrity in our 
news column; integrity in our ad- 
vertising.” 

* ok * 


Name Change for Weissman 


Len Weissman, agency principal, 
has announced the change of his 


Agency Merger 
Unites BSF&D 
And Ross Roy 


DETROIT.—Two of Detroit's old- 
est national advertising agencies, 
Ross Roy, Inc., and Brook, Smith, 
French & Dorrance, Inc., will merge 
Aug. 1, it was announced last week 
by the two companies. 

The new agency will be known 
as Ross Roy-BSF&D, with Ross 
Roy serving as board chairman and 
chief executive officer, and Walter 
C. Ayers, now president of BSF&D, 
assuming the post of president of 
the new agency. Guy Smith, now 
board chairman and treasurer of 
BSF&D, will serve as senior con- 
sultant to the new organization. 

John S. Pingel, executive vice- 
president of BSF&D, will become 
executive vice-president, and T. G. 
McCormick, of Ross Roy, Inc., will 
become executive vice-president — 
administrative of the merged firms. 

The new organization will start 
with a combined billing of $25 mil- 
lion, the bulk of Ross Roy in mer- 
chandising and sales training work 
for Chrysler Corp. The last automo- 
tive account held by BSF&D was 
Hudson, which it relinquished in 
1956. 


spot television, | 








company’s name to “The Len 
Weissman Company, Inc.” 

Specializing in advertising and 
public relations, the company will 
continue to operate at the same lo- 
cation, 9110 Sunset Blvd., Los An- 
geles, with the same personnel that 
has been associated with Promo- 
tional Advertising, Inc. 

* *~ * 


Rate and Data Folder 


The 3ist annual circulation an- 
alysis folder, formerly published by 
the Katz Agency, is now available 
from the publishers of State ¢ 
Local Farm Papers. 

The folder is available upon re- 
quest from State & Local Farm 
Papers, Room 1600, 28 E. Jackson 
Blvd., Chicago 4, IIl. 

* * + 
Little League Film 

A 28-minute, 16-mm. color feature 
film to promote interest in Little 
League baseball has been released 
for distribution by Chrysler Corp. 

“A Happy Summer Evening,” 





which features Ted Williams and 
other Boston Red Sox players, is 
being made available free of charge 
by dealers who sell Chrysler Corp.’s 
cars and trucks. Modern Talking 
Pictures, Inc., will distribute the 
film through its 30 offices around 


the country. 
* x + 


Simoniz Picks Agency 

Simoniz Co., Chicago, has 
named Dancer-Fitzgerald-Sam- 
ple, Inc., to handle all advertis- 
ing for Simoniz consumer prod- 
ucts. Buchen Co., Chicago, will 
continue to handle their present 
brands. 


* * * 


Media Notes 


Redbook magazine closed its 
August issue with 15.6 percent 
more display advertising linage 
than in the corresponding issue of 
last year ... Ladies’ Home Journal 
announces a new circulation rate 
base of 6,500,000, effective with the 
January, 1961, issue ... Playboy, 
announces the appointment of Hal 
Winter Co., Miami, as advertising 
representative in Florida and the 
Caribbean area. 

The international editions of 
Reader’s Digest registered 10,009.92 


Keeps 
ae] 
customers 
HTT 





brings 





oil changes. . 


Remember—if you can get new 
car customers to come back for oil 
change, you’ll get them for all 
their service needs. . 
’em back like Mobil! 


advertising pages during the first 
six months of this year, or 10 per- 
cent above the 9,101.25 pages a year 
ago... U. 8. News & World Re- 
port advertising sales office in De- 
troit has moved to 628 Fisher 
Building. 

TV Guide magazine’s advertising 
revenue for the first half of 1960 
showed a 25 percent gain over the 
same period of last year—up from 
$4,548,102 to $5,663,544 .. . Ad rates 
for Car Craft magazine will be in- 
creased effective with the January, 
1961, issue. Rates are based on $700 
for a black and white page. 

Reader’s Digest circulation dur- 
ing the first three months of 1960 
totalled 12,309,268, topping the rec- 
ord 12,239,013 set during the first 
quarter of 1959. 

* * * 


Personnel Changes 


Richard C. Kopke from director 
of General Motors management 
clubs to GM’s public relations staff 
in Washington . . Tedd Joseph 
from vice-president and coordina- 
tor of international operations at 
Foote, Cone & Belding advertising 
agency to director of marketing for 
the international edition of the 
New York Times .. . McDonald C. 
Tucker from public relations ac- 





. and nothing 
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count supervisor at Young & Rubi- 
cam, Ltd., Toronto, to manager of 
product publicity services at Ford 
Motor Co. of Canada. 

Ira S. French, with the organiza- 
tion since 1959, to director of public 
relations for the Instrument Soci- 
ety of America... Anthony C. De- 
Pierro from special assistant to the 
president to vice-president in 
charge of media for Geyer, Morey, 
Madden & Ballard, Inc. .. . Peter 
Allen from WXYZ-TV, Detroit, to 
account executive in the Detroit 
office of John Blair & Co., radio 
Station representatives ... Patrick 
Dolan, president of BBDO Inter- 
national, Inc., to board of directors 
of Batten, Barton, Durstine & Os- 
born, Inc. 

Fred Barrett, a retired vice-presi- 
dent and director of Batten, Bar- 
ton, Durstine & Osborn, to Busi- 
ness Development Associates, a 
marketing service firm in New 
York ... Roland G. James, art di- 
rector, and Edwin J. Heaney, ac- 
count executive, to vice-presidents 
of Geyer, Morey, Madden & Bal- 
lard, Inc. 

Robert E. Trau has been appoint- 
ed automotive editor of Chicago’s 
American, effective with the retire- 
ment of Herbert D. Wilson, on 
Oct. 1, 


New car customers will keep coming back to-you for 
. and there are some very good reasons why: 


PROOF! Mobiloil Special is recognized by your 
customers as one of the truly top multi-grade 

oils on the market today— proved in America’s top 
speed and performance events. 


QUALITY! Mobiloil Special provides the kind 
of smooth performance and top economy every motorist 


expects from his new car. 


CONFIDENCE! With Mobiloil Special new car 
owners feel confident that they are protecting that 
big dollar investment in their car. 





MOBIL OIL COMPANY, A Division of Socony Mobil Oil Company, Inc., 150 East 42nd Street, New York 17, N. Y. 
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Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. Sa 
KANSAS CITY 


K. C. Automobile Auction Co., Inc, Sale 
every Wednesday, Prices are for sale of 
July 13. 

BUICK—’59 Invicta Estate Wagon, §$2,- 
270° (ps). 

58 Special 4-dr. Riviera, $1,600* ya 

'57 Century 4-dr. Riviera, $805* (ps 

‘56 Century 4-dr. Riviera, $750° ; a 
4-dr, Riviera, $465° (ps); 2-dr., $450°. 

’55 Special 2-dr. Riviera, $575*, 

'53 Super 4-dr., $210°; RM 4-dr., $150*. 
CHEVROLET—'60 Impala (8) sport sedan, 
$2,385°; Corvair (6) 4-dr., $1,522. 

"59 Parkwood (8) 4-dr., $1,820*; Impala 
(8) 4-dr., $1,710*, $1, 690°; Bel Air (6) 
4-dr., $1,545°; Bel Air (8) 4-dr., $1,- 
405°: Biscayne (6) 2-dr., $1,290. 

‘68 Biscayne (8) 4-dr., $1,160°; 2-dr., 
$935; Delray (6) 2-dr., $922. 

"57 Two-ten (8) 4-dr., $1,282* (ps), 
$940°; Bel Air (8) 4-dr., $1,260*, $1,- 
107; sport sedan, $1,207, $1,200* (ps). 

’56 Bel Air (8) sport sedan, $742; Two- 
ten (6) 2-dr., $630; Two-ten (8) 2-dr., 

° 


$470°. 

‘55 Bel Air (8) 2-dr., $705*, $460°; ‘4-dr., 

$675*; sport 4 $660*; Two-ten (8) 
4-dr., $675*, , $385; Two-ten (6) 
4-dr., $450*, 

54 Bel Air 4-dr., $420* (ps), $410*; 
Two-ten 4-dr., $405*; 2-dr., $195. 

“J _ Air 4-dr., $355, $205°*; 2-dr., 

$195°; __ coupe, $235*; Two- 
4 % dr., 

"62 Deluxe. 4-dr., , $265, $130°. 
DeSOTO—'56 Firedome 4-dr., $645°. 
DODGE—’'57 Royal (8) 4-dr., $825°. 

’54 Coronet (8) 4-dr., $230*, $222. 
a 60 Galaxie (8) 4-dr., $2,160* (ps), 
1,990°. 

'59 Galaxie (8) 4-dr., $1,847, $1,837°; 
Custom 300 (8) 2-dr., $1,175* (ps). 

‘58 Fairlane 500 (8) conv., $1,715* (ps); 
4-dr., $1,205*; Fairlane (8) 4-dr., $1,- 
305° (ps), $1,125°, 

‘57 Country Sedan (8) 4-dr., $1,180*; 
Fairlane 500 (8) 2-dr., $775*; Fairlane 
500 (6) 2-dr., $765*, $690; Custom 300 
(6) 4-dr., $635. 

‘56 Fairlane (8) 4-dr., §725*, $530°, 
= conv., $405°; Fairlane (6) 4- 


, $585", 
55 "Fairlane (8) 4-dr., $630°, $430°. 


54 Crest (8) 4-dr., $462*, $400, $330. 
"53 Crest (8) 4-dr., $265*. 
he Custom (8) 2-dr., $487, $245; 4-dr., 
145°. 
_ Montclair 4-dr, hardtop, 
10° 
‘55 Montclair conv., $325*; Custom 2-dr 


2-dr, hardtop, $270° 


$320° ; 
4-dr., $735* (ps); 


OLDSMOBILE—’56 (98) 
(88) 4-dr., $530°. 
SS (88) 4-dr, Holiday, $562* (ps); 4- 
dr., $420°. 
64 (88) 4-dr., $485°; 


2-dr., $305°, 
"63 (88) 2-dr., $112°. 
PACKARD — ‘55 Clipper 2-dr, hardtop, 
a 


$25 
PLYMOUTH—'58 Belvedere (8) conv., $1,- 


112°; Plaza (8) 4-dr., §$950°; Savoy 
(8) 4- -dr., $705°, 

‘ST Belvedere (8) 4-dr., $832*; 2-dr. 
hardtop, $790*; Suburban (6) 4-dr., 
$775*; Savoy (8) 4-dr., $690°; Savoy 
(6) 4-dr., $525; Plaza (8) 2-dr., $685, 
$565. 

"66 Savoy (6) 2-dr. hardtop, $510°; 


Savoy (8) 2-dr., $385°, 
"55 Belvedere (8) 2-dr, hardtop, $590*. 
*64 Savoy 2-dr., $255°. 
*62 Cambridge 2-dr., $120, 
PONTIAC—'55 Chieftain 4-dr., $610*. 
*54 Chieftain 2-dr.; $335*; 2-dr. Catalina, 
$245°*; Star Chief conv., $220°. 
‘53 Chieftain 2-dr, Catalina, §250°*. 
RAMBLER—'59 Super (6) 4-dr., $1,525°. 
*68 Super (6) 4-dr., $675°. 
’57 Custom (6) Cross Country, $905*. 
STUDEBAKER—’55 Commander (8) 2-dr., 


$292. 
MISCELLANEOUS — '59 Dodge %-ton 
pickup, $1,150. 
‘66 Chevrolet '1-ton truck, $700, 


FONTANA, WIS. 


Fontana Auto Auctionr Sale every Thurs- 
day. Prices are for sale of July 14. Nice 
weather, sales picking up. 

BUICK—’'57 Special 4-dr. Riviera, $880*. 

‘56 Century 4-dr. Riviera, $535*, $525°; 
Special 4-dr. Riviera, $520°. 

‘S56 Special 4-dr, Riviera, §715°; Estate 
Wagon 4-dr., $625*; Super 2-dr, Rivi- 
era, $490°, $395, $360°, 

‘S54 Special 4-dr., $270°*. 

"63 Special 2-dr, Riviera, $305°. 

CADILLAC—'58 (62) Sedan de Ville, $2,- 
620°. 

'B6 (62) Coupe de Ville, $1,365*; Sedan 
de Ville, $1,210*; Eldorado conv., $1,- 
065° (ps). 

‘55 (62) Coupe de Ville, $865* (ps); 4- 
dr., $755* (ps). 

"54 (62) conv., $930°, 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 





oa. Corvair (6) 4-dr., $1,- 
550° (ps 

59 tmoele (8) conv., $1,845, $1,625° 

(ps); 4-dr., $1,825*; sport sedan, $1,- 


Brookwood (8) 4-dr., $1,555*; 
s. 496°, $1,420°; Be 
Air (8) 4-dr., $1,375 


58 Brookwood (6) de, $1,160*; Bis- 
eee (8) 4-dr., $1,155* (ps), $1,085*, 


$1 

’S7 Bel Air (8) sport sedan, $1,105*, 
$995; conv., $1,005* (ps); Bel Air (6) 
2-dr., $900; Two-ten (8) 4-dr., $860°; 
station wagon 4-dr., $865*; One-fifty 
(6) 4-dr., $750, 

'56 Bel Air (8) ae sedan, $850*, $600; 
4-dr., $545*; dr., $725°,  $685°, 
$790°; Two-ten (8) 4-dr., $660; 2-dr., 
$550*, $300*; Two-ten (6) 2-dr., $455; 
One- fifty (6) 2-dr., $420. 

'5S Two-ten (8) 2-dr. hardtop, $665*; 2- 
dr., $545; 4-dr., $385; Two-ten (6) 4- 


820°; 
Bel Air (6) 2-dr., 


dr., , $370*; Bel Air (8) 4-dr., 
$635*, $490, $375*, $350; 2-dr., $380, 
$365, $2 

"53 Two-ten_ 4-dr., $315. 

ranies. 57 Coronet (8) 4-dr. hardtop, 

$825* 

'56 Royal (8) 4-dr. hardtop, $625°; 4-dr., 
$460°; Coronet (8) 4-dr., $500°. 


ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Iinsured—No Registration Fee 





COLORADO 





Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782i 
SALE EVERY MONDAY 
11:00 A.M. 

George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 








Denver Auto Auction 
4% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 


Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 
TWIN RING SELLING 





CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our i4th year 
of continuous operation. 
Sele every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 








FLORIDA 
DAYTONA BEACH — Florida Auto 


Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH — ‘Florida’s 
5 a auction. 12 Noon. Thurs- 
day. W . Palm Beach Fairground. 


Figures alongside bars represent dollars. 


Prices of '60s added and '52s dropped in December, 1959. Prices of 59s added and '51s dropped in December, 1958. 





’55 Royal (8) 2-dr. hardtop, $305*. 
EDSEL—’58 Ranger 4-dr. hardtop, $720. 
FORD—’59 Fairlane 500 (8) 4-dr. Victoria, 

ot 545* ; Fairlane (8) 4-dr., $1,285*. 
58 Fairlane (8) 4-dr., $850*; Custom 300 
8) 2-dr., $825*. 

57 Custom Sedan (8) 4-dr, (@ pass.), 
$1,175* (ps); 4-dr., $755*; Fairlane 500 
(8) conv., $930°; 4-dr, Victoria, $835* 
(ps); Custom 300 (8) 4-dr., $745°*, 
$655*; Ranch Wagon (8) 2-dr., $695*. 

56 Fairlane (8) 4-dr, Victoria, $610*, 
$325*; conv., $615* (ps); 2-dr., $255; 
Custom (8) 4-dr., $585*; Main (6) 2- 


dr., $285. 

‘55 Fairlane (8) 2-dr. Victoria, $785, 

$485, $405*, $400, $305*; 4-dr., $525*, 

-» $505; Custom (8) 4-dr., 

, $395, $250°; 2-dr., $430. 

“ ao (8) 2-dr., $200; Crest (6) 2- 
Victoria, $160*. 
ss ‘Outen (8) 4-dr., $155*; Custom (6) 
4-dr., $125. 

MERCURY — '57 Turnpike Cruiser 2-dr. 
hardtop, $890* (ps); Montclair 4-dr., 
$855", 4-dr, hardtop, $785*, 
$695°, $675°. 


‘56 Montclair 4-dr, hardtop, $595* (ps). 
'54 Monterey 4-dr., $250°. 
’53 Monterey 2-dr, hardtop, $115, 


MARYLAND 
BEL AIR—Bel Air si aoe. Ti- 
tles, checks guaran 4 


ed. Thur., i anne, noon. Senah 


MICHIGAN 





STATE FAIR AUTO AUCTION 


19745 RALSTON 
(Rear of 19600 Woodward, Detroit) 


TWO SALES WEEKLY 
Tuesday and Friday at 12:30 


Phone: TO 9-4660 
C. Simpson, Pres — Sam Goodman, Mgr. 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
@ “DUAL RING" 2 lines running simultane- 
ously. 
®@ Conveniently located in the heart of the 
automobile world 


© Ten acres of completely fenced parking 
area. 


Always a fine selection of sharp cars, 
Friendly relations prevail at all times, 
Congenial auctioneers. 

Fair management, 


MICHIGAN'S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D, McCollum, Vice-President and Mana 
3711 Western Road Phone CEdar 2-3 a1 


cae) 
DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just / mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 
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ae (88) 2-dr., $1,485*; 
’56 (98) 4-dr. Holiday, $890* (ps); 2- 


Holiday, $615*; (88) 4-dr., $695°*, 
'55 (88) Super 4-dr., $605* (ps), 
*54 (88) 4-dr., $495*. 

*53 (98) 4-dr., 







4- 
dr, 


$295°; (88) 4-dr., $240°. 


PLYMOUTH—’58 Savoy (8) 4-dr., $735*. 


’57 Belvedere (8) 4-dr., 
2-dr., $490°; 4-dr., 

"56 Savoy (8) 4-dr., '$475*; 
dr., $320* 

"55 Savoy (8) 2-dr. hardtop, $375*; 2- 
$305; Belvedere (8) Suburban 4- 
$310*. 

'54 Savoy 2-dr., $140*. 

PONTIAC — ’60 Catalina 2-dr., 


; Savoy 
$420°. 


(8) 


Savoy (6) 4- 


dr., 
dr., 


$2,735* 


(ps). 
’59 Bonneville 4-dr. Vista, $2,350* (ps); 
Catalina conv., $2,314* (ps); Safari 4- 


dr., $2,155°. 
’57 Chieftain 2-dr.'Catalina, $825*. 
’56 Chieftain 2-dr, Catalina, $675*; 4- 
Catalina, $625*; 4-dr., $620°, $415. 
_ — Chief i 
$500*, 
6S. "Chieftain 4- Mf ” $210*, 
RAMBLER—'59 Deluxe (6) 4-dr., 
—_— (6) Cross Country 4-dr., 
4 " 


NEW JERSEY 





dr. 


$545 ; Chieftain 4- 


$1,545; 


$1,- 





‘58 Custom (6) 


'57 Deluxe (6) 4-dr., $875, 
‘55 Super Cross Country 4-dr., $465, 
$285; Deluxe 4-dr., $345, 
STUDEBAKER—’60 Lark (6) 4-dr., $1,- 


Cross Country 4-dr., 


she Seeommaibes (8) 4-dr., $115, 
WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc, Sale every 
Wednesday. Prices are for sale of July 13. 
BUICK—’59 LeSabre 4-dr., $2,100* (ps). 

’56 Special 2-dr. Riviera, $710*, $580. 


‘55 Special 2-dr. Riviera, $560*, $510*, 
$400°; 2-dr., $375, $330°* (ps); Cen- 
tury 2-dr. Riviera, $350*. 

'54 Century 4-dr., $280*, $160°. 


CADILLAC—’56 (62) 4-dr., $950* (ps). 
"53 (62) 2-dr. hardtop, $515* (ps), 
"51 (60) Special 4-dr., $225*. 
CHEVROLET—’60 Impala (8) 4-dr. hard- 
top, $2,360*, $2,300 (ps). 
'59 Kingswood (8) 4-dr., $1,760* (ps); 
Impala (6) 2-dr, hardtop, $1,725*; Bel 
Air (8) 4-dr., $1,625*, $1,575*, $1,475*, 


$1,350*; 2-dr., $1,425*. 

‘58 Impala (8) conv., $1,425* (ps), $1,- 
350* (ps); Bel Air (6) 4-dr., $1,325*, 
$1,280* (ps); Bel Air (8) 2-dr, hard- 
top, $1,110*; Biscayne (8) 4-dr., $1,- 
260°, $1, 075*; Biscayne (6) 4-dr., $1,- 
065°; Brookwood (6) 4-dr., $1, 100°; 
Yeoman (6) 2-dr., $990*. 

57 Bel Air (6) .2-dr., $1,065*; 4-dr., 
$1,050; Bel Air (8) 4-dr., $755* (ps); 
Two-ten (8) 4-dr., $1,010*, $750, $675. 

56 Bel Air (8) 4-dr. hardtop, $850* 
(ps), $820* (ps); Two-ten (8) station 
wagon 4-dr., $710*; 4-dr., $625; One- 
fifty (6) 4-dr., $605*. 

’5S Two-ten (8) 4-dr., $525*. 

’54 Bel Air 2-dr. hardtop, $410; 4-dr., 
$360*; Two-ten 4-dr., $400*, $230. 

’53 Two-ten 4-dr., $275; 2-dr, hardtop, 
$155, $135. 

—— Windsor 4-dr., $405* 
ps). 
— °55 Firedome 2-dr. hardtop, 
$500* (ps). 


DODGE—’ 58 Custom Royal (8) 4-dr. hard- 
top, $1,200* (ps). 

FORD —’'59 Galaxie (8) 
(ps); Fairlane (8) 4-dr., 
tom 300 (8) 4-dr., $1,450*; 2-dr., $1,- 
075; Custom 300 (6) 4-dr., $1,250*. 

‘58 Fairlane 500 (8) Skyliner, $1,415* 
(ps); conv., $1,195* (ps); Fairlane (8) 
4-dr., $1,025*, $795*. 

’57 Fairlane 500 (8) conv., $1,030* (ps); 
2-dr. Victoria, $830* (ps); 4-dr., $780*; 
Custom (8) 4-dr., $800*; Custom 300 
(6) 4-dr., $700*; 2-dr., $560; Custom 
300 (8) 4-dr., $675*, $640*%; Ranch 
Wagon (8) 2-dr., $370*. 

’56 Fairlane (8) conv., —_ (ps); 4-dr., 
$680*; 2-dr., $505*, 

55 Fairlane (8) 2- dr. Victoria, $425°; 
Country Sedan (8) 4-dr., $200°; Cus- 
tom (8) 4-dr., $145. 


(Continued on Page 46, Col. 1) 


4-dr., $1,625* 
$1,480*; Cus- 





NEW YORK 
OY AUTO AUCTION, 


INC., Box 


Minutes from New York City & 460, RD 4. Insured checks & titles. 


8 
UT 


O AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 








LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 
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NATIONAL AUTO 
DEALERS EXCHANGE 










Every Thurs. 12:30. 


NEW YORK STATE'S GEDEST 
NATIONALLY KN@WN 


TIM ANSPACH INC. 
Dealer Auto Auction 


Albany 5, N. Y. 
Ev: Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 
AKRON—A-1 Auto Auction, U. S. 224, 


PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


TEXAS 








AMARILLO AUTO 
AUCTION, INC. 
10TH Phone: DR 
WE PICK UP AND SELL 

FOR LEASING COMPANIES ANYWHERE 

12 Years Fair Dealing 
——<Auction Checks Issued—— 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 


3202 E. 2-9503 








For Fast, Accurate Directions to 
Leading U. S. Auto Auctions, Dealers 
Leok in LUCAD. 
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BUICK'S 


ALL TIME BEST 


‘“‘Buick’s all-time Best” is more than an d what just another advertising slogan. 


It’s the realization of a goal that it means Buick set for itself many months 
ago, and it resulted in the establish ment of a Reliability Department. 


The Reliability Department’s goal to YOu was to make Buick nothing less 


than the most reliable car in the auto mobile industry. 
Buick engineers attacked the problem this way: they began with a frank eval- 
uation of every one of the thousands of parts that make up the complete Buick. 


Any Buick components that did not ’ meet a rigid new set of standards were 
re-engineered. In addition to this, all @® assembly procedures were re-checked and 
modified where necessary to achieve the highest degree of reliability. 


Every day Buick quality and reliability improved, until, on the day of announcement 
for the 1960 Buick, we could proudly and truthfully say, ‘“This is Buick’s all-time Best.” 


Both Buick dealers and Buick buyers have been quick to recognize this great new 
quality in the Turbine Drive Buick ’60. Warranty claims have dropped to one of the 
lowest points in years and, often as not, when a Buick owner brings his car in for service, 
he makes it plain how happy he is with the car. 

This same reliability, which has been so carefully built into Buick, part by part, 
will be the springboard for Buick’s selling drive in the Sixties. More and more, 
buyers will come to know Buick as a car they can depend on. And more and more, 
this will mean business— good business for Buick dealers! 


Buick—at its all-time best—a car Buick dealers can sell with pride and confidence. 


THE *TOURBINE, Lirive eaJiCK GO 












: MERCURY—’57 Monterey 2-dr., $775. 
{ ’54 Monterey 4-dr., $240* (ps); 2-dr., 
1 


$105. 
OLDSMOBILE — '58 (88) 4-dr., $1,165", 


j $1,105* (ps). 

; ‘57 (88) Super 4-dr., $990* (ps); 2-dr. 
Holiday, $775* (ps); (88) 4-dr, Holi- 
day, $890*. 


"56 (88) Super conv., $830* (ps), $750* 


(ps). 

"55 (88) 2-dr., $500*; 4-dr., $210°*. 

"54 (88) 2-dr., $275*; (98) 4-dr., $190*, 
$155*, $145°*. 

PACKARD—’53 Clipper 2-dr., $170*. 
PLYMOUTH—’58 Savoy (8) 2-dr., $770*. 

"57 Savoy (8) 4-dr., $675*, $615*. 

"56 Belvedere (6) 2-dr., $485; Savoy (8) 
4-dr., $475*. 

’55 Belvedere (6) 2-dr., $390; 2-dr. hard- 
top, $340*, $250°; Plaza (6) 2-dr., 
$165; Savoy (6) 2-dr., $150. 

’54 Belvedere 2-dr. hardtop, $330; Savoy 
4-dr., $245. 

53 Belvedere 2-dr, hardtop, $180; Cam- 
bridge 2-dr., $110, $105. 
PONTIAO — ’'56 Chieftain 2-dr, hardtop, 

$525. 

’54 Chieftain 4-dr., $230*, $165. 

‘53 Chieftain 4-dr., $205*; conv., $100*. 
RAMBLER—’60 Deluxe (6) 4-dr., $1,555*. 
*56 Custom Cross Country 4-dr., $555. 
STUDEBAKER—’53 Commander (8) 4-dr., 


$100. 
a Dodge (6) pickup, 
40. 
‘56 Chevrolet %-ton pickup, $680. 
i ’55 Ford (8) %-ton pickup, $375. 
i "52 Willys (6) Jeep, $330, $275. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of July 14. Strong 
response this week for ’59, ‘58, and ‘57 
cars, Sharp merchandise finding many tak- 
ers. Average cars selling for fair money. 
Sold 208 cars from 281 consignments. 


BUICK—’'59 Invicta 4-dr. hardtop, §$2,- 
010* (ps). 

i *58 RM conv., $1,510* (ps); 2-dr. Rivi- 

era, $1,460*; 4-dr, Riviera, $1,325* 
(ps); Super 4-dr. Riviera, $1,475* (ps), 
$1,320* (ps); Special 2-dr. Riviera, $1,- 
320°, $1,200*; 2-dr., $1,140* (ps); 

I 4-dr., $1,085* (ps). 

i '57 RM 4-dr. Riviera, $1,060* (ps), $1,- 
010* (ps); Century 4-dr, Riviera, $1,- 
060* (ps); Super 4-dr. Riviera, $1,- 
035*; Special 4-dr., $860* (ps). 

*°56 Century 4-dr, Riviera, $720*; Estate 
Wagon 4-dr., $600* (ps); Super 2-dr. 
Riviera, $700* (ps), $510* (ps). 

CADILLAC—’60 (62) 2-dr. hardtop, 
O70* (ps). 

"59 (62) 4-dr., $3,380* (ps). 

"58 (60) Special 4-dr. hardtop, 
(ps); (62) Coupe de Ville, $2,600* 
(ps); 4-dr, hardtop, $2,440* (ps). 

"57 (60) Special 4-dr, hardtop, $2,015* 
(ps); (62) 2-dr. hardtop, $1,885* (ps). 


$4,- 


$3,000* 


"56 (62) 2-dr, hardtop, $1,240* (ps); 
4-dr., $1,210* (ps); (60) Special 4-dr., 
(ps). 


| $1,030* 
i ‘55 Eldorado conv., $1,025* (ps). 
CHEVROLET — '59 Parkwood (8) 4-dr., 
$1,605; Parkwood (6) 4-dr., $1,555*, 
$1,540*; Bel Air (6) 4-dr., $1,485", 
$1,470*, $1,420*, $1,405*, $1,300; 2-dr., 
$1,375*, $1,265; Bel Air (8) 4-dr., $1,- 
435*, $1,410*, $1,375. 
"58 Biscayne (8) 4-dr., $1,200*, $1,090*, 
$1,040*, $1,020*; Biscayne (6) 4-dr., 
$1,035*, $995; 2-dr., $920; Bel Air (8) 
4-dr., $1,175*; Brookwood (6) 4-dr., 
$1,125, $1,095*, $1,085*. 
’57 Bel Air (8) sport coupe, $1,200* (ps); 
4-dr., $1,050* (ps); Two-ten (8) 4-dr., 


$950*; Two-ten (6) 2-dr., $785; sta- 
tion wagon 4-dr., $725; One-fifty (8) 
4-dr., $820*. 


’56 Two-ten (8) 4-dr., $675*, $650*; Two- 
} ten (6) station wagon 4-dr., $650; 2- 
dr., $650*; One-fifty (6) 2-dr., $530. 


{ "55 Bel Air (6) 4-dr., $595*; Bel Air 
| (8) 2-dr., $270*; Two-ten (6) 4-dr., 
$370, $260. 
’54 Bel Air (6) 4-dr., $150*. 
"53 Special 2-dr., $175; Bel Air 2-dr. 
| hardtop, $150; 2-dr., $145*. 
} CHRYSLER—’59 Windsor 4-dr., $1,770* 
(ps). 
58 NY 4-dr. hardtop, $1,630* (ps); Sar- 
atoga 4-dr., $1,300* (ps); Windsor 


4-dr., $1,210* (ps). 

"57 NY 4-dr, hardtop, $1,250* (ps), $1,- 
170* (ps); 4-dr., $1,140* (ps); Wind- 
sor 4-dr, hardtop, $1,065* (ps); 4-dr., 
$980* (ps). 

‘66 Windsor 4-dr., $660* (ps), $495* 
(ps); 2-dr. hardtop, $620* (ps). 

’53 NY 2-dr., $135* (ps). 

DeSOTO—'58 Firedome 4-dr., $1,205* (ps); 


Firesweep 4-dr., $1,110. 
’57 Firedome conv., $1,040*; Fireflite 
4-dr., $875* (ps); Firesweep 4-dr., 
$750* (ps). 


’56 Fireflite 4-dr., $670. 
DODGE — '58 Coronet (8) 2-dr, 
$1,120* (ps); 4-dr., $830°*. 

'57 Suburban (8) 2-dr., $955* (ps), 
$825*; Custom Royal (8) 4-dr., $920* 

(ps); Coronet (8) 4-dr., $770*. 

*56 Custom Royal (8) 4-dr., $630*. 

"53 Coronet (8) Sierra, $115. 

FORD—’59 Fairlane 500 (8) 4-dr., $1,580* 
(ps); Ranch Wagon (8) 4-dr., $1,415* 
(ps); Custom 300 (8) 4-dr., $1,410* 
(ps); Fairlane (8) 4-dr., $1,265*, 

58 Thunderbird (8) 2-dr, hardtop, $2,- 
240° (ps); Fairlane 500 (8) 2-dr. Vic- 
toria, $1,235* (ps); Fairlane (8) 4-dr., 


hardtop, 


$1,030* (ps); 2-dr., $810, $765*; 
Country Sedan (8) 4-dr., $1,010", 
$875*; Custom 300 (8) 4-dr., $985, 
$540". 


’57 Ranch Wagon (8) 2-dr., $870* (ps); 
Ranch Wagon (6) 2-dr., $650°; Fair- 
lane 500 (8) 2-dr. Victoria, $840; Cus- 
tom 300 (8) 4-dr., $770; Country Sedan 


(8) 4-dr., $750*%; 2-dr., $680*, 
56 Fairlane (8) 2-dr, Victoria, $700* 
(ps), $300*. 


‘55 Thunderbird (8) conv., $1,400; Coun- 
try Sedan (8) 4-dr., $425, 2 at $400, 
$320; Custom (8) 2-dr., $355; Fairlane 
(8) 4-dr., $355; Main (8) 4-dr., $355. 


‘652 Ranch Wagon (8) 2-dr., $175. 
IMPERIAL — ’58 Imperial 4-dr., $1,840*° 
(ps). 
‘57 Crown 4-dr. hardtop, $1,600* (ps); 
4-dr., $1,460° (ps). 
LINCOLN—’59 Capri 4-dr. hardtop, $2,- 
485° (ps). 
’58 Premiere 4-dr., $1,700* (ps); Capri 


2-dr. hardtop, $1,685* (ps); 4-dr., $1,- 
580° ( . 
‘57 Premiere 4-dr., $1,225* (ps). 





Used-Car Auction Prices 


(Continued from Page 44) 
MERCURY—’59 Montclair 2-dr. 


$1,900* (ps). 


‘58 Montclair 4-dr., $1,115* (ps); Mon- 
2-dr., 


terey 4-dr., $1,080*; 


(ps). 


’57 Montclair 2-dr. hardtop, $950*; Mon- 


terey 2-dr. hardtop, $800. 


'56 Montclair 2-dr. hardtop, $625*. 
'54 Monterey 2-dr. hardtop, $245. 


OLDSMOBILE — ’59 (88) 4-dr., $1,825* 


(ps); 2-dr., $1,760* (ps). 
‘58 (88) Super 4-dr. 


$1,165*, $1,080. 


"58 Suburban (8) Custom 2-dr., $910*; 


4-dr., $755 (ps); Savoy 

$850*; 4-dr., $750, $650. 
"57 Belvedere (8) 4-dr., 

Plaza (8) 2-dr., $585. 


dr., $375*. 
‘55 Savoy (8) 2-dr., 


$130. 
‘54 Savoy (8) 4-dr., $125*, 


PONTIAC—’59 Catalina Safari 4-dr., $1,- 


TAILOR YOUR TRUCKS | 











Holiday, 
(ps); 2-dr. Holiday, $1,570* (ps); (88) 
4-dr. Holiday, $1,400* (ps). 

"57 (98) 4-dr., $1,090* (ps); (88) 2-dr., 

. 


$625* 


'56 Belvedere (8) 2-dr., $550*%; Suburban 
(8) Deluxe 2-dr., $430; Savoy (8) 4- 


$390°; 
ot 2-dr., $275; Plaza (6) 4-dr., $240, 
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975* (ps); 4-dr., $1,740* Star 
Chief 4-dr., $1,910* (ps). 
"58 Chieftain 2-dr., $1,040*. 
"57 Star Chief 4-dr., $900*; Chieftain 
4-dr., $685*. 
*56 Chieftain station wagon 4-dr., $600*. 
*53 Chieftain 2-dr., $115. 
RAMBLER—’59 Deluxe (6) 4-dr., $1,165* 


(Ps); 

























(ps). 
'58 Deluxe (6) station wagon 4-dr., $1,- 
110*. 
hardtop, ’57 Custom (6) 4-dr., $830* (ps). 
STUDEBAKER—’59 Lark (6) Deluxe 2- 
$1,050° dr., $940. 
DETROIT 
State Fair Auto Auction, Sale every 


Friday. Prices are for sale of July 15. 
Prices came up with a clean consignment. 
Sold 117 cars from 172 consignments. 
BUICK—’59 LeSabre 4-dr. hardtop, $2,055* 
(ps). 
’58 Special 4-dr., $1,025*. 
’57 Special conv., $895* (ps); 4-dr, Rivi- 
era, $825* (ps). 


$1,590* 


$925* (ps); 4-dr., $830*. CADILLAC—’48 Hearse, $300. 
"56 (88) 4-dr. Holiday, §$720* (ps); 4-| CHEVROLET—’59 Bel Air (8) 2-dr., $1,- 
dr., $515* (ps). 530*; 4-dr., $1,325*. 
'53 (98) 4-dr., $100*. ’58 Biscayne (8) 2-dr., $1,060*, $975*, 
PACKARD — ’'55 Clipper 2-dr. hardtop, $970. 
$125°. 57 Bel Air (8) 4-dr., $1,040*, $860* 
PLYMOUTH—’59 Fury (8) 4-dr., $1,515* (ps), $860; Two-ten (6) 2-dr., $925; 
(ps); 4-dr. hardtop, $1,400* (ps); Bel- One-fifty (6) 2-dr., $700. 
vedere (8) 4-dr., $1,400* (ps), $1,205*, 56 Bel Air (8) 4-dr., $730*, $640*, 2 


at $600*, $585*; 2-dr., $475*; Two-ten 


(8) station wagon 2-dr., $655*; Two- 

(8) 2-dr., ten (6) 4-dr., $530. 
55 Bel Air (8) conv., $515*; 2-dr., 
(ps); $485*; 4-dr., $475*; Bel Air (6) 4-dr., 


$480*: 2-dr., $235; Two-ten (6) 2-dr., 
$425, $400*, $350*. 

’54 Bel Air 2-dr., $285*, $270*. 

’53 Bel Air 2-dr., $315*; conv., $275. 


Belvedere | CHRYSLER —'56 Windsor 4-dr., $535*, 
$500*. 

55 Windsor 4-dr., $400*; 2-dr, hardtop, 
$280*. 


DeSOTO—’57 Fireflite 4-dr., $925* (ps); 





Model Breakdown 
Of Auction Averages 




















’56 Medalist 2-dr. hardtop, $525*. 
’54 Montclair 4-dr., $160*. 
OLDSMOBILE — '59 (88) 4-dr. Holiday, 

$1,950". 
’56 (88) 4-dr. Holiday, $590* (ps); 2-dr, 
Holiday, $395*. 


July, 1960 June, May, ’5S (88) 2-dr., $415*. 
Model To Date 1960 1960 "52 (98) 4-dr., $100*. ar 
960 PLYMOUTH—’ 58 Belvedere (8) 2-dr. hard- 
oa ‘eae er ‘loan yr top, $870*; Plaza (6) 4-dr., $700*, 
Aeschiecouss ’ A2 897 $655°*. 
Be isvceséshbies 1,267 1,280 1,339 ’57 Belvedere (8) conv., $800* (ps); 4- 
Dinettes 904 946 dr, hardtop, $625*; Savoy (8) 2-dr., 
ve 1 599 636 $435; Savoy (6) 2-dr., $435. 
’56 Suburban (6) 2-dr., $450; Belvedere i 
430 442 461 (8) 4-dr., $450*. ; . | 
2382 55 Suburban (8) 4-dr., $400*; javoy 
— 4 188 (8) 4-dr., $350, $225; 2-dr., $300. 
’54 Belvedere 2-dr. hardtop, $200, $175°*. 
Overall PONTIAC — '59 Catalina 2-dr., $2,025* : 
Vv 968 (ps). 
Average $ 986 § v1ees ’56 Chieftain 2-dr, hardtop, $500* (ps). 
’55 Chieftain 2-dr., $350*. 

o + ’54 Chieftain 2-dr., $225. 
“human ‘53 Chieftain 2-dr., $125°. 
’55 Firedome 2-dr. $245*: 2-dr. hard- RAMBLER—’58 Deluxe (6) 2-dr., $720. 

top, $235* F ; . STUDEBAKER — ‘56 Commander 2-dr., 
Sen” $375*. 
DODGE — '57 Coronet (8) 2-dr., $700*;| MISCELLANEOUS—’58 Ford F-100 pick- 
Coronet (6) 2-dr., $540. up, $945. | 
FORD —’59 Fairlane (8) 2-dr., $1,350* ’57 Chevrolet 300 Truck, $660, : 
(ps); 4-dr., $1,325*, $1,300*; Custom 
300 (8) 4-dr., $1,335* (ps). 
’58 Custom 300 (6) 4-dr., $915* (ps). DYER, IND. 
’57 Thunderbird (8) conv., $1,850* (ps); Dyer Auto Auction. Sale every Friday. 


Fairlane (8) 4-dr. Victoria, $755* (ps 
2-dr, Victoria, $670*, $650*; Custo 
(8) 4-dr., $635. 

‘56 Country Sedan (8) 4-dr., $775* (ps 


$580*, $515*, $500* (ps); Fairlane (8) 


2-dr. Victoria, $665, $585* (ps), $565 


$775*; 2-dr. hardtop, $725* (ps). 


); | Prices are for sale of July 15. Market 

mj|was strong on clean cars, Sold 219 cars 
from 285 consignments. 

), | BUICK—’58 Super 4-dr., $1,110* (ps). | 

’57 Super 2-dr. Riviera, $835* (ps); Spe- j 

e; cial 2-dr., $790*. 


(Continued on Page 47, Col. 1) 


conv., $630* (ps); 4-dr., $530*; Cus- "56 Super 4-dr., $475* (ps); conv., $300* 
tom (8) 4-dr., $450, $325. (ps); Special 2-dr., $390*; RM 4-dr., i 
"55 Fairlane (8) 4-dr., $425*, $400*, $375*. i 
$365*; 2-dr., $380* (ps), $325, $315*, ’55 Super 2-dr. Riviera, $610* (ps), $320* i 
$250. (ps); 4-dr., $290* (ps); Century 4-dr. | 
MERCURY—’57 Montclair 4-dr. hardtop, Riviera, $335* (ps); Special 4-dr., 
$895*, $785*; Monterey 4-dr, hardtop, $255*; 2-dr., $210*. 
i 
i 





trucks, school buses and 
equipment. 


AMPERES OUTPUT 


speed ranges. Ideal for 
curb-idling. 


AMPERES OUTPUT 


AMPERES OUTPUT 





3000 
GENERATOR SPEED, RPM 








1106991 EXTRA-OUTPUT D.C. GENERATOR— 12 volts 
e 55 amperes @ 12 amperes at idle—For cross-country 
other vehicles with extra electrical 


= 


1117070 SELF-RECTIFYING A.C. GENERATOR—12 
volts e 60 amperes @ 27 amperes at idle—For high-duty 
vehicles with heavy electrical loads . 


.. operating at all 
excessive low-speed operation and 


5000 6000 7000 


GENERATOR SPEED, RPM 


1106985 EXTRA-OUTPUT D.C. GENERATOR—12 volts 
e 50 amperes e 14 amperes at idle—Short frame generator 
for difficult mounting applications. For vehicles in city and 
suburban use. Not for cross-country operation. 


eo 
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(Continued from Page 46) 





(ps); 2-dr., §450* (ps); (98) 2-dr. 
Holiday, $425* (ps). 

"54 (88) Super 4-dr., $225* (ps); (88) 

2-dr., $125*. 

"53 (88) 4-dr., 2 at $135*. 
PACKARD—’55 Clipper 4-dr., $135*. 
PLYMOUTH — '58 Belvedere (8) 2-dr., 

$710*. 


’57 Savoy (8) 4-dr., $645*, $350*. 
56 Suburban (8) 4-dr., $655*; Belvedere 








AUTOMOTIVE NEWS, JULY 25, 1960 


171 cars from 278 consignments. 
BUICK—’59 LeSabre Estate Wagon 4-dr., 


$2,250* (ps); 4-dr., $1,795"; Invicta 
4-dr., $2,215* (ps), $2,165* (ps); 4- 
dr, hardtop, $2,000* (ps); 2-dr, hard- 
top, $2,130* (ps). 

58 Special Estate Wagon 4-dr., $1,625* 
(ps); 4-dr, Riviera, $1,490* (ps); 4-dr., 
$1,470* (ps). 

’57 Century conv., $1,225* (ps); 


i 


Special 
















(8) 4-dr., $475*; Savoy (8) 4-dr., 4-dr. Riviera, $920*; 4-dr., $800; 2-dr. | 

’54 Super 4-dr., 2 at $225* (ps); Special $270*; Coronet (6) 4-dr., $280*; sta- $390*. Riviera, $740*, $725; 2-dr., $790*, $765. 
2-dr., $155*, $140*; 4-dr., $135*. tion wagon, $235*. "55 Savoy (8) 4-dr., $325*; Savoy (6) '56 Century 4-dr., $680* (ps); Special 
’53 Super 2-dr, Riviera, $170*. EDSEL—’58 Ranger 2-dr., $505*. 4-dr., $165*. 4-dr. Riviera, $650°; 4-dr., $630*; 2- 

CADILLAC—’'57 (62) 2-dr. hardtop, $1,-| FORD—’59 Galaxie (8) 2-dr. Victoria, $2,- '54 Belvedere 2-dr., $105*. dr., $495*; Super 2-dr, Riviera, $640* 
655* (ps). 030* (ps); conv., $1,760* (ps). ’653 Cranbrook 4-dr., $110. (ps); RM 4-dr., $500* (ps). 

’55 (62) 2-dr. hardtop, $660". ‘58 Fairlane (8) 2-dr. Victoria, $1,280* | PONTIAC—’57 Chieftain 2-dr., $955* (ps). ’55 Century conv., $540*; 2-dr, Riviera, 
"64 (62) 4-dr., $575* (ps); 2-dr, hard- (ps); 4-dr., $1,070* (ps), $1,000*; 2- ’56 Chieftain 4-dr., $530* (ps); Star $405*; Special 4-dr., $345*, $220; 2-dr. 
top, $395". dr., $985°. Chief 4-dr., $515*; 2-dr. Catalina, Riviera, $325*. 

CHEVROLET—’59 Impala (8) conv., $1,- 57 Fairlane 500 (8) 2-dr. Victoria, $395* (ps). CHEVROLET—’60 Impala (8) 4-dr., $2,- 
940* (ps); Bel Air (8) 4-dr., $1,460* $965*, $755*, $740*; 4-dr. Victoria, ’55 Star Chief conv., $360* (ps); Chief- 450° (ps), $2,315*, $2,255°, $2,225°; 
(ps); Biscayne (8) 2-dr., $1,290*. $760*; Ranch Wagon (8) 2-dr., $890*; tain 2-dr., $290*; 4-dr., $280*, $230", Bel Air (8) 4-dr, hardtop, $2,085*; 

"5S Impala (8) sport coupe, $1,330*, $1,- Fairlane (8) 2-dr., $835*; Custom 300 150* (ps). 2-dr., $1,955* (ps); Biscayne (6) 2-dr., 
220*; Bel Air (8) 4-dr., $1,260* (ps); (6) 4-dr., $595*; Custom (6) 4-dr., "54 Star Chief 4-dr., $365* (ps); Chief- $1,700. 
2-dr., $850*; Two-ten (8) 4-dr., $1,- $390". tain 2-dr., $190*; 4-dr., $140*. ’59 Biscayne (6) utility sedan, $1,960; 
090". 56 Fairlane (8) 2-dr. Victoria, $640*; | RAMBLER—’'56 Super Cross Country, 2-dr., $1,355; Impala (8) 4-dr., $1,- 
’57 Bel Air (8) sport coupe, $1,240*, 4-dr., $570* (ps); 2-dr., $375*; Cus- $365. 950* (ps), $1,720*; 4-dr. hardtop, $1,- 
$950*; sport sedan, $1,210*; Two-ten tom (8) 2-dr., $460*, $370*, $360*; ’55 Custom 2-dr hardtop, $290; Deluxe 885* (ps); conv., $1,915* (ps); Bel 
(6) 2-dr., $470; One-fifty (6) 2-dr., 4-dr., $340*. Suburban, $150. Air (8) 4-dr., $1,665°. 
$320. ‘55 Fairlane (8) 2-dr, Victoria, $605* ’54 Deluxe 2-dr., $115. 58 Bel Air (8) 4-dr., $1,280*; Biscayne 
’56 Bel Air (8) sport coupe, $890* (ps), (ps); 4-dr., $515*, $240*; Ranch Wag- ’53 Super Suburban, $155. (6) 4-dr., $1,115*, $1,050*; 2-dr., $1,- 
$535*; 4-dr., $780*, $700*, $605*, $580; on (8) 2-dr., $505*, $390, $205; Cus- | STUDEBAKER—’57 Silver Hawk (8) 2-dr., 000, $985*; Brookwood (6) 4-dr., 
conv., $755*; Two-ten (8) station wag- tom (8) 4-dr., $450, $390*, $340*, 2 $375*. $985* (ps). 
on, $530*; 2-dr., $420; Two-ten (6) at $225*; Custom (6) 2-dr., $300", ’*55 Commander (8) 2-dr., $150. ’'57 Two-ten (8) station wagon 4-dr., 
2-dr., $490. $255*. 54 Commander (8) 2-dr., $175*. $1,125* (ps), $1,025*%; Two-ten (6) 
"55 Bel Air (6) 4-dr., $630* (ps); sport ’54 Custom (8) 2-dr., $480* (ps), $215, | MISCELLANEOUS—’57 GMC %-ton, $680; 4-dr., $860, $785*, $700*; station wag- 
coupe, $445*; 2-dr., $375*; Two-ten $150*; 4-dr., $445*, $105*; Crest (8) Ford (6) panel, $515. on 4-dr., $760*; 2-dr., $700, $295; One- 
(6) 4-dr., $380*, $375*, $235; Two-ten 2-dr, Victoria, $155*. 56 International %-ton, $370; Ford (8) fifty (6) 2-dr., $690; station wagon 
(8) 4-dr., $220°*. ’53 Custom (8) 4-dr., $105. %-ton, $305. 2-dr., $655. 
’54 Bel Air sport coupe, $425*, $155; | LINCOLN—’54 Capri 4-dr., $165* (ps). *55 Chevrolet (6) %-ton, $550; GMC \%- ’56 Two-ten (8) station wagon 4-dr., 
4-dr., $190*%*; Two-ten 2-dr., $225,| MERCURY—’57 Monterey 4-dr., $700*. ton, $430. $700*; Two-ten (6) 4-dr., $660; 2-dr., 
$160". ’56 Monterey 2-dr. hardtop, $615*; 4-dr., ’53 Ford pickup, $265; panel, $135. $380; Bel Air (8) 2-dr., $695; 2-dr. 


’53 Bel Air 4-dr., $300*, $295*, $600*. 


'49 Ford %-ton, $145. 


’51 Deluxe Bel Air, $150*. ’54 Monterey 2-dr. hardtop, $260*. 
DeSOTO—’56 Firedome 4-dr., $330* (ps). | OLDSMOBILE —'60 (88) 4-dr., $2,795* FLINT 
’54 Firedome 4-dr., $145*. (ps). 
DODGE — ’56 Royal (8) 2-dr. hardtop, 56 (88) 2-dr., $625* (ps), $535*; 4-dr., Flint Auto Auction, Sale every Wednes- 
$450*, $335*. $575*, $535* (ps). day, Prices are for sale of July 13, Prices 
"55 Coronet (8) 4-dr., $360*; 2-dr., ’55 (88) 4-dr., $545*, $295*, $275*, $260* 








Delco-Remy offers a complete line of D.C. and 
A.C.D.C. generators that are right for the job. 


stop and go? Whatever their assignment, there are 
Delco-Remy extra-output generators and regulators 


Demands on the electrical systems of trucks vary with 
their use. For best performance, whether the vehicles 
be new or already in service, the electrical equipment 
should be job-matched to meet those demands. 


Do your trucks have extra electrical equipment? Operate 
cross-country, around town or off the road? Do they 
travel at sustained highway speeds, or with plenty of 





the time. 


AMPERES OUTPUT 


3000 
GENERATOR SPEED, RPM 


2000 4000 


1117116 SELF-RECTIFYING A.C. GENERATOR—12 
volts e 105 amperes e 10 amperes at idle—For high-duty 
vehicles with extra-heavy electrical loads . . . operating at 
all speeds. A.C. voltage available for 110 V conversion. 


AMPERES OUTPUT 


GENERATOR SPEED, RPM 


job-matched to meet the electric power 


Delco -Remy ELECTRICAL SYSTEMS 


FROM THE HIGHWAY TO THE STARS 
DIVISION OF GENERAL MOTORS e¢ 


remained unchanged from past week, Sold | CHRYSLER —’55 Windsor 2-dr. hardtop, 


TO JOB CONDITIONS 


1106986 EXTRA-OUTPUT D.C. GENERATOR—12 volts 
e 50 amperes e 20 amperes at idle—For metropolitan trucks 
and school buses, with extra electrical equipment .. . 
operating at low speeds and with engine idling most of 





6000 





ANDERSON, INDIANA 





hardtop, $595*; 4-dr., $475*. 

'55 Two-ten (8) 4-dr., $555*, $390*; Two- 
ten (6) 2-dr., $385*; Bel Air (8) 2-dr., 
$430* (ps), $430*; station wagon 4-dr., 
$260. 

'54 Two-ten 4-dr., $115. 


7000 8000 


needs exactly. 


CADILLAC—’59 de Ville 2-dr, 


47 


$165*. 

DeSOTO— 57 Firedome 4-dr. hardtop, $950* 
(ps); Fireflite 4-dr., $740° (ps). 
DODGE—’59 Coronet (8) 4-dr., $1,640*. 

’57 Coronet (8) 2-dr., $665*. 
‘55 Royal (8) 2-dr., $355*; 2-dr, hardtop, 

$270*; 4-dr, hardtop, $210. 
FORD—’59 Thunderbird (8) conv., $2,705° 


(ps); Galaxie (8) 2-dr., $2,015* (ps); 
conv., $2,000* (ps); Custom 300 (8) 
2-dr., $1,305; Custom 300 (6) 2-dr., 


$1,200; Fairlane 500 (8) 2-dr., $1,190*. 
’58 Country Sedan (6) 4-dr., $925*; Cus- 
tom 300 (8) 4-dr., $725°. 
’57 Country Sedan (8) 4-dr., $900* (ps), 


$565*; Fairlane 500 (8) 4-dr., $825*; 
conv., $820* (ps); Ranch Wagon (8) 
2-dr., $730, $610; Custom (8) 2-dr., 


$515. 

"56 Country Sedan (8) 4-dr., $740*; Fair- 
lane (8) 4-dr., $550°; 4-dr. Victoria, 
$425; 2-dr., $485, $455*; Custom (8) 
4-dr., $505*; Ranch Wagon (8) 2-dr., 
$490*, $430*. 

’55 Fairlane (8) $495°* 


2-dr, Victoria, 


(ps); 2-dr., $370, $325; Custom (8) 
2-dr., $370*; 4-dr., $220*. 
‘54 Main (8) 2-dr., $190; Custom (8) 
2-dr., $105. 
IMPERIAL — '57 Imperial 4-dr., $1,250* 
(ps). 


LINCOLN—’57 Capri 2-dr., $1,330* (ps). 
MERCURY—’'58 Commuter 4-dr., $1,305* 
(ps). 
‘57 Commuter 4-dr., 
dr., $635*. 
"56 Custom 2-dr., $350*. 
OLDSMOBILE—’60 (88) 4-dr, Holiday, $2,- 


$915; Monterey 4- 


650* (ps); (88) Super 4-dr., $2,610* 
(ps). 

"59 (88) 4-dr., $2,050* (ps); 2-dr., $1,- 
755°. 


‘58 (88) conv., $1,650* (ps). 
"56 (98) 2-dr., $925* (ps); (88) 4-dr. 
Holiday, $425*. 


’55 (88) Super 2-dr., $615* (ps); (88) 
2-dr., $560*; 4-dr., $550*, $450°*. 
PLYMOUTH—'57 Savoy (8) 4-dr., $655*, 


$650*, $505*; Savoy (6) 2-dr., $575*; 
4-dr., $360*. 

'55 Belvedere (8) 4-dr., $285, $150. 

PONTIAC—’59 Catalina 2-dr., $1,985*, $1,- 
765* (ps). 

"56 Star Chief 2-dr. Catalina, $675* 
(ps); Chieftain 2-dr., $495*; 4-dr, Cat- 
alina, $385°*. 

"55 — 4-dr., $320*; 2-dr. Catalina, 


$300. 
RAMBLER—’59 Super (6) 4-dr., $1,230*, 


$1,120. 
STUDEBAKER—'56 Power Hawk (8) 2- 
$300* 


dr., * 
MISCELLANEOUS—’59 Ford %-ton pick- 


up, $1,195. 
’56 Ford %-ton pickup, $590; Dodge %- 
= $215; GMC %-ton pickup, 
'55 Dodge %-ton pickup, $215; Chevro- 
let %-ton pickup, $125. 
’54 Ford %-ton pickup, $400; Chevrolet 
%-ton panel, $195. 
"53 Ford %-ton pickup, $140. 
*51 Chevrolet %-ton stake, $195. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 


Auction, Sale every Tuesday, Prices are for 
sale of July 12. 
BUICK—’60 LeSabre 4-dr., $2,680* (ps). 


"59 LeSabre 4-dr. hardtop, $2,200*; 2-dr, 
hardtop, $2,135*, $2,060* (ps). 

"57 Century 2-dr. Riviera, $1,205* (ps); 
Estate Wagon, $1,130* (ps); 4-dr, Riv- 
jera, $1,050* (ps); Super 2-dr, Riviera, 
$1,100* (ps); RM 4-dr. Riviera, $1,035* 
(ps); Special 2-dr, Riviera, $945* (ps); 


4-dr., $885*. 

56 Century Estate Wagon, $665* (ps); 
Special conv., $580* (ps). 

55 Century 2-dr, Riviera, $620* (ps), 
$585*; Special 2-dr, Riviera, $600* 
(ps), $575* (ps), $445*; 2-dr., $450*, 


$395; Super 2-dr, Riviera, $590* (ps), 
$490* (ps); RM 4-dr., $395* (ps). 

"54 RM 4-dr., $285* (ps). 

hardtop, 
$4,300* (ps), $4,240* (ps), $4,200* 
(ps), $4,160* (ps), $3,775" (ps). 

"58 (62) Sedan de Ville, $3,050* (ps); 
Coupe de Ville, $3,035* (ps), $2,690* 
(ps); (60) Special 4-dr., $2,900* (ps). 

"S57 (62) 2-dr, hardtop, $2,085* (ps); 
4-dr., $2,035* (ps); Coupe de Ville, $2,- 
000* (ps); Sedan de Ville, $1,830* 


(ps). 

"56 (62) 4-dr., $1,335* (ps); conv., $1,- 
235* (ps), $1,210* (ps). 

’55 (62) Coupe de Ville, $1,385* 
4-dr., $1,100* (ps). 

"54 (62) Coupe de Ville, $995* (ps), 
$700* (ps); 4-dr., $785* (ps); (60) 
Special 4-dr., $885* (ps). 

*53 (62) 2-dr. hardtop, $365* (ps); 4-dr., 
$320* (ps); Coupe de Ville, 2 at 
$290* (ps). 

"62 (62) conv., $200* (ps). 

"50 (62) 4-dr., $125*. 

"59 (60) Special 4-dr., $110*. 


(ps); 


CHEVROLET—’60 Impala (8) sport coupe, 


$2,500*; Corvair 500 (6) 4-dr., $1,710, 
‘59 Impala (8) sport coupe, $2,260* (ps), 
$2,220, $2,200* (ps), $2,195, $2,185* 
(ps), $2,175, $2,170, $2,150* (ps), $2,- 
055* (ps); sport sedan, $2,075* (ps), 
$1,940* (ps); Impala (6) sport coupe, 
$1,955; Kingswood (8) 4-dr., $2,150*; 
Parkwood (8) 4-dr., $1,965*, $1,955°; 
Bel Air (8) 2-dr., $1,535*; Biscayne 
(8) 4-dr., $1,480*; Biscayne (6) 4-dr., 


$1,405. 

’658 Nomad (8) 4-dr., $1,680* (ps); Im- 
pala (8) sport coupe, $1,610* (ps), 
$1,575* (ps), $1,450* (ps); conv., $1,- 
575* (ps), $1,500* (ps), $1,450* (ps), 
$1,400* (ps); Brookwood (8) 4-dr., 
$1,600* (ps), $1,565*, $1,390*; Bel Air 
(8) sport coupe, $1,490* (ps); sport 
sedan, $1,310*, 2 at $1,240" (ps); 
Biscayne (8) 4-dr., $1,250*%, $1,160*, 
$1,120*, $1,065*; 2-dr., $1,174*; Bis- 
cayne (6) 2-dr., $940. 

S57 Bel Air (8) sport sedan, $1,300* 
(ps), $1,135", $1,000*; sport coupe, 
$1,205*, $1,275*; station wagon, §1,- 
235*; conv., $1,035 (ps); Two-ten (8) 
station wagon, $1,185*; sport sedan, 
$1,150* (ps); 4-dr., $955"; Two-ten 
(6) 4-dr., $900*, $805; 2-dr., $890*; 
One-fifty (6) 2-dr., $750. 

56 Corvette (8) conv., $1,625; Two-ten 
(8) station wagon, $905*; 4-dr., $595; 
Bel Air (8) conv., §$805* (ps); sport 
coupe, $785*; sport sedan, $780* (ps), 
$675*; 4-dr., $600*; One-fifty (6) 4-dr., 


$585. 

’55 Bel Air (8) sport coupe, $730*; 2-dr., 
$425*; Two-ten (8) station wagon, 
$620, $585; Delray, $590* (ps); 2-dr., 
$585*, $525*; Two-ten (6) 2-dr., $580; 
station wagon, $535; One-fifty (6) util- 
ity sedan, 2 at $590; 2-dr., $450. 

’54 Bel Air 4-dr., $335*; Two-ten Delray, 

5 


$335. 

'53 One-fifty utility sedan, $340; Two- 
ten 4-dr., $235, $140*; Bel Air conv., 
$160*; 4-dr., $135* (ps). 

(Continued on Page 48, Col. 2) 
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GM Hails Growth 
Of Quebec Market 


MONTREAL.—Quebec is one of 
Canada’s fastest growing car and 
truck markets, said E, H. Walker, 


president of General Motors of! ‘52 peluxe 4-dr., $220*; 2-dr., $140*. 

Canada at the opening of a new) ’51 Deluxe 2-dr., $120°. 

GM warehouse in suburban Pointe | CHRYSLER—’58 NY 4-dr., $1,550* (ps); 
Windsor 4-dr, hardtop, $1,335* (ps). 


Claire. 

Walker said total car and truck 
sales in Canada in the first quar- 
ter this year increased 4.3 percent 
over 1959, but sales in Quebec in 
the first quarter were up by 9.2 
percent, 


’55 NY 4-dr., $555* (ps). 
DeSOTO—’55 Fireflite 2-dr. hardtop, $650° 


(ps). 
’63 Firedome 2-dr., $235* (ps). 
DODGE—’57 Sierra (8) 4-dr. (9 pass.), 
$1,380* (ps); Custom Royal (8) 4-dr. 
hardtop, $1,065*; Coronet (8) 4-dr. 
hardtop, $995* (ps); conv., $800° (ps); 


He added that General Motors’| , 4-dr., $740*. 
car and truck sales in Quebec in * gone. Royal (8) 2-dr, hardtop, 


’55 Coronet (8) Suburban 2-dr., $570*; 
Royal (8) 2-dr, hardtop, $350*. 
'54 Royal (8) 2-dr. hardtop, $185* (ps). 
FORD — '60 Galaxie (8) conv., $2,330* 
(ps); Fairlane 500 (8) 2-dr., $2,125* 


the quarter were 14.5 percent above 
last year, compared with an aver- 
age gain for the company of 8 per- 
cent across Canada. 
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Thousands of motorists today in new and old cars 







MODEL are experiencing fuel line troubles. Clogging! 
MM 300 Water Problems, Vapor Lock, Stalling, Low Gas 
$6 9 5 Mileage! 

= 4 MILEAGE MINDER with Exclusive MAGNETIC TROUBLE 
LIST TRAP collects metallic impurities — self-flushing filter 
— completely cleans fuel. 
bow! MILEAGE MINDER stops flooding. Never reduces factory 
Model MM pressures. Stabilizes steady flow of clean fuel to avoid 
— vapor lock, ends gas waste and assures high efficiency 


performance. 
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At your wholesalers now or write for free descriptive folder 
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Prices and specifications of all '61 models 
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(ps); Fairlane (8) 2-dr., $2,000*; Fal- 
con (6) Deluxe 2-dr., $1,680. 

’59 Thunderbird (8) 2-dr. hardtop, $3,- 
250* (ps), $3,215* (ps), $2,800; conv., 
$2,895* (ps); Country Sedan (8) 4-dr., 
$2,000* (ps), $1,950*, $1,875*; Galaxie 
(8) 2-dr., $1,985* (ps); conv., $1,925* 
(ps); Fairlane 500 (8) 2-dr. Victoria, 
$1,775* (ps); Custom 300 (8) 2-dr., 
$1,560* (ps); 4-dr., $1,420*, $1,330; 
Custom 300 (6) 2-dr., $1,310*; Fair- 

lane (8) 4-dr., $1,535* (ps), $1,510* 


(ps). 

’58 Thunderbird (8) 2-dr. hardtop, $2,- 
600* (ps), $2,585* (ps); Country Se- 
dan (8) 4-dr., $1,300*; Fairlane 500 
(8) 2-dr. Victoria, $1, 250° (ps); 4-dr., 
$1,195* (ps); conv., $1,085* (ps); Fair- 
lane (8) 4-dr., $1,060*; Custom 300 
(8) 2-dr., $995 ,$930, $790*. 

’57 Thunderbird (8) conv., $2,095*; Coun- 
try Sedan (8) 4-dr., (9 pass.), $1,- 
115*, $805* (ps); (6) pass.), $1,060* 
(ps); Fairlane 500 (8) 2-dr. Victoria, 
$1,100*; 4-dr. Victoria, $1,045* (ps), 

; 4-dr., $980* (ps); conv., 

; Ranch Wagon (8) 2-dr., $835*; 

Custom 300 (8) 2-dr., $825°, $730*; 

4-dr., $800*; Custom (8) 4-dr., $615*, 

. 


$600". 
‘56 Fairlane (8) 2-dr. 


Victoria, $765* 
(ps), $735* (ps), $700* (ps), $690* 
(ps); 2-dr., $690*, $575* (ps); Ranch 


Wagon (8) 2-dr., $625*; Country Se- 
dan (6) 4-dr., $605; Country Sedan 
(8) 4-dr., $535*; Main (8) 2-dr., 
$535*; Custom (8) 4-dr., $495*, $405*, 
$400*; Custom (6) 2-dr., $445. 

"55 Country Sedan (8) 4-dr. (9 pass.), 
$720* (ps), $360; Fairlane (8) conv., 
$645* (ps); 2-dr. Victoria, $625*, 
$570*; 4-dr., $490, $450*, 2 at $330*, 
$325*; 2-dr., $340*; Country Squire 
(8) 4 4-dr., $515*; Main (8) 4-dr., $300*. 

*54 Ranch ‘Wagon (8) 2-dr., $370*; Cus- 
tom (6) 2-dr., $260; Custom (8) 2-dr., 
1 $185; Main (6) business coupe, 

‘53 Country Sedan (8) 4-dr., $335*; 
Crest (8) 2-dr. Victoria, $270* (ps), 
$105* (ps); Custom (8) 2-dr., $185; 
4-dr., $130; Custom (6) 2-dr., $135*. 

*52 Custom (8) 4-dr., $120*. 

IMPERIAL—’'56 Imperial 2-dr. 
$1,120* (ps). 

LINCOLN—’58 Continental Mark III, $2,- 
690° (ps); Capri 2-dr., $2,260* (ps). 

’57 Premiere 4-dr. hardtop, $1,600* (ps); 
2-dr, hardtop, $1,400* (ps). 

’55 Capri 2-dr. hardtop, $460* (ps). 

’54 Capri 2-dr. hardtop, $435* (ps). 

‘52 Capri 2-dr. hardtop, $255°*. 

MERCURY—’60 Monterey 2-dr., $2,350. 

’59 Montclair 2-dr. hardtop, $2,225* (ps). 

’58 Parklane 2-dr. hardtop, $1,770* (ps); 
4-dr. hardtop, $1,650* (ps); Montclair 
conv., $1,330* (ps); 4-dr., $1,100* 


(ps). 

’57 Montclair 2-dr. hardtop, $1,140* (ps); 
4-dr. hardtop, $1,060* (ps). 

56 Montclair 4-dr., $685* (ps); 
terey 2-dr. hardtop, $650*, 
$605*, $400*; Custom 2-dr., 
Medalist 4-dr., $335*. 

’55 Monterey 2-dr. hardtop, $575*; 
clair conv., $575*; 4-dr., $435*. 
54 Monterey 2-dr. hardtop, $390* (ps); 

4-dr., $310*, 

4 aw 2-dr. hardtop, $240, $225*, 


’52 Monterey 2-dr. hardtop, $260. 
OLDSMOBILE—’60 (88) Fiesta 4-dr., $3,- 


hardtop, 


Mon- 
$620*, 
$585*; 


Mont- 


700* (ps). 
"59 (88) Pode. Scenic, $2,810* (ps), $2,- 
350° (ps); (98) 2-dr,. Scenic, $2,650*° 


(ps); 4-dr. Holiday, $2,605* (ps); (88) 
Super 2-dr. Holiday, $2,550* (ps), 

"58 (98) 4-dr. Holiday, $1,835* (ps); 
2-dr. Holiday, $1,800* (ps); (88) 2-dr. 
Holiday, $1,650* (ps); 4-dr. Holiday, 
$1,535* (ps); 2-dr., $1,380* (ps). 

’57 (88) Super 2-dr., $1,210* (ps); 2-dr. 
Holiday, $1,150* (ps); 4-dr. Holiday, 
$1,115* (ps), $990* (ps); (88) 2-dr. 
Holiday, $1,140* (ps). 

'56 (88) 4-dr. Holiday, $935* (ps), $710*; 
2-dr., $610* (ps); (98) 4-dr. Holiday, 
$825* (ps); 4-dr., $710* (ps); (88) 
Super 4-dr., $785*. 

’55 (98) 4-dr. Holiday, $715* (ps); 2-dr. 
Holiday, $645* (ps); conv., $620*; (88) 
Super 2-dr. Holiday, $700* (ps), $670*; 
4-dr., $635* (ps); 4-dr. Holiday, $600* 
(ps); conv., $435° (ps); (88) 2-dr. 
Holiday, $685*, $630°, $565* (ps), 
$440°. 

"54 (98) 2-dr. Holiday, $505* (ps), $465* 


(ps); (88) 2-dr. Holiday, $495* (ps); 
(88) Super 4-dr., $420*; 2-dr. Holiday, 
$290°*. 
‘53 (88) 2-dr. Holiday, $315*, $310* (ps), 
$300* (ps); 2-dr., $195*; (88) Super 
4-dr., $290*. 


PLYMOUTH—’59 Belvedere (8) 4-dr. hard- 
top, $1,670* (ps). 

58 Belvedere (8) 2-dr, hardtop, $1,265* 
(ps), $1,225* (ps); 4-dr. hardtop, $1,- 
150* (ps); conv., $1,100* (ps); 4-dr., 
$1,095* (ps); Savoy (8) 4-dr., $835*. 

‘S57 Suburban (6) Sport 4-dr. (9 pass.), 
$1,210* (ps); Custom 2-dr., $930* (ps); 
Belvedere (8) 4-dr., $955* (ps), $815* 
(ps); Savoy (8) 4-dr., $725*; Plaza (8) 
2-dr., $675*. 

’56 Suburban” (8) Sport 4-dr., $590*; 
Plaza (6) 2-dr., $415; 4-dr., $370. 

’55 Belvedere (8) Suburban, $525*; 
hardtop, $485. 

54 Belvedere 4-dr., $265. 

‘53 Cranbrook Suburban 2-dr., $335, 
$125; 2-dr., $195. 

PONTIAC—’58 Chieftain Safari 4-dr., $1,- 
430*; Star Chief 4-dr., $1,330* (ps). 
‘57 Star Chief 4-dr, Catalina, $1,150* 

(ps); 2-dr. Catalina, $725*. 

'56 Chieftain 2-dr. Catalina, $605* (ps), 
$580*, $510*, $430°; 4-dr., $545*, 
$450°*; Star Chief 2-dr. Catalina, $560* 
(ps); 4-dr., $525* (ps). 

55 Star Chief 2-dr. Catalina, $515", 
$490*, $400* (ps); Chieftain 4-dr., 
$485* (ps); 2-dr. Catalina, $450* (ps), 
$445*, $385*; Safari 4-dr., $475* (ps), 
$410°. 

'54 Chieftain 2-dr., $165*. 

‘63 Chieftain 2-dr. Catalina, $130*. 

RAMBLER—'60 Ambassador (8) Custom 
Cross Country, $2,070; American (6) 
Super 4-dr., $1,560. 

"659 American (6) Super station wagon, 
$1,450*. 

‘58 Ambassador (8) Super 4-dr., $1,060. 

'S7 Super (8) Cross Country, $970*, 

. 


2-dr, 


‘6566 Custom Cross Country, $725. 
‘55 Super Cross Country, $485; Custom 
Cross Country, $310. 
STUDEBAKER—'56 Golden Hawk (8) 2- 


dr, hardtop, $935* (ps). 
VALIANT—’60 Valiant (6) 4-dr., $1,750. 
MISCELLANEOUS—’60 Chevrolet (6) El 
Camino, $2,050. 

59 Chevrolet (8) El Camino, $1,700; (6) 
El Camino, $1,650, $1,525; (6) pickup, 
$1,235; (6) %-ton pickup, $1,050; Ford 
(8) Ranchero, $1,695*, $1,550° (ps). 


’58 Ford (8) Ranchero, $990*; (6) %-ton 
Pickup, $855, 
"57 Ford (8) %-ton pickup, $900; (8) 


Ranchero, $825; (6) F-100 pickup, 
$715, $660; Chevrolet (8) %-ton pick- 
%-ton pickup, 


up, 2 at $840. 

’56 Chevrolet (8) $600; 
(8) %-ton pickup, $600. 

"55 Ford (8) F-100 pickup, $610, $560; 
Chevrolet (8) %-ton pickup, $490*. 

’54 Chevrolet %-ton pickup, $350. 

’53 GMC (6) %-ton pickup, $300. 

’52 Ford (6) %-ton pickup, $260. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Thursday. Prices are for sale of 
July 14. Prices rise as volume rises. With 
the additional selection of cars, buyers 
were bidding briskly on all years and 
models. Later model cars now firming up 
with earlier models remaining strong. Sold 
81 percent of 473 consignments. 
BUICK—’59 LeSabre conv., $2,175* (ps); 

Invicta 4-dr. hardtop, $2,000*. 
’58 RM conv., $1,420* (ps 
*57 RM 4-dr. Riviera, $1, 200° (ps); Cen- 


Used Imported 
Cars 


BORDENTOWN, N. J. 

Austin-Healey—’57, $1,375. 

"55 conv., $630. 
Ford (English)—’58 — 2-dr., $500. 
Jaguar—'57 4-dr., $1,230*. 

"55 conv., $950, 
MG—'53, $700 
Metropolitan—’ 60 2-dr. hardtop, $1,135. 

’59 2-dr. hardtop, $1,015. 
Renault—’60 2-dr. hardtop, $2,000. 
Volkswagen—’59 2-dr., $1,335, $1,260. 


CALD N. J. 
Fiat—’58 1100 station wagon, $630; 600 2- 
dr., $420. 


Hillman—’58 Minx 4-dr., $430. 
MG—’60 1600 roadster, $1,800. 


CHICAGO 
Austin-Healey—’60 conv., $905. 
Ford (English)—’59 Anglia 2-dr., $710. 
Renault—’58 Dauphine, $800. 
Triumph—’58 TR-3, $1,295, 
’57 TR-3, $890. 
Vauxhall—’58 4-dr., $480. 


COLUMBUS, O. 


Volkswagen—’60 2-dr., 3 at $1,600. 
'59 2-dr., $1,405. 


DANVILLE, VA. 


| MG—’60 conv., $1,800. 


Renault—’59 4-dr., $740. 


DAYTONA BEACH, FLA. 
Alfa Romeo—’59 2-dr., $2,250. 
Hillman—’55 Husky 2-dr., $350. 
Jaguar—’56 4-dr., $600. 
Renault—’59 —, 2-dr., $665. 
Taunus—’59, 


DETROIT 
Renault—’'59 4-dr., $720, $650. 
Simea—’58 4-dr., $500. 
Volvo—’57 2-dr., $750. 


DYER, IND. 


Jaguar—’53, $145. 
Skoda—’58, $350. 


EBENSBURG, PA. 
Renault—’'56, $165. 
Skoda—’60 conv., $1,400. 
Volkswagen—’57 2-dr., $700. 


Vauxhall—’58 4-dr., $670. 


FONTANA, WIS. 
Vauxhall—’58, $585. 


LOS ANGELES 
Austin-Healey—’59 Sprite, $1,320, 
’57 roadster, $1,385. 
Ford (English)—’53 Zephyr, $245. 
Metropolitan—’59 2-dr., $755. 
Opel—’58 Rekord 2-dr. hardtop, $720. 
'655 Rekord 2-dr., $310, 
Triumph—’'57 TR- 3 roadster, $1,260. 
‘56 TR-3 roadster, $785. 
Volkswagen—’59 sunroof 2-dr., $1,385; 2- 
dr., $1,255, 
’58 2-dr., $1,110. 
Volvo—’59 2-dr., $1,445. 
'57 2-dr., $680, $600. 


MANHEIM, PA. 

Ford (English)—’59 2-dr., $720; Anglia 2- 

dr., $660. 
Goliath—’'60 2-dr., $1,300, $1,275. 
Jaguar—’'56 XK140 conv., $1,350. 
Lioyd—’58 station wagon 2-dr., $300. 
MG—’'59 MGA 2-dr., $1,540. 
Mercedes-Benz—'60 190SL conv., $3,900. 

’58 2208 4-dr., $1,825. 
Metropolitan—’59 2-dr., $900. 

"58 2-dr., $760, 

Opel—’59 station wagon, $1,030, 

’56 4-dr., $330, 
Renault—’59 Dauphine, $745. 

’57 2-dr., $475; Dauphine 4-dr., $410. 
Simea—’'58 4-dr., $620. 
Taunus—'55 station wagon 2-dr., $240. 
Triumph—’'60 2-dr. hardtop, $1,440. 

’58 TR-3 roadster, $1,350, $1,150. 
Volkswagen—’'60 Microbus 4-dr., 

2-dr., $1,575, $1,530. 

’59 2-dr., $1,200. 

‘56 2-dr., $760; conv., $750, $710, 


SALT LAKE CITY 
Hillman—’59 4-dr., $725. 
Simea—’'59 4-dr., $765. 

’58 station wagon, $675. 
Triumph—’'59 4-dr., $445. 

’55 sport roadster, $500. 
Volkswagen—'58 2-dr., $895, 
Volvo—’'58 2-dr., $805. 


WAREHOUSE POINT, CONN. 
Ford (English)—’'54 2-dr., $195. 
Fiat—’'59 1100 station wagon, $900. 
Jaguar—’'56 4-dr., $700. 

Renault—’59 Dauphine 4-dr., $810. 


$1,745; 





tury 4-dr. Riviera, $1,135* (ps), $1,- 
an. (ps); Special Estate Wagon, $965 


(ps 
*56 Super 4-dr., $655* (ps); Special 4- 
dr., $610°, $450*; Estate Wagon, 
$555* (ps), $490° (ps); conv., $550*; 
2-dr., , $495°, $365. 
"54 Special 2-ar. Riviera, $325*, $320°. 
CADILLAC—’60 de Ville 4-dr. hardtop, 
08 (ea) seani de Ville, $2,800 
7 an le, e ’ 
sf iaa) «Ss os 
’S7 (62) 4-dr., $1,850* (ps), $1,650* ( 
’56 Eldorado Seville, $1,630* (ps); Fe) 
conv., $1,125* (ps). 
‘VROLET—’ 60 Secokweed (6) 2-dr., 
$2,110*. 


’59 Impala (8) sport coupe, $2,375* (ps), 
$1,850* (ps); conv., $2,005* (ps); sport 
sedan, $1,860* (ps), $1,855* (ps), $1,- 
825* (ps), $1,810*; Brookwood (8) 4- 
dr., $1,675*; Bel Air (8) sport sedan, 
$1, 500*; 2-dr., $1,400; Bel Air (6) 4- 

$1, 450° (ps); Biscayne (6) 4-dr., 
$1,119. 

"58 Impala (8) conv., $1,580*; sport 
coupe, $1,570* (ps), $1,490* (ps), $1,- 
425*; Brookwood (8) 4-dr., $1,450°; 
Bel Air (8) sport coupe, $1,330*, $1,. 
265* (ps); 4-dr., $1,195*; 

4-dr., $1,300*, $1,080*; 
Biscayne (6) 2-dr., $1,250°, 
$1,180*; 4-dr., $1,160* (ps), 
$1,115, $1,055*, $1,025, $965* (ps); 
Yeoman (8) 2-dr., $1,085, $915; Delray 
(6) 4-dr., $1,070*, $1,000. 

"57 Bel Air (8) conv., $1,150*; sport 
sedan, $1,050*, $1,020*, $900*; Bel Air 
(6) conv., $800*; Two-ten (6) station 
wagon, $1,115; 4-dr., $975*; Two-ten 
(6) station wagon, $1, 100°, $875*, 
$820, $725*; 2-dr., $880*, $750 

’56 Bel Air (8) sport sedan, 3960°: Bel 
Air (6) 4-dr., $600* (ps); ‘Two-ten (6) 


4-dr., $625*, $350; 2-dr., $570. 
a Windsor 4-dr., $500* 
ps). 
’54 NY 4-dr., $180* (ps). 
DeSOTO—’60 Fireflite 2-dr. hardtop, $2,- 


490*. 

’57 Firesweep 4-dr. hardtop, $1,000* 
(ps); Firedome 4-dr. hardtop, $900* 
(ps); 4-dr., $780* (ps); Fireflite 4-dr., 
$860* (ps). 

popar_’s. Coronet (8) 2-dr. hardtop, 
; Royal (8) 4-dr. hardtop, $1,- 


"57 Sierra (8) 4-dr., $900* (ps); Coronet 
(8) 4-dr. hardtop, $850°. 
FORD—’60 Galaxie (8) starliner, $2,140*. 
’59 Thunderbird (8) conv., $3,250* (ps); 
Galaxie (8) 4-dr. Victoria, $2,325* 
(ps); conv., $1,985* (ps), $1,950*; 2- 
dr. Victoria, $1,820* (ps); 2-dr., $1,- 
810* (ps); Country Sedan (8) 4-dr., 
$1,800* (ps); Fairlane 500 (8) 2-dr. 
Victoria, $1,750*, $1,670* (ps); 4-dr, 
Victoria, $1,650* (ps); Fairlane (8) 4- 
dr., $1,415*; Custom 300 (8) 4-dr., $1,- 


300. 
’58 Fairlane 500 (8) 4-dr., $1,440* (ps); 


2-dr, Victoria, $1,370* (ps); Custom 
300 (8) 4-dr., $1,050*; 2-dr., $840*, 
Fairlane (8) 2-dr. Victoria, 


$765°* ; 
. 


’57 Custom 300 (8) 4-dr., $1,090; 2-dr., 
$570*; Fairlane 500 (8) 4-dr. Victoria, 
$1,080* (ps), $1,000* (ps); Country 
Sedan (6) 4-dr., $935*; Fairlane (8) 2- 
dr. Victoria, $875* (ps), $825*. 

"56 Country Sedan (8) 4-dr., $850*; 
Country Sedan (6) 4-dr., $570*; Fair- 
lane (8) 2-dr. Victoria, $690*; 4-dr. 
Victoria, $675* (ps); conv., $670* (ps); 
4-dr., $525*; Ranch Wagon (8) 2-dr., 
$620°; Main (8) 4-dr., $560; Main (6) 
4-dr., $390; Custom (8) 2-dr. Victoria, 
$475* (ps). 

’55 Country Sedan (8) 4-dr., $440; Fair- 
lane (8) 2-dr. Victoria, $430*; 2-dr., 
$275*; 4-dr., $175*; Custom (8) 4-dr., 
zo. 2-dr., $370*; Custom (6) 2-dr., 


$290 
"54 Crest (8) conv., $300; 2-dr. Victoria, 
$190*; Custom (8) 4-dr., $300, $225; 
Country Sedan (8) 4-dr., $290, $225; 
Main (8) 4-dr., $140; 2-dr., $115. 
HUDSON—’41 2- dr., $150. 
IMPERIAL — '57 ‘Imperial 4-dr., $1,150* 
(ps). 
LINCOLN—’57 Premiere 2-dr. hardtop, 
$1,250* (ps). 
’48 Continental conv., $280. 
MERCURY—’58 Monterey 4-dr. 
$1,290* (ps). 
’57 Monterey 4-dr. hardtop, $990* (ps); 
2-dr. hardtop, $812*. 
’56 Montclair conv., $700*, $680* 
Monterey 4-dr., $650*, $635*. 
’54 Monterey 2-dr. hardtop, $465*; 
$200*. 
OLDSMOBILE—’58 (88) conv., 
(ps); (98) 4-dr., $1,500* (ps). 
’57 (88) 4-dr., $982*; 2-dr., $960* (ps). 
*56 (98) conv., $850* (ps); (88) 4-dr., 
$825* (ps); 2-dr., $650* (ps). 


hardtop, 


(ps); 
4-dr., 
$1,600* 


’55 (88) 4-dr. Holiday, $600* (ps); 2-dr. 
Holiday, $425*%, $305* (ps); 4-dr., 
$135* (ps). 

'52 (88) 4-dr., $110°. 

PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 
$2,000* (ps); Savoy (6) 2-dr., $1,- 
200. 

*58 Suburban (6) 2-dr., $600. 

*57 Belvedere (8) 4-dr, hardtop, $970*; 
4-dr., $680* (ps)«; Suburban (8) 4-dr., 
$900* (ps), $840* (ps), $700, $490* 
(ps); Savoy (8) 4-dr., $540. 

56 Suburban (8) 4-dr., $810*; Belvedere 
(8) 4-dr., $580*; 2-dr., $450; Plaza 


(6) 2-dr., $315. 
’55 Plaza (6) Suburban 4-dr., $370*. 
PONTIAC—’59 Star Chief 4-dr. Vista, $2,- 
200* (ps); Catalina Safari 4-dr. , $2,- 


165* (ps). 
$1,350*, 


’5S Chieftain 2-dr. Catalina, 


$1,125*; Star Chief 4-dr. Catalina, 
$685. 

’57 Chieftain 4-dr. Catalina, $1,090* 
(ps), $990*; Star Chief 4-dr, Catalina, 
$930*, $790* (ps). 

’56 Star Chief conv., $805* (ps); 4-dr. 


Catalina, $695*. 
’55 Star Chief 2-dr. Catalina, $250*. 
RAMBLER — '59 Ambassador (8) 4-dr., 
$1,660. 
’56S American (6) 2-dr., $990. 
'56 Deluxe 4-dr., $290*. 
'55 Deluxe 4-dr., $170*. 
’54 Super 2-dr., $330*. 
"53 Super 2-dr. hardtop, 
$100. 
STUDEBAKER—’60 Lark (8) station wag- 
on, $2,150* (ps). 
’59 Lark (6) station wagon, $1,165. 
MISCELLANEOUS—’58 Chevrolet %-ton 
panel, $965, 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of July 12. Terrific 
sale Sold 501 cars from 724 consignments, 
BUICK—’'59 Invicta conv., $2,310* (ps); 

LeSabre 4-dr., $2,090* (ps); conv., 
$2,085* (ps). 

58 Super 4-dr. Riviera, $1,545* 

(Continued on Page 49, Col. 1) 


$110; 4-dr., 


(ps); 
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Used-Car Auction Prices 


(Continued from Page 48) 


Century 4-dr. Riviera, $1,510* (ps). 
’57 Special 4-dr. Riviera, $1,250* (ps); 
RM 4-dr, Riviera, $1,245* (ps); conv., 
$1,160* (ps), $1,115* (ps); Century 
conv., $1,085* (ps); Super 4-dr, Rivi- 
era, $1,040* (ps), $1,030* (ps). 
’56 Super 4-dr. Riviera, $805* (ps), $720* 
(ps); Century 2-dr. Riviera, $635* 
; RM 2-dr. Riviera, $455* (ps), 
$365* (ps); Special 4-dr, Riviera, 


55 RM 2-dr. Riviera, $475* (ps); 4-dr., 

(ps); Century conv., $475*; 

4-dr., $400* (ps); Special 4-dr. 
Riviera, $385*; conv.,. $300* (ps). 
*54 Super 2-dr. Riviera, $400* (ps). 
CADILLAC—’60 de Ville 4-dr. hardtop, 
$5,050* (ps); (62) conv., $4,935* (ps); 
2-dr, hardtop, $4,325* (ps). 

"59 (62) conv., $3,900* (ps); 2-dr, hard- 
top, $3,450* (ps), $3,330* (ps). 

"58 (62) 4-dr., $2,690* (ps); 
Ville, $2,540* (ps), $2,530* (ps). 

’57 (62) Sedan de Ville, $2,050* (ps); 
conv., $1,365* (ps); (60) Special 4-dr., 
$1,930* (ps), $1,850* (ps). 

56 (62) 4-dr., $865* (ps), 

’55 (62) Coupe de Ville, $620* (ps) 


"54 (62) Coupe de Ville, $720* (ps); 4- 


dr., $565* (ps); 2-dr. hardtop, $525* 
(ps). 
*51 (62) 4-dr., $360*, 


CHEVROLET—'60 Impala (8) conv., $2,- 
$2,370*, $2,- 
4-dr., $2,- 
Cor- 
$1,- 


$2,210* (ps), : 
$1,950", $1,- 
$1,845* (ps); sport 
sedan, $2,035* (ps), $2,000* (ps), $1,- 

$1,875* (ps), $1,860* (ps), $1,- 


600* 
240* 
180°; 
vair (6) 4-dr., 
425*. 

"59 Impala (8) conv., 
150, -$2,090* (ps), 
990° (ps), $1,970* (ps), 
875* (ps), $1,850*, 


sport sedan, 
Brookwood (6) 
$1,960°*; 
$1,520*, 


(ps); 
(ps); 
Bel Air (6) 4-dr., 
$1,670", 


$2,060* (ps), 


895*, 
825°; 
4-dr., 
$1,680* ; 
(ps); Biscayne (8) 2-dr., 


Nomad (8) 


4-dr., $1,950* (ps); 
(8) 4-dr., 


$1,785*; Parkwood 


(8) 4-dr., $1,335*, $1,250*. 
58 Impala (8) conv., 
295*; sport coupe, 
225*; Brookwood (8) 
(ps), $1,325* (ps); 
$1,295*, $995*; sport sedan, 
Bel Air (6) sport sedan, $1,230* (ps); 


$1,410* (ps), 


4-dr., 


Biscayne (6) 4-dr., $1,265, $1,075 (ps), 
$1,160°, 
$900; Delray (8) 4-dr., 


$1,250*° 
sport sedan, $1,260* (ps), 2 at 
2 at $1,050* (ps), $1,005*; 4- 


$1,050; Biscayne (8) 2-dr., 


$890; 4-dr., 


$1,085, 

57 Bel Air (8) conv., $1,325*, 
(ps) ; 
$1,125", 
dr., $1,090*; 


2-dr., $955*; Bel Air (6) 


sport sedan, $1,165; Two-ten (8) sta- 


tion wagon, $1,055*; 4-dr., $870; 2-dr., 
$775*; Two-ten (6) station wagon, 
$890*: sport coupe, $675* 

56 Bel Air (8) conv., 


dan, $840*, $690*; 2-dr., $745*; 4-dr., 


$735* (ps); Two-ten (8) station wag- 


$650*, $610°; 


on, $775; 4-dr., $730*, 
2-dr., $310°*; 


Two-ten (6) 4-dr., $690*; 
One-fifty (6) 2-dr., $470. 
'55 Bel Air (6) station wagon, $515*; 4- 
dr., $350*; Two-ten (6) 4-dr., $350° ° 
'54 Bel Air 4-dr., $335". 
OHRYSLER—’59 Saratoga 4-dr. hardtop, 
$2,180* (ps), 
56 Windsor 2-dr. hardtop, $575* (ps). 


’55 Windsor 2-dr. hardtop, $585* (ps); 
4-dr., $450*, $350* (ps). 
DeSOTO—’57 Fireflite 4-dr. hardtop, §$1,- 


Sealing 


(Continued from Page 36) 
oxidizing or rusting immediately. 
This causes the metal oxides to 
grow, developing a metal-to-metal 


bond that completely eliminates the 
porous condition. About 75 percent 


of the impregnating solution is 
water which evaporates. 


This process will not work with 


porous glass, although castings 


made of gray, malleable or ductile 


iron, steel, zinc, bronze, magnesium 
or aluminum can be impregnated. 
Brophy said that the growth in 


impregnation also is due partly to 


the auto makers’ greater emphasis 
on quality control and to improved 


leak detection. 
+ oe * 


ppnovar testing equipment has 
come along with better impreg- 


nating equipment. Water under 


pressure was formerly used widely 
to determine porosity. This gave 
way to forcing air into a submerged 
part—the air bubbles indicated the 
amount of leakage. 

Today the most widely used 
testing device builds up 25 to 80 
pounds of air pressure in a part. 
Any leakage in the part is mag- 
nified up to 100 times and regis- 
tered on a meter. 

Although most companies either 
buy their own impregnating equip- 
ment or have it done by an outside 
firm, some makers and suppliers 
lease impregnation equipment, This 
eliminates the outlay of capital, and 
also is beneficial to a supplier with 
a contract of limited duration. 
Prenco Products has leased equip- 
ment since 1954. 

Other leaders in the impregnation 
field are American Metaseal, Inc., 
Tincher Corp. and Metalizing Co. 
of America. 

Summed up one impregnating 
company official: “Impregnation 
used to be a dirty word, Now it has 
become respectable and worthwhile 
for everyone—the impregnator, the 
manufacturer and the consumer.” 














































Sedan de 


Kingswood (6) 4-dr., $1,585* 
$1,435, $1,- 
320; Bel Air (6) 2-dr., $1,415; Bel Air 


$1,495* (ps), $1,- 
$1,- 
$1,340* 
Bel Air (8) 4-dr., 
$1,200; 





015* (ps); Firesweep 4-dr, hardtop, 
$780* (ps). 
’56 Firedome 4-dr. hardtop, $600* (ps). 


DODGE—'59 Coronet (8) 4-dr., $1,375* 
(ps). 
’58 Coronet (8) 4-dr, hardtop, $1,100* 


(ps). 

’57 Royal (8) 4-dr. hardtop, $885*, 

’56 Coronet (6) Suburban, $410. 
EDSEL—’58 Ranger 2-dr., $635*, 
FORD—’60 Thunderbird (8) conv., $3,470*. 

’59 Thunderbird (8) conv., $2,950* (ps), 

$2,690* (ps), $2,615* (ps); Galaxie 
- (8) 4-dr. Victoria, $1,830* (ps), $1,- 
800* (ps), $1,710* (ps); 4-dr., $1,680*; 
conv., $1,590* (ps); Fairlane (8) 2- 
dr., $1,700*; 4-dr.; $1,350* (ps), $1,- 
250*, $1,100*; age _ (8) 4- 
dr., $1,530*, $1,500, $1,4 

58 Thunderbird (8) conv., oes, 480° (ps), 

$2,360* (ps); Fairlane 500 (8) sky- 
liner, $1,560* (ps); conv., $1,380*, $1,- 
300* (ps), $1,100*; Country Sedan (8) 
4-dr., $1,150*; Country Sedan (6) 4- 
dr., $975* (ps); Custom 300 (8) 4-dr., 
$995*, $810; Custom 300 (6) 2-dr., 
$730; Fairlane (8) 4-dr., $875*, $785°*. 

’57 Fairlane 500 (8) skyliner, $1,250* 

(ps), $995* (ps); conv., $1,110* (ps), 
2 at $975*; 4-dr, Victoria, $895*, 

$850°; 4-dr., $765*; Fairlane 500 (6) 
4-dr., $610°, $590°, $550*; 4-dr. Vic- 
toria, $590; Custom (8) 4-ar., $695°; 
Fairlane (8) 2-dr., $690° ; Fairlane (6) 
2-dr. Victoria, $680°; Custom 300 (8) 
2-dr., $665°; 4-dr., $655. 

56 Thunderbird (8) conv., $1,600*; 

Country Sedan (8) 4-dr., $870*; 
lane (8) 4-dr., $580*%; 2-dr., 
Custom (8) 2-dr. Victoria, $560*; 2-dr., 


$500*; Custom (6) 2-dr., $320*; Ranch 
Wagon (8) 2-dr., $470*, 
‘55 Fairlane (8) conv., $560*%; 4-dr., 


$450; Fairlane (6) 2-dr, Victoria, 
$425*. 
’54 Country Sedan (8) 4-dr., $490* (ps). 
’53 Crest (8) 2-dr. Victoria, $485* (ps). 
IMPERIAL—’57 Imperial 4-dr., $1,430* 
(ps); Crown 4-dr., $1,300* (ps), 
LINCOLN — '57 Premiere 4-dr., $1,475* 
(ps). 
56 Capri 2-dr, hardtop, $375*. 
’55 Capri 2-dr. hardtop, $320* (ps). 
MERCURY—’58 Commuter 4-dr., $1,520*° 


(ps); Monterey 4-dr., $1,055*; 2-dr., 
$1,045* (ps), $660*. 

57 Colony Park 4-dr., $1,110*, 

’56 Medalist 2-dr. hardtop, $390* (ps), 
$335*. 

’55 Montclair 2-dr. hardtop, $450*, $430*; 
4-dr.,. $325*; Monterey 4-dr., $335; 2- 
dr., $305. 


’54 Monterey 2-dr, hardtop, $345*. 


OLDSMOBILE—’60 (98) conv., $3,300* 
(ps). 

"59 (98) 4-dr., $2,280* (ps), $2,270° 

(ps); (88) conv., $2,165* (ps); 4-dr. 


Holiday, $2,260* (ps), $2,000* (ps). 
’5S (88) conv., $1,795* (ps), $1,490* 
(ps); 4-dr, Holiday, $1,335* (ps); 4- 
dr., $1,070* (ps); (98) 4-dr., $1,575* 
(ps); 4-dr. Holiday, $1,530* (ps); 


conv., $1,465* (ps). 
’57 (88) Super 4-dr. Holiday, nme 
4-dr. 


(ps); (88) conv., $1,185* (ps); 
Holiday, $1,110* (ps), $925, $800*° 
(ps); Fiesta 4-dr., $950*%; (98) 4-dr. 
Holiday, $1,100* (ps). 

’56 (98) conv., $945* (ps); 4-dr, Holi- 
day, $865* (ps), $770* (ps); (88) 2- 
dr. Holiday, $530* (ps); 4-dr, Holiday, 
$475*. 

’55 (98) 4-dr. Holiday, $520* (ps), $390° 
(ps). 

PACKARD—’57 Clipper 4-dr., $675* (ps). 

PLYMOUTH—’'59 Suburban (8) Sport 4- 
dr., $1,610*, $1,455*, $1,450*; Savoy 
(8) 4-dr., $1,220, $1,030, 

‘58 Suburban (8) Sport 4-dr., $1,355* 
(ps); Belvedere (8) conv., $1,310* 
(ps); 4-dr, hardtop, $1,250* (ps), $1,- 
230* (ps), $1,085* (ps). 

'S7 Belvedere (8) 4-dr, hardtop, $775*; 
Belvedere (6) 4-dr, hardtop, $690*; 
ee (8) 4-dr., $545*; 

$450*; Plaza (6) 4-dr., 
+56 "Belvedere (6) 2-dr. hardtop, $380*. 

’5S Belvedere (8) 4-dr., $325*, 

PONTIAC—’ 60 Bonneville conv., $2,895* 


(ps). 
’59 Bonneville 4-dr, Vista, $2,410* (ps); 
Catalina conv., $2,000* (ps), $1,970* 


(ps). 
’58 Star Chief 4-dr., $1,360*; 2-dr. Cata- 


lina, $1,360*; Chieftain 4-dr., $1,150*; 
2-dr., $1,005*, $855*; conv., $930* 


(ps). 
’57 Star Chief conv., $1,310* (ps); 


Code Is Adopted 
By Independents 


In Savannah, Ga. 


SAVANNAH, Ga.—The Savannah 
Independent Automobile Dealers 
Assn. has adopted in its entirety 
the advertising code of ethics re- 
cently written and put into effect 
by local new-car dealers. 

John R. Dekle jr., of J. C. Lewis 
Motor Co. (Ford) here represented 
the Savannah Automobile Dealers 
Assn, in seeking the cooperation of 
the used-car men. 

Previously reported in detail, the 
code is modelled after a Cleveland 
dealers’ code. It seeks to ensure 
that advertised prices, deals, terms 
and downpayments are those ac- 
tually obtainable by customers 
walking into auto showrooms and 
lots. 

At the same meeting, Pete Bunch 
wag elected president of the used- 
car dealers here. J. C. Lowery was 
named vice-president and Bill 
Foreman, secretary-treasurer. 

The Savannah group will send 
25 dealers and their wives to the 
fifth annual convention of the 
Georgia Independent Automobile 
Dealers Assn. 


Chief- 


tain 4-dr, Catalina, $1, 145*; Super 
Chief’ Safari 4-dr., $945* 

.'55 Chieftain Safari 4-dr., $735* (ps); 
aan Catalina, $300*; Star Chief conv., 
$385*. 

RAMBLER—'60 Custom (8) Cross Coun- 
try, $2,150* (ps). 

’59 Super (8) Cross Country, $1,350*; 
American (6) 2-dr., $970. 

58 American (6) station wagon, $1,225*; 
Super (8) 4-dr., $1,040. 

’56 Custom Cross Country, $765*, 

’55 Deluxe Suburban, $305. 

STUDEBAKER—'59 Lark (6) 2-dr., 
135; 4-dr., $1,000*. 

'55 Commander (8) 2-dr., $325°, 


ALBANY 


Tim Anspach Dealer’s Auto Auction, Sale 
every Monday. Prices are for sale of July 
11. Auction today showed a good strong 
market on almost any car showing class 
and that had not been fixed over, damaged 
or worn. It appeared '57 models were the 
most difficult to get sold, Sold 106 cars 
from 153 consignments. 

BUICK—’'57 Special 4-dr., $900*. 

‘56 Super Pte) Riviera, $600* (ps); 4- 

dr., $540* (ps 

"55 Special 4- a * Riviera, $500* (ps); 2- 

dr, Riviera, $340*, $280*; Century 4- 
dr. Riviera, $430". 

'54 Special 2-dr., $100*. 
CADILLAC—’60 (62) 4-dr., $4,500* (ps); 

2-dr. hardtop, $4,435* (ps). 

’57 (62) 2-dr. hardtop, $2,100* (ps), 

’56 (62) Sedan de Ville, $1,000* (ps). 

’55 (62) Coupe de Ville, $990* (ps). 

"54 (62) conv., $575* (ps). 
CHEVROLET—’60 Impala (8) 4-dr., $2,- 

400* (ps); Brookwood (6) 4-dr., $1,- 
975; Biscayne (6) 2-dr., $1,660. 
’59 Impala (6) conv., $1,850; Bel Air (6) 


$1,- 


4-dr., $1,450; Bel Air (8) 4-dr., $1,- 
425°. 

’58 Bel Air (8) 4-dr., $1,350* (ps), $900* 
(ps); Biscayne (6) 4-dr., $1,275*; 


Brookwood (8) 4-dr., $1,240*. 


57 Bel Air (8) 2-dr., $1,100*; sport 
coupe, $1,025* (ps); Two-ten (6) 2- 
dr., 4-dr., 2 at 


$1,030; Two-ten (8) 
. 


’56 Two-ten (6) Delray, $715*, $300; 2- 
dr., $450*; Bel Air (6) 4-dr., $600. 
’55 Bel Air (6) sport coupe, $650*; 4- 
dr., $550*; 2-dr., $510; One-fifty (6) 
station wagon 2-dr. . $550; 2-dr., $310; 

Two-ten (6) 4-dr., $240. 
(Continued on Page 50, Col. 1) 


A COMPLETELY NEW LINE OF ALL ALUMINUM 


LUGGAGE RACKS 


FOR ALL STATION WAGONS, INCLUDING COMPACTS 


@ Model S-58 LIST $44.50 Dealer Cost 
42” x 58” USEFUL AREA—HAS 6 ROOF MOULDINGS ... 


@ Model P-58 LIST $59.40 DEALER COST 
Same as S-58 BUT WITH FULLY ASSEMBLED PLATFORM ... 


@ Model 72 LIST $83.20 DEALER COST 
44” x 72” —with FULLY ASSEMBLED PLATFORM ..... 


Shipped Promptly to Areas Not Covered by 
Authorized Canell Distributors 


wil C4AMELL a HUBBARD 9-9651 


HACKENSACK, NEW W JERSEY 
The World's Lowest Priced Quality Luggage Racks—Distributor Inquiries Invited 
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will go in your 


EXTRA PROFITS:::, 


pocket sit you sell 


and install the Prior “LOAD-STER” Helper Spring. Warehouses nearby mean lower 
inventories. The 12 models of the ““LOAD-STER’” will fit any make or model passenger 
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car, %-ton or %4-ton pick-up truck. Passenger cars pulling utility 
trailers or mobile homes, salesmen with heavy sample cases, 
pick-up trucks, in fact, anyone with an overloaded vehicle 
is a mighty good prospect for a “LOAD-STER” Helper Spring 
to increase capacity by 1,000 to 1,500 pounds. The ease of 
installation and complete absence of maintenance will make 
the “LOAD-STER” Helper Spring one of the most profitable, 
sellable items you carry. For further information, write: 


PRIOR PRODUCTS, INC./>. 0. sox 760s . 


DALLAS, TEXAS 
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’54 Two-ten station wagon 4-dr., $410; 
4-dr., $250. 
DODGE—’'56 Coronet (8) 4-dr., $700*. 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$3,250* (ps); Ranch Wagon (6) 4-dr., 
$1,775. 
Country Sedan (8) 4-dr., $1,590*; 
Fairlane (8) 2-dr., $1,260*; Custom 
300 (8) 2-dr., $1,250; 4-dr., $1,250. 
‘58 Fairlane 500 (8) conv., $1,340*; sky- 
liner, $1,300* (ps); 2-dr, Victoria, $1,- 
250° (ps); Fairlane (6) 4-dr., $1,135*; 
Fairlane (8) 4-dr,. Victoria, $1,070* 


(ps). 

’57 Custom 300 (6) 2-dr., $750; Custom 
(8) 2-dr., $425; Custom (6) 4-dr., 
$410. 

’56 Country Squire (8) 4-dr., $775* (ps); 
Parklane (8) 2-dr., $615*; Main (6) 
2-dr., $535; Fairlane (8) 4-dr., $480*; 
Custom (8) 4-dr., $465; 2-dr., $440. 

’55 Fairlane (8) conv., $590*, $500; 2- 
dr., $435; 4-dr., $350; 2-dr, Victoria, 
$280*; Custom (8) 4-dr., $485; 2-dr., 
$480, $200*, $190; Custom (6) 4-dr., 
$320; Country Squire (6) 4-dr., $430. 

MERCURY—’57 Monterey 2-dr. hardtop, 
$700* (ps). 

’56 Monterey station wagon 4-dr., $650*. 

’54 Monterey station wagon 4-dr, (9 
pass.), $380*. 

*53 Monterey 2-dr, hardtop, $220*, 

OLDSMOBILE—’60 (88) 4-dr., $2,650*. 

’58 (98) conv., $1,760* (ps); (88) 4-dr., 
$1,180* (ps), 

56 (98) conv., $740* (ps); (88) 2-dr., 
$560°; (88) Super 4-dr., $530* (ps). 
°55 (88) 4-dr., $525*, $430*; (98) 4-dr., 
$420* (ps); (88) Super 4-dr., $380*. 

’54 (88) 2-dr., $290*; 4-dr.,: $110*. 

PLYMOUTH—’57 Savoy (8) 4-dr., $670*; 
Suburban (6) Custom 2-dr., § 

"56 Savoy (8) 4-dr., $440*; Belvedere 
(6) 4-dr., $320°. 

’55 Plaza (8) Suburban 2-4r., $285". 

’54 Savoy 2-dr., $150. 

’53 Cambridge 2-dr., $100. 

PONTIAC—’56 Chieftain 2-dr., $460", 
$220". 

’5S Chieftain 4-dr., $110*. 

RAMBLER—’54 Custom Cross Country 4- 


dr., $200*, 
STUDEBAKER—’55 Champion (6) 4-dr., 


$200. 
MISCELLANEOUS — ‘56 Chevrolet %-ton 
panel, $210. 
’54 Chevrolet %-ton panel, $120, 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of July 13. 
BUICK—’60 Electra 2-dr, hardtop, §$2,- 

725* (ps); Invicta 2-dr, hardtop, $2,- 
675* (ps); LeSabre 2-dr. hardtop, $2,- 
360°. 

’59 LeSabre Estate Wagon 4-dr., $2,- 
200* (ps); Electra 4-dr., $2,120* (ps). 

‘57 Super 4-dr. Riviera, $1,060* (ps). 

55 RM 2-dr. Riviera, $415* (ps); Special 
4-dr., $295*. 

OADILLAC—'59 de Ville 2-dr. hardtop, 
$3,425° (ps); (62) 4-dr., $3,300*, 
OLET—’'60 Corvair (8) 4-dr., $1,- 
460*. 

"59 Impala (8) 4-dr., $1,970* (ps); 
conv., $1,940*; Bel Air (8) 4-dr., $1,- 
480*, $1,460*, $1,395. 

"58 Impala (8) 2-dr, hardtop, $1,575* 
(ps); conv., $1,475*; Bel Air (8) sport 
coupe, $1,285*; Biscayne (8) 2-dr., 
$1,125*, $1,050*, 

’57 Biscayne (8) 2-dr., $1,325, $915"; 
One-fifty (6) 2-dr., $810, $730*. 

56 Two-ten (8) 2-dr., $600*%; Two-ten 
(6) 2-dr., $475; One-fifty (6) 2-dr., 


$450. 
’5S Two-ten (8) 4-dr., $360*, 
54 Bel Air 4-dr., $115*. 
OHRYSLER—’57 NY 4-dr., $1,125* (ps), 


$1,080* (ps); Saratoga 4-dr, hardtop, 
$1,050* (ps). 
DeSOTO—’58 Fireflite 4-dr. hardtop, $1,- 
300* (ps). 
’57 Adventurer 2-dr, hardtop, $1,050* 
(ps); Firefiite 2-dr. hardtop, $875* 


(ps); Firedome 4-dr., $800* (ps); Fire- 
sweep 4-dr., $610*, 
°56 Firedome 2-dr, hardtop, $570* (ps). 
DODGE—'57 Royal (8) 2-dr. hardtop, 
$800* (ps); 4-dr. hardtop, $765*; 4-dr., 
$675*. 
’56 Coronet (8) 2-dr., $400*. 
’55 Royal (8) 2-dr. hardtop, $205* (ps). 
EDSEL—’59 Corsair conv., $1,775* (ps); 
Villager 4-dr., $1,690* (ps). 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$3,200* (ps); Galaxie (8) conv., §$2,- 
450° (ps); 4-dr. Victoria, $2,285* (ps); 
Starliner, 2 at $2,240* (ps); Fairlane 
500 (8) 2-dr., $1,725. 
69 Country Sedan (8) 4-dr., $1,750*; 
Galaxie (8) 2-dr., $1,710*; Custom 300 
(8) 4-dr., $1,035*, $1,020*, $1,005°, 
‘58 Thunderbird (8) 2-dr, hardtop, §2,- 
350° (ps), $2,200* (ps), $2,070* (ps); 
Country Sedan (8) 4-dr., $1,385", $1,- 


350*; Fairlane 500 (8) 2-dr, Victoria, 
$1,200*; Fairlane (8) 2-dr, Victoria, 
$910*; Custom 300 (8) 2-dr., $935*; 
Ranch Wagon (8) 2-dr., $740*. 

’57 Fairlane 500 (8) 2-dr., $1,140*, $1,- 
050%; 2-dr. Victoria, $910*, $850*, 
$835"; 4-dr., $1,025*; Country Sedan 
(8) 4-dr., $880* (ps); Ranch Wagon 
(8) 2-dr., $750* (ps); Custom (8) 2- 


dr., $675*. 
’56 Custom (8) 2-dr., $510*%; 4-dr., $465. 
6565 Fairlane (8) 4-dr., $580, $325; Cus- 
tom (8) 2-dr., $505, $320. 
LINCOLN — ’'58 Premiere 4-dr. 
$1,800* (ps). 
MERCURY—'59 Park Lane conv., 


(ps). 
’58 Monterey 2-dr., $950*° 


$2,300* 
$1,100*, 


'57 Commuter 4-dr., $1,000°*; 2-dr., $985* a 


(ps); Monterey 4-dr., $990° (ps); 


Montclair 4-dr, hardtop, $895*, $750* 


(ps). 
'56 Montclair 4-dr, hardtop, $735* (ps), 
$630* (ps), $625*; 4-dr., $550*; conv., 


$510*. 
’55 Montclair 2-dr., $335*, 
OLDSMOBILE — ’'57 (98) 4-dr, Holiday, 


$1,125* (ps); 4-dr., $1,100* (ps); (88) 
Super 4-dr., $975* (ps); (88) 2-dr., 
$920°. 

‘55 (88) 4-dr., $500°. 

PLYMOUTH—'59 Suburban (8) 4-dr., $1,- 
650*; Belvedere (8) 4-dr., $1,280", 
$1,280. 

’S7 Suburban (8) 4-dr., $965*. 

°66 Suburban (8) 4-dr., $500*; Belvedere 
(8) 4-dr. hardtop, $395°*. 

’5S Belvedere (8) 4-dr., $250°, 

PONTIAC—'59 Bonneville conv., 
(ps). 


$2,490* 
















hardtop, | | 


’58 Star Chief 4-dr., $1,375* (ps). 

’57 Star Chief conv., $1,075* (ps). 

‘56 Chieftain 4-dr. Catalina, $265*; 4- 
dr., $510*, 


RAMBLER—’60 Super (6) 4-dr., $1,930*, 


$1,690. 

’59 Super (6) Cross Country 4-dr., $1,- 
860*; Cross Country 2-dr., $1,860*; 
Super (8) Cross Country 4-dr., $1,- 
040, $1,000; Deluxe (8) station wagon 


2-dr., $1,000. 
’58 Deluxe (6) 4-dr., $1,250*, 
"56 Custom (8) Cross Country 4-dr., 
$600. 
STUDEBAKER—’59 Hawk (6) 2-dr., $1,- 
425°. 


*57 President (8) 4-dr., $645°, 
MISCELLANEOUS—’57 Ford 


pickup, $655. 
"54 Chevrolet (8) stake, $430, 


(8) F-100 





— Auctions in Brief — 


COLUMBUS, O. 

Capital Auto Auction, Inc. Sale every 
Thursday (July 14). ’56 and ’57 Fords and 
Chevrolets are doing the best, Sold 84 cars 
from 221 consignments, 

* + * 


DANVILLE, VA. 

Danville Auto Auction, Sale every 
Wednesday, Prices are for sale of July 13. 
Exceedingly heavy demand for all clean 
cars. 

* * + 


MANHEIM, PA. 

Manheim Auto Auction, Sale every Fri- 
day (July 15), Brisk bidding at Manheim 
today. Plenty of activity, Sold 82 percent 
of 682 consignments. 


In the Letterbox 





(Continued from Page 16) 


this, Their assistance is helpful, it 
isn’t interference, 

All in all, ’m happy with my 
cars, my distributors and my cus- 
tomers. Every once in a while, 
some customer is difficult, every 
once in a while, some distributor 
is difficult, every once in a while, 
I guess, so am I. Again, we're all 
human. 

To indict foreign cars in general 
is ridiculous. Since I’ve tried to be 
specific, I hope you will give “equal 
time” to a dealer who is willing to 
identify his distributors and him- 
self.— T. Nemet, Nemet Imported 
Cars, 153-19 Hillside Ave., Jamaica 
$2, .N.. Y. 

* + 


Bouquet for Bartell 


May I say, “Hear, hear,” to J. L. 
Bartell for his letter in the July 11 
issue of Automotive News? 

But may I also add that many 
of us have been trying to get his 
viewpoint across for a long time? 

There can be no doubt, any long- 
er, but that only proper planning 
potential, facilities and distribution 
will correct the problems of the 
auto industry—WuuAm H. Mircx- 


Peninsular Metal 
Quits Auto Work 


DETROIT.—Peninsular Metal 
Products Corp. announced it would 
close down its Automotive Parts 
Division at the end of the current 
automobile model year. 

“Discontinuance of this unprofit- 
able portion of our business should 
improve our future profit picture 
considerably,” S. W. Sorenson jr., 
president of Peninsular Metals, de- 
clared in making the announce- 
ment. 

Sorenson said that the use of 
lighter and less automobile trim 
and mouldings and the high labor 
rates in the Detroit area has made 
auto business unprofitable for Pen- 
insular. 


ELL JR., Massachusetts director and 
regional vice-president, National 
Automobile Dealers Assn., Wal- 
tham, Mass, 


* * * 


Commandment Clarified 


The “10 Commandments for Deal- 
ers,” which Birkett L. Williams 
listed in the July 4 issue of AvuTo- 
MOTIVE News, cover nine points 
which I have seen accomplished 
in part or whole by successful deal- 
ers. The point I can’t see being 
a“ is Commandment 

oO. 2. 


Commandment No, 1 says to 
average at least 25 percent gross on 
total parts sales. It is followed by 
No. 2, which says to spend not more 
than 9 percent of parts sales reve- 
nue for stockroom help. Williams 
claims this will work for large and 
small dealers alike. 

Now, take a small dealer doing 
$5,000 monthly in parts sales. Fol- 
lowing Williams’ formula, the 
revenue would be $1,250, and 9 
percent of $1,250 is $112.50. I ques- 
tion being able to employ a man 
capable of doing the job right at 
that figure. 

In the San Francisco Bay area, 
you can’t hire anyone to do any 
kind of work for that price. 

A small operation, with a com- 
bination parts and service man, 
might show on the books that this 
is being done, But no matter how 
it is divided and shown on the 
books, it takes “X” amount of time 
per dollar of parts sales. 

Maybe I have missed the point. 
If so, I will appreciate a clarifica- 
tion.— WESTERN SERVICE MANAGER. 

cal + - 

(Eprror’s Note: In Command- 
ment No. 2, “parts sales revenue” 
means gross income from parts 
sales. Using this reader’s ex- 
ample, a dealer selling $5,000 
worth of parts per month is ad- 
vised to spend not more than 9 
percent of that figure ($450) for 
stockroom help.) 





Special Promotion Pays Off in Sales— 


More than 200 Cadillac owners and prospects attended an evening showing of a 
special film in the showroom of Daniels Cadillac-Oldsmobile, Inc., Hartford. A port- 
able screen and chairs were moved into the dealership for the invitational showing 
of the highlights from the 1960 Masters Golf Tournament. The color and sound film 
was made to be shown by Cadillac dealers and distributors through special arrange- 


ments with the Masters Golf Tournament Committee. The dealership reports that on 
the evening of the showing it sold three Cadillacs. 


‘Common Market’ in Cars 


Urged for U.S., Canada 


OTTAWA.—Mayors of four Ca- 
nadian auto-making centers have 
called ou Prime Minister Diefen- 
baker to work out a United States- 
Canadian “common market” in the 
auto industry. 


Under the proposal, a Cana- 
dian car manufacturer would 
turn his production lines over to 
one model which then would be 
sold both in the U. 8S, and Can- 
ada. 

The mayors described the pres- 
ent state of the Canadian auto in- 
dustry as “alarming.” 

While Canadian population is up 
23 percent and auto sales up 42 
percent, auto manufacturing and 
employment are both declining, 
they noted. 

Since all domestic auto producers 
are U. S.-owned it should be pos- 
sible for the government to “in- 
duce” the manufacturers to open 
the U. S. market to Canadian pro- 
duction lines, Oshawa mayor L. A. 
Gifford said after the meeting. 
Oshawa is General Motors of Can- 
ada’s big car and truck assembly 
point. 

If it is not possible to con- 
vince the U. S, makers to in- 
crease production in Canadian 
plants by “inducement,” Gifford 
said the alternative would be 
to force the improvement in 
Canadian production by tariff 
changes. 

The proposal for a virtual “com- 





Pontiac Dealers Tour Plant— 


Twenty-nine Southern California Pontiac Dealers recently visited the Pontiac plant for a meeting with division officials and a tour 
of engine and assembly facilities in Pontiac. From left, front row, are J. A. Rapton, Phoenix; J. E. Gianera, Montrose, Calif.; C. H. 
Wilkins, Van Nuys, Calif.; A. J. Buenzli, West Los Angeles, Calif.; R. R. Longpre, Monrovia, Calif., and Harvey Gumaer, Bellflower, 
Calif. Second row: Mel Young, Ontario, Calif.; G. A. Nichols,.San Bernardino, Calif.; W. T. Dolman, Inglewood, Calif.; A. J. Healey, 
Santa Paula, Calif.; V. E. Wilson, Corona, Calif.; E. O. Roe, Los Angeles, and J. G. Piccinati, Mesa, Ariz. Third row: S. E. Knud- 
sen, Pontiac general manager; John Hine, San Diego; E. R. Rothe, Burbank, Calif.; M. F. Salta, Long Beach, Calif.; W. M. Berry, 
Santa Ana, Calif.; L. H. Frahm, Downey, Calif., and J. T. Lukens, LaMesa, Calif. Fourth row: A. F. Ives, Pontiac Pacific regional man- 
ager; D. E. Wood, Whittier, Calif.; G. H. Webster, National City, Calif.; J. O. Barber, Bakersfield, Calif.; A. A. McCandless, Indio, 
Calif., and W. L. Hoffman, Tucson. Fifth row: L. L. Hughes, Santa Barbara, Calif.; J. B. Finney, Los Angeles; Evan Mecham, Glen- 
dale, Ariz.; Albert Kasey, San Diego; F. V. Bridge, Pontiac general sales manager; J. W. Woudenberg, Mesa, Ariz., and H. N. Long, 


Pontiac Los Angeles zone manager. 


mon market” in the U. S.-Canadian 
auto industry follows one last 
month by Hugh Keenleyside, chair- 
man of the British Columbia Power 
Commission. 

The proposal would for the first 
time enable Canadian plants to get 
into true mass production, said 
Keenleyside, who suggested it could 
mean significant price reductions 
for Canadian motorists. 

Mayor W. A. Anderson, Oakville 
(Ford’s big assembly center) said 
this marked the first time repre- 
sentatives of the four auto centers 
had met the prime minister. 

“We hope to achieve what we 
want in a quiet, constructive way,” 
he said, adding he expected the 
government would take action “in 
a matter of months.” 

The other 10 proposals put for- 
ward at the closed meeting in- 
cluded a suggestion to review the 
present valuation for duty pur- 
poses on cars imported from 
other countries than the Com- 
monwealth, the latter having 
complete tariff exemption. 

Present valuation on the Volks- 
wagen for tariff purposes, for ex- 
ample, is $796. The mayors con- 
tended this is too low. 

Other proposals included various 
ideas for changes in excise tax and 
formulas for “Canadian content” 
in order to encourage greater man- 
ufacture in Canada. 

In the last two years, sales of 
imported cars have zoomed 40 per- 
cent and now hold 25 percent of 
the market. 

The federal government will 
have its officials “look into the pos- 
sibilities of action” and a further 
meeting will be held, a government 
spokesman said. 


Autolite Begins 
Construction on 


Alabama Plant 


DECATUR, Ala.—Ground has 
been broken here on the 80-acre 
site of Electric Autolite Co.’s new 
multimillion-dollar electrical parts 
plant. 

Slated to be in production by the 
spring of 1961, investment in the 
new plant will be $6 million to $7 
million according to Autolite Vice- 
President John J. Bohmrich, 

The new plant will produce regu- 
lators, distributors, solenoid 
switches, relays, governors, con- 
densers and related automotive and 
industrial electrical products. 

The Decatur plant will be the 
28th Autolite plant in the United 
States and Canada and is the sec- 
ond one below the Mason-Dixon 
Line. 


Frederick Chevrolet Moves 


GOLDEN, Colo.—Steve Frederick 
Chevrolet Co. has moved into its 
new $100,000 building, which has 14,- 
760 square feet of floor space. C. T. 
Frederick is president. 





_ Postage 


Post. St 
a will be Paid 
y 


If Mailed in the 
United States 


Automotive News 
965 East Jefferson Avenue 


Detroit 7, Michigan 





NEW SUBSCRIPTION ORDER 


Send me Automotive News every week for 
2 Years $16 [] 1 Year $9 [) (U.S. and Canada) 
All Other Countries, 2 Years $22 [1] 1 Year $13 
for which check is attached [] or send bill [1] 


Name & Title 
Compeny—_ 


Street Address 


TRADE CONNECTIONS: 


Os Car Dealer O. Moke of car. 
Used Cer Dealer [] Truck Dealer [J 
State Manufacturer [] Jobber oO 


Zone Service Station [] Engineer oO 


(PLEASE DO NOT USE THIS CARD IF YOU ARE ALREADY A SUBSCRIBER) 





AUTOMOTIVE NEWS, JULY 25, 1960 














Delivery Time Is the Right Time. . . 





Making a Hit with Customers 


her flowers after selling the car! peared and participated in a con- 


LOS ANGELES, — “We believe 
that delivery time is the most im- 
portant moment we will ever have 
with the customer,” Walt Klock, 
general manager, Lauesen Buick, 
West Los Angeles, told AUTOMOTIVE 
NEws. 

“We make a ceremony of de- 
livery. The car is predelivered and 
washed. Before the customer ar- 
rives, it is parked in a reserved 
area near our offices. The porter 
is cleaning it when the customer 
goes to pick it up. 

“Our service manager explains 
the warranty. The salesman in- 

structs the new owner in operating 
all controls, and either I, or my 
partner, Lowell Lauesen, are on 
hand to thank the customer for his 
business.” 

“Flowers do the trick,” said 
Lauesen from his corner of the of- 
fice. “Every time we deliver a car 
to a woman, the florist across the 
street prepares a huge bouquet of 
flowers matching the interior, 

“Last week a dress designer pick- 
ed up her white convertible with 
red-and-white interior. We had 
four dozen red-and-white carna- 

tions in the back seat, 

“She sat and cried for five min- 
utes from the emotional impact of 
flowers and new car. Later she told 
me it was the fact that we gave 


Ford Tractor 
Moves to Accent 


Industrial Sales 


BIRMINGHAM, Mich.—A move 
to expand its sales in the light in- 
dustrial equipment market has 
been announced by the Tractor and 
Implement Division of Ford Motor 





L. E. Dearborn, general sales 
manager, said the Division is tak- 
ing three major actions immedi- 
ately: 

1. Establishing an expanded in- 
dustrial sales organization directed 
by an assistant general sales Man- 
ager. 

2. Adding the line of products 
previously manufactured by Sher- 
man Products, Inc., whose acquisi- 
tion by Ford Motor Co. became ef- 
fective July 15. 

3. Selling components and com- 
plete products to original equip- 
ment manufacturers for inclusion 
in their products or sale through 
their normal distribution channels. 

“Sale of light industrial equip- 
ment and tractors for nonfarm ap- 
plications traditionally has account- 
ed for an important part of the 
division’s total volume,” Dearborn 
said. “We believe that these sales 
will increase substantially, because 
of the tremendous growth potential 
of the market and because of the 
emphasis we will place on meeting 
users’ needs.” 

Named assistant general] sales 
manager for industrial products 
was J. B. Nicolls jr., formerly divi- 
sional export-import manager, 
Three newly created departments 
will report to him: Original equip- 
ment manufacturers’ sales, with 
F. W. Conover as manager; Ford 
industrial sales with Harold Hanke 
as manager, and allied equipment 
sales, with W. R. Howe as man- 
ager. 

The industrial sales staffs at the 
division’s three regional sales of- 
fices in Detroit, Kansas City and 
Oakland, Calif., are being increased, 
according to Nicolls, and the divi- 
sion’s 26 independent distributors 
and two sales districts are adding 
industrial sales representatives. 

Major breaks with past tradition 
for the division will occur in OEM 
sales and sales of allied equipment, 
Nicolls said. 

Components and assemblies, such 
as power steering units, transmis- 
sions, hydraulic pumps and other 
Ford-produced items, will be of- 
fered to other manufacturers for 
inclusion in their products. Some 
complete products also will be 
available to them. 

Dealers who previously handled 
and serviced the Sherman line of 
products will be supplied through 
Ford. The former Sherman Prod- 
ucts plant in Royal Oak, Mich., has 
been designated the Royal Oak 
—_— Plant of Ford Motor 








that was so upsetting.” 

According to Klock and Laue- 
sen, the average purchaser of a 
new car is treated with less cour- 
tesy than the buyer of a necktie. 
They said they wanted to change 
this situation, but felt it would 
be impossible to change the aver- 
age auto salesman. 

With this in mind, they said, they 
advertised for “intelligent men 
willing to be generous with their 
time for a customer.” 

There were 100 replies, which 
were screened to 25 possibles, At a 
dinner meeting, 23 of the 25 ap- 





Krouse Closing Doors 


PHILADELPHIA.—A liquidation} 


sale is being held by Harry Krouse 
Oldsmobile, 667 N. Broad St. 





ference in which Buick zone peo- 
ple, General Motors training tech- 
nicians and Lauesen employes dis- 
cussed the auto business. 

Each prospect was given a detail 
sheet of potential earnings from 
sale of new and used cars The job- 
hunters filled out application forms, 
which Lauesen and Klock process- 
ed that same evening. After a num- 
ber of interviews, one of which in- 
cluded the man’s wife, six new 
salesmen were hired. 

Seven days of training included 
tours of duty in the service and 
parts departments, the used-car 
office and finally in the new-car 
showroom. Graduation exercises 
had each salesman in the field 
with a used car, trying to buy a 

(Continued on Page 55, Col. 1) 





At Mel Bloch Chevy... 


Corvair Hauls the Gravy 


By L., H, Houck 
Staff Correspondent 

ROLLA, Mo.—Corvair has made 
a name for itself as a creator of 
extra sales for Mel Bloch, Inc., 
(Chevrolet), according to Mel 
Bloch, owner, who reported high 
volume through the year and no 
service headaches. 

“Our high volume in Corvair 
sales has not affected the sales of 
our standard Chevrolets from the 

lowest-priced models to the high- 
est,” Bloch told Automotive News, 
“and nearly every sale has been 
an extra sale. We attribute this 
to the principle that if a man 
comes in to buy an apple you can- 
not sell him a banana, 

“We have, however, felt some of 
the results in slower sales for our 
higher-priced used cars,” he said. 
“We think our Corvair sales may 
have kept this volume down some. 
But we’re awfully happy with Cor- 
vair and look for an even greater 
season on it next year.” 

Bloch said he was looking for- 
ward to a repeat business with 
Corvair in the ’62 market, 

Who buys Corvair here and what 
do they trade? 

No certain class, according to 
Bloch, who pointed to his sales rec- 
ords, which show that one man 
traded in a Cadillac on a Corvair 
and the owner of a Biscayne bought 
one for a second car. 

In between were students, engi- 
neers, widows and young married 
couples who traded in almost all 
known brands of current automo- 
biles. 

When asked about service trou- 
bles with Corvair and the field serv- 
ice revisions, Bloch said: 

“Sure, there were a few bugs 
reported. We didn’t actually get 
many of them. I think it was be- 
cafise our service department 
studied the car and the factory 
bulletins and ran away with the 
service like a breeze. 

“We're having no customer dis- 
satisfaction at all as a result and 
we know we’re building repeat busi- 
ness in a compact car which has no 
competition because it just isn’t like 
other cars.” 

Bloch said he had been able to 
hold the line for medium gross 
profits on Corvairs because he 
never lets his customers forget that 
Corvair was designed new and built 


One Drawing Set 
For Chicago Show 


CHICAGO.—For the first time in 
the history of the Chicago Automo- 
bile Show, there will be only one 
drawing for exhibit space in the 
1961 event in the new McCormick 
Place Exposition Center Feb. 18- 
26. It will be held Thursday (July 
28). 

In previous years there were 
three separate drawings for Ameri- 
can cars, trucks and imported cars. 

“Since all exhibits will be to- 
gether in one big hall in the 1961 
show, the show committee feels 
that it will be a saving of time and 
effort to have a combined drawing,” 
said Don C. Mullery, committee 
chairman, 








differently. He said he stresses par- 
ticularly that it is not just a big 
car scaled down. 

Bloch has been in the Chevrolet 
business all of his business life, 
largely in St, Louis. He has owned 
the Chevrolet deal here for the past 
four years and has produced im- 
portant volume for the size of the 
territory. 

Bloch said it is almost impos- 
sible to switch a Chevrolet cus- 
tomer to Corvair except as a sec- 
ond car, or a Corvair prospect to 
Chevrolet. However, many cus- 
tomers for top late-model used 
cars are interested in buying a 
new Corvair instead, he said. 

Such sales usually produce a bet- 
ter gross profit and are encouraged 
even at the expense of losing a 
— sale now and then, Bloch 
said. 
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The Broadest and Most Profitable 
Consumer Credit Insurance 


Market Ever Developed 


Coverages Available 


Automobile 
Physical Damage Insurance 


(Comprehensive, Fire, Theft and Collision) 


Credit Life Insurance 


RESOLUTE 
a: 
COMPANIES 


Established 1926 


SPECIALISTS 
IN CONSUMER CREDIT INSURANCE 


Hartford 2, Connecticut 


a 









for dealers only... 


that 
was a 


HERTZ 


car! 


SHARP USED CARS 


you need 'em...we got ‘em/ 


Hertz has bell ringers for you...all in top shape 
...clean and sharp! Chevys, Fords, Buicks, Cadil- 
lacs, Plymouths, Pontiacs. Sedans, hardtops, 
wagons and converts. All in fast-selling colors — 


HERTZ 





RENT A CAR 





and equipped with power steering, radio and 
heater, automatic transmission, many with pow- 
er brakes...the works! 1959 models are now 
available at Hertz offices across the country. 


For more information call your local Hertz office 


or contact: Mr. I. E. Spatig 
Hertz Car Leasing Division 
125 N. Wabash, Chicago 4, III. 
Tel. DE 2.0420 


' 
; 
: 
i 
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He Repays Ch 


Interest in 


sler Corp. ... 





Vendors 


Ousted Newberg 


(Continued from Page 1) 


of the company’s board of direc- 
tors in less than a month, New- 
berg’s resignation was accepted at 
the earlier special session. 

The text of the statement of the 
Chrysler directors follows: 

“Chrysler Corp. and William C. 
Newberg have entered into a set- 
tlement agreement under which 
Chrysler will receive from Mr. 
Newberg profits in excess of 
$450,000 made by him from inter- 
ests in vendor companies. 

“Chrysler recently learned of 
such interests as a result of an in- 
vestigation instituted by L, L. Col- 
bert as chairman of the board and 
conducted by Chrysler’s general 
counsel and independent auditors, 
in which Mr. Newberg cooperated. 

“On June 30, 1960, Mr. Newberg 
resigned as president and as a di- 
rector of Chrysler when differences 
of opinion arose between him and 
the directors on this subject. 

“The directors believed it to be 
their responsibility to seek recov- 
ery from Mr. Newberg of his prof- 
its. He accepted their views and 
made an offer of settlement which 
the directors of Chrysler approved 
at a meeting today.” 


ERG made the following 
comment in New York on the 
press statement by Chrysler Corp.: 

“I spent 27 happy years with 
the corporation, starting in 1933 
as a mechanic in the road-test 
department and ending up as 
president. 

“I entered into the questioned 
relationships with the vendor com- 
panies after advice of counsel and 
in the belief that they were in the 
interest of the corporation, and that 
no question of illegality or im- 
propriety was involved. 

“I have tried to dispose of the 
current differences of opinion in a 
way that would leave my record 
clean without any doubt as to my 
integrity.” 

* + 
ORE prominent Chrysler Corp. 
dealer indicated that the in- 
vestigation would spread. 

“We haven’t heard the last of 
it,” he said, adding: “The dealers 
are very happy with what's being 
done at Chrysler and what's 
going to be done in the way of 
cleaning house, and cutting pro- 
duction costs. 

“Once the company gets these 
costs down, the dealers will be in 
a much better position to compete 
with Ford and General Motors 
dealers.” 

Another prominent Chrysler deal- 
er said he had been told that the 
investigation was launched by non- 
corporation members of the board 
after discontented vendors com- 
plained to them that they had been 
squeezed out of Chrysler contracts. 

+. - * 


C HRYSLER management has 
been a storm center for more 


For Mileage Accuracy— 


Test drivers Danny Eames, left, and Bill 
Likes, during a halt in the Simca 2,826- 
mile marathon, check over the Tracktest 
Equipment Co.'s fifth wheel assembly 
which was used to insure mileage accur- 
acy. Because of the extreme demands for 
wear, corrosion resistance Allegheny Lud- 
lum Type 302 stainless steel is used for 
the wheel's axle shaft, clamp screws and 
other vital parts. Many of the wheels pro- 
duced in the initial operating phases nine 
years ago still are in use. 





than two years, with much of the 
storm tied in with operating losses 
in both 1958 and 1959, Stormy an- 
nual meetings were held in both 
1959 and 1960, 
Sol A. Dann, a Detroit lawyer 
who at one time attacked 


Studebaker- 
led the fight at Chrysler, charg- 
ing improprieties on the part of 
t. 


After Dann attacked Chrysler 
management at the 1960 annual 
meeting, Colbert stated that, as far 
as he knew, neither he, nor mem- 
bers of his family nor any other 
officers had any improper interest 
in any of Chrysler's suppliers at 
that time. 

* * * 


_o auto industry had seethed 
with rumor and speculation ever 
since Newberg resigned without 
warning at a special meeting of the 
Chrysler Corp. board on June 30. 

At the time, the board said only 
that the resignation “was due to 
differences of opinion on certain 

corporation policies.” 

When Newberg resigned, Colbert 
was elected president in addition to 
his duties as board chairman and 
chief executive officer. 

Newberg had held the president’s 
post only 64 days. Colbert had been 
president from 1950 until the time 
he moved up to become chairman, 
making way for Newberg. 

cs * cd 
A™ THE time Newberg resigned, 
it was reported that only seven 
persons knew the true reason—and 
they never talked. 

As executive vice-president be- 
fore becoming president, N ew- 
berg was paid $125,900 a year. 
Colbert had received a salary of 
$250,900 as president, but New- 
berg’s stipend was probably less 
than that. He had also earned 
contingent retirement benefits 
and had been paid a portion of 
a bonus earned in 1957. 

Last week’s development renewed 
speculation about how long Colbert 
would continue the dual role of 
president and chairman at Chrysler. 








Bandy Honored as Quality Dealer— 

A Ford dealer recently participated in ceremonies honoring Ray Bandy, second from 
left, Ray Bandy's (Plymouth-DeSoto-Valiant), Rocky Mount, N. C., as a Quality Dealer. 
The Ford dealer, Allen Mims, left, also the Mayor of Rocky Mount, was on hand for 
the presentation by S. W. Hodgson, Charlotte P-D-V regional manager. Far right is 
Ed Bandy, son of the dealer. 





Chevy Dealers Big Providers... 





‘Feeding’ Denver’s Economy 


DENVER —Bill Stacy, Denver 
city manager for Chevrolet, has 
come up with some figures showing 
the impact auto retailing has on 
the economy of the Denver metro- 
politan area. 

His figures disclosed that one 
product sold in the Denver area 
— Chevrolet cars—paid directly 
the living costs of 3,216 persons 
in 1959 and accounted for a pay- 
roll of $4,285,920.37. These figures 
were derived from a study of 10 
dealerships in the area, he said. 


The dealerships have a combined 
payroll of 804 persons, his statistics 
showed, and the average family of 
each employe is four persons. 

“That means 3,216 persons in the 
Denver area owed their living in 
1959 directly to the sale and serv- 
icing of our product,” said Stacy. 
“And the $4,285,920.37 the workers 
were paid in wages and commis- 


Dealership Burns 


MILWAUKEE.—Damage was es- 
timated at $55,000 when fire struck 
Quality Plymouth here. The fire 
started when a car which was being 
drained of gasoline burst into 
flames. 


Warranty Group Creditors 
Hold Initial Meeting 


BIRMINGHAM, Ala.— The first 
meeting of creditors of the bank- 
rupt companies which made up the 
Consolidated Warranty System was 
held here last Friday (July 22). 

The voluntary petition in bank- 
ruptcy had been filed last May 
25 in Federal District Court, Bir- 


mingham, Ala., by Registered 
Tested Cars, Inc., and its wholly 


Sales by Dealers 


| Top 1959 Pace 


By $13 Million 


WASHINGTON.—Sales of new- 
car dealers amounted to $3,046 mil- 
lion in May, 2 percent below the 
total for April but $13 million above 
the figure for May of last year, the 
Commerce Department reported. 

Total retail sales for the month 
were $18,609 million, off 3 percent 
from the April total but an increase 
of $9 million from the May, 1959, 
total. 


May sales of tire, battery and ac- 
cessory dealers were $221 million, 
off 3 percent from April and down 
one percent from May of last year. 

Gasoline station volume in May 
was $1,504 million, up 3 percent 
from April and a gain of 6 percent 
over the May, 1959, showing. 

May sales of automotive whole- 
salers totalled: $525 million, down 
9 percent from April but 6 percent 
ahead of the figure for May of 
last year. 


owned subsidiaries, Consolidated 
Auto Warranty Corp.; National 
Bonded Cars, Inc., and Sure Car 
of America, Inc. 


According to Stephen S. Simmer- 
man, counsel for the National 
Automobile Dealers Assn., the filing 
of the bankruptcy petition followed 
immediately the entering of a final 
$250,000 judgment in favor of Reg- 
istered Tested Cars and Consoli- 
dated Auto Warranty Corp. against 
Bankers Fire and Marine Insur- 
ance Co. 

The judgment, Simmerman said, 
provided for the payment of $250,- 
000 to the clerk of the court for 
the payment of 20 percent, or $50,- 
000, to the plaintiff’s two attorneys, 
plus their reasonable expenses as 
later approved by the court, and 
the remainder to be paid to the re- 
ceiver. 

“It is our understanding,” Sim- 
merman said, “that expenses ap- 
proved by the court .total some 
$13,000, which means that there 
is approximately $186,000 to be 
applied toward the payment of 
the debts of the bankrupt war- 
ranty companies.” 

According to Simmerman, cred- 
itors whose names appeared on the 
list of creditors filed by the bank- 
rupt companies were mailed proof- 
of-claim forms prior to last week’s 
meeting. 

Other creditors were urged to 
contact Frank S,. Blackford, 310 
Federal Building, Birmingham, 
who has been named receiver for 
the bankrupt firms. 


sions flowed directly into the Den- 
ver area economy.” 

Importance of the 804 jobs rep- 
resented in the Chevrolet operation 
here also is underlined by a new 
United States Chamber of Com- 
merce survey. 

It shows that an industry or busi- 
ness employing 100 workers means 
296 more people in the community, 
112 more houses, $500,000 more per- 
sonal income, four more retail 
establishments, 107 more pas- 
senger-car registrations, $360,000 
more retail sales and 51 more 
school children. 

Stacy also carried his statisti- 
cal study into other areas. He 
said he discovered that the 10 
dealerships have been in business 
a total of 243 years, that their 
principals have been in the auto- 
mobile business a total -of 270 
years and that total taxes paid 
by the dealerships in 1959 
amounted to $339,574.38. 

The 10 dealerships have a total 
of 385,764 square feet under roof, 
and a total investment of $3,473,169, 
Stacy said. The 10 operations serv- 
ed 251,453 customers during the 
year, he added. 

The dealers sold 9,397 passenger 
cars, 8,695 of them new 1959 mod- 
els, to top all other makes in the 
area, he said. 

Asked about the outlook for 1960, 
Stacy remarked: 

“Best year yet. Our goal is 12,000 
new cars this year and the first 
quarter indicates we'll make it.” 

His optimism is shared by Mere 
Lindsey, Denver zone manager. 
Lindsey forecast sales 20 percent 
higher than in 1959 during the next 
two months alone. 


Price Selling Hit 
By 53-Year Vet 
Of Auto Retailing 


LOS ANGELES.—L. F. Jolly, 73, 
who recently marked his 53rd an- 
niversary in the auto industry, said 
the trouble with 90 percent of mod- 
ern auto salesmen is “they just sell 
price.” 

“It’s too bad because American 
cars have more quality and value 
to sell than any other American 
product in a similar price range,” 
said the former Reo executive. 

Jolly, a salesman at Bill Murphy 
Buick, Culver City, for two years, 
got his first job in the auto busi- 
ness in 1907 as a Reo salesman in 
a St. Louis dealership. 

He said he has an updated list 
of every person who has bought a 
car from him since 1950 and main- 
tains contact with them via tele- 
phone, letter or post card. Five to 
10 percent of his sales are repeat 
business and about another 10 per- 
cent are referrals, he added. 

His major tips to young auto 
salesmen: 

1. Know your product thoroughly. 

2. Take the time to listen to a 
customer’s desires and sell him only 
a car he can afford. 

3. Be neat and presentable at all 
times. 

4. Continue to service your clients 
regularly—long after the point of 
purchase. 


Accident Victims 
Sue 2 Dealers, 


GM, Chrysler Unit 


DETROIT.—Two auto manufac- 
turers and two dealers are being 
sued by motorists who claimed they 
were sold defective vehicles. 

Marlin E. Roe, Weston (O.) far- 
mer, filed a $50,000 suit against 
General Motors and Ralph Thayer 
Chevrolet, Inc., Bowling Green, 
charging that a pickup truck he 
bought from Thayer was defective. 

Mabel G. Lester, Charleston, W. 
Va., named Chrysler Motors Corp., 
Chrysler Corp. distribution arm, 
and Tag Galyean, Inc., in a suit for 
$275,000. 

She said she suffered a hip frac- 
ture and other injuries when the 
car in which she was riding ran 
off a road and struck a guardrail. 
The manufacturer was negligent in 
delivering a defective car and the 
dealer was negligent in failing to 
discover the defect after having 
been told the car was not operating 
properly, she added. 

The driver of the car also was 
named in the action. He was ac- 
cused of negligence in driving a 
car he knew was not in proper op- 
erating condition. 

Roe said a defective hood flew 
open and caused him to strike a 
bridge abutment. He asked dam- 
ages for injuries he said he suf- 
fered. Thayer had repaired the 
hood latch several times, Roe 
added. 








Testing High-Speed Tires— 


A 600-mile-an-hour tire destined for use on a jet-propelled car this August on the 
Bonneville (Utah) Salt Flats is readied for tests at Firestone Tire & Rubber Co.'s test 
station at Columbiana, O. Four tires of this type will be used on a car designed by 
Ray Brock, left, technical editor, Hot Rod magazine, and Dr. Nathan Ostich, Los An- 
geles, in an assault on the 394.2-mile-an-hour world land speed record set in 1947 
by the late John Cobb of England. Firestone engineers, headed by Mel Hershey, center, 
and Don Wilhelm, right, designed the four-foot-diameter tire. The forged aluminum 
wheel was designed by Firestone Steel Products Co. 
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Unwanted ’60 Model a Costly Baby to Keep... 





Auto ‘Orphan’ Is Unblessed Event 


By Ed Brown 
Staff Correspondent 

NEW YORK.—Every dealer has 
experienced, at one time or an- 
other, that one car in stock which 
turns “sticky.” 

If cars could talk, here is a story 
that an unused ’60 in a New York 
dealer’s inventory could tell: 

Two years ago I was the gleam 
in the eye of Ford designers in 
Dearborn, Then in October, 1959, 
I was finally born, Today I’m an 
orphan. 

I’m car No. 9, born in Mahwah, 
N. J. Today, I'm almost 10 months 
old and I’m still just car No. 9. 

True, I’m part of a large group of 
Fords in a foundling home known 
as Ralph Horgan, Inc., where I am 
being held in preparation for adop- 
tion by Ralph Horgan and Com- 
mercial Credit Corp. 

I was one of five identical cars. 
My brothers and sisters all were 
born the same day, with the same 
“equipment” but varying in color. 
I am beginning to think prejudice 
exists even among us inanimate ob- 
jects. 

We were part of the first ship- 
ment of samplers for the 1960 an- 
nouncement period. “Loaded” is 
probably the only word that would 
describe us. 

Like most blessed events, we 
started costing money from the 
day we were born. The pediatri- 
cian (Ford Division) was paid by 
Ralph Horgan, through the kind- 
ness of Commercial Credit, How- 
ever, since October Horgan has 
been carrying the full burden to 
the tune of about $14 per month 
on floor-planning charges for me 
alone. I have other relatives who 
have been almost as burdensome 
as myself. 

My crib, an open storage area for 


awhile, was billed at the rate of $10) 


per month. I caught cold from the 
rough winter winds and snows, and 
eventually was moved to a covered 
garage where my upkeep rose to 
about $22 per month, Guess they 
were trying to save the first blush 
of spring about my skyblue color. 
But no matter what variety of baby 
cosmetics they use on me, I’m just 
not as fresh or as blue as when I 
was born, Guess that’s the conse- 
quence of being unwanted. Some of 
your vitality is bound to drain 
away. 

Not that the Horgan doctors and 
nurses haven’t been good to me. 
They’ve had me up before any num- 
ber of good would-be parents, but 
each time those people seemed to 
prefer some other combination than 
the one I sported. 

That’s pretty much the story of 
my life. No matter what I have 

to offer, people seem to want 
something different. 

See if you can get this picture. 
I’ve been sitting around for about 
six months, A pretty young lady 
came along and squinted at me 
from some distance. The salesman 
promptly went over and started 
talking up my good points, You 
know, blue eyes, healthy complex- 
tion, etc, 

The lady came over to me and 
banged my skin pretty hard. This 
constant banging can get pretty 
tiresome. But she was pretty, so I 
smiled back. Then she kicked the 
rubber in my feet. Boy, with her 
pointed toes it was no cinch to keep 
from hollering and giving her a 
pointed head for her trouble. 

Then she decided she’d better 


L-O-F Loses Net; a 
Renews with GM 


TOLEDO.—Net earnings of $25,- 
524,910 for the first half of 1960 are 
reported by Libbe y-Owens-Ford 
Glass Co. 

President George P. MacNichol 
jr. indicated the second quarter 
net earnings were $11,791,038, as 
compared with $13,733,872 in the 
first quarter. Earnings for the first 
half of 1959 amounted to $33,094,146. 

MacNichol reported that a con- 
tract has been signed for General 
Motors’ entire domestic glass re-| 
quirements for the 1961 model year. 
The 1945 basic contract, which pro- 
vided for two years’ termination 
notice for the protection of both 
parties, will terminate Aug. 31, 1962. | 
Thereafter, contracts will be nego-| 














tiated on an annual basis, he said. 


take me on a demonstration ride. 
I roared down one street, purred 
down another, cavorted and used 
every antic I know to show her how 
much I could love her. 

When we returned to the show- 
room, she announced that she was 
impressed. “But I think the child’s 
eyes are just a little too blue,” she 
said, 

Do you know she wouldn’t take 
me because she has a powder blue 
suit at home, and she said that 
when we went out together we 
would clash. She insisted that the 
salesman order something else for 
her. 

Boy, then he did something which 
made me cringe and feel a little 
ashamed. He said quietly he prob- 
ably could let me go for a little less 
than the going price, if she would 
only reconsider. But she would have 
no part of it. 

No matter what my specifications 
might be, people think a newer 





baby would be more to their liking. 
And to them I now look pretty old, 
and not anywhere near as loveable 
as something they order specially. 

Horgan, in his discussions with 
CCC directors, went through a 
sheaf of papers and announced that 
my upkeep to date had cost nearly 
$300. 

I notice that Horgan can’t even 
smile when he looks in my direc- 
tion any more, The love he once 
felt for me is gone, He said some- 
thing about getting rid of me dur- 
ing the “cleanup,” but that he’d 
still have lost his shirt on me, 

Wonder if any babies in 1961 will 
share my fate? 

The Horgan orphan is a 1960 Ga- 
laxie club sedan, with eight cylin- 
ders, skymist blue and white with 
an electric clock, Fordomatic, fresh 
airheater, radio, padded dash and 
visors, backup lights, wheel covers, 
whitewalls and power steering and 
brakes. 





Plymouth Dealers Elect— 


Newly elected officers and directors of the Southern California Plymouth Dealers 
Assn. are, front row, from left, L. J. Jabro, secretary-manager; M. R. Mackaig, Los 
Angeles, president; W. R. Shadoff, Pomona, vice-president, and Bob Keefer, Haw- 
thorne, treasurer. Standing: Directors C. E. Vesy jr., Anaheim; Wesley Gordon, Hunt- 
ington Park; C. D. Colley, Los Angeles; Jim Love, Santa Paulo; Carl Cannata, Reseda, 
and Bernie Freeman, Los Angeles. 





WAYNE KING, (LEFT), PARTNER AND GENERAL MANAGER. AND E. L. GOEBEL, PARTNER, KING AND GOEBEL MOTORS, THOUSAND OAKS, CALIFORNIA. 


“We examined 
all the imports,” 
says Wayne King, 
“and chose Simca.” 


“Why did we choose SIMCA? I'll tell you. I’ve been in the automobile 
business for a long time, with heavy emphasis on mechariics — so I know quality 
when I see it. For my money (and our customers’, too) SIMCA is heads and 


shoulders above any other import in its price class. 


“Yes, we looked them all over. And we still get approached by other imports, 
asking us to make a change. But why should we? In SIMCA we’ve got an 
economy car with everything it takes to sell: looks, comfort, performance, and 
economy. We’ve got an import that’s backed by a major U.S. manufacturer— 


. 


D. R. Crandall, Director of Simca Sales 

Chrysler Motors Corporation 

P.O. Box 857, Detroit 31, Michigan 

Dear Mr. Crandall: 

I would like to investigate the possibility of becoming 
a franchised SIMCA dealer. I understand I am under 
no obligation and my inquiry will be held in the 
strictest confidence. 


Name 





with parts and service second to none. And we’ve got an excellent delivery 


set-up, too—our SIMCAs always arrive from port in first-class condition. 


Address 





“What else do we need? Customers. And we’ve got plenty of them, too.” 


A few SIMCA franchises are still available to aggressive dealers, regardless 
of present affiliation. Send in the attached coupon for full information. 


SIMGA 


City Zone _ State 
Canadian inquiries to: A. L. Hancox, Chrysler Corp. of Can., Ltd., Windsor, Ont. 


IMPORTED BY 


CHRYSLER 


Saar 





| 
| 
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Lenders See Problems but No Panic. . . 


Hopes for Good Cleanup Rise 


(Continued from Page 1) 


anything in the future that would 
stabilize or increase used-car prices. 
The most frequently heard advice 
was to cut prices and move the 
cars before the market price slips 
further. 

Just about all of the finance 
companies report compacts are 
selling well and they look for the 
new compacts to be introduced 
this fall to move well, too. 

While some expect the new com- 
pacts to produce a net increase in 
auto sales in the 1961 model year, 
others fee] that the old medium and 
low-priced classes will suffer. A 
further cut in used-car values is 
also considered possible, 

* + * 

a= of the finance companies 

report problems in the import 
market as sales of foreign cars 
begin to lose some of their zest. 
The dealer who has a domestic car 
and an import in the showroom is 
probably getting all of the help he 
needs from his finance company. 
So is the import-only dealer who 


has established himself with one of 
the more successful imports. 

On the other hand, some of the 
finance companies are wary of 
the man who wants to open a 
new import dealership now. They 
are also far from enthusiastic 
about some of the imported 
makes which entered the United 
States market late. 

The finance companies said last 
week that they had not changed 
their credit policies in recent 


Montana Dealers 
To Meet Sept. 30 


HELENA, Mont.—The Montana 
Automobile Dealers Assn. has 
scheduled its annual convention for 
Sept. 30-Oct. 1 at the Rainbow 
Hotel, Great Falls. 

A highlight of the meeting will 
be an all-day business management 
conference, slated Sept. 30. It will 
be conducted by John Binns, direc- 
tor of management services for the 
National Automobile Dealers Assn. 


Quality That Justifies 
Installation Costs 


~PORT-A-WALL’’ 





months, although one reported that 
it had noted some collection prob- 
lems, probably delayed effects of 
the steel strike and bad weather 
late last winter. 

The latest report on delinquencies 
on auto loans from banks gave no 
indication of collection problems, 
as far as bankers are concerned. 

ok x oe 

SURVEY of a cross-section of 

bankers by the American 
Bankers Assn. showed that 1.30 
percent of all auto loans obtained 
from banks through dealers were 
delinquent on May 31. This is below 
the 1.36 percent on April 30 but 
above the 1.19 percent on May 31, 
1959. 

Of all loans obtained directly 
from banks, 0.88 percent were de- 
linquent on May 31, compared to 
0.83 percent a month earlier and 
0.73 percent a year earlier. 

The association viewed the auto 
picture with some alarm, noting: 
“The tremendous impact of the 
compact automobile upon our 
economy; the first million-unit in- 
ventory of new cars in the indus- 
try’s history with the cleanup 
promising to be dramatic during 
@ normally poor sales period; the 
unusually heavy accumulation of 
used-car stocks with prices fall- 
ing; and, lastly, some consumer 
concern toward the immediate 
economic outlook.” 

The association also warned that 
credit terms will not be liberalized 
to clean up the stock of 1960s and 
warned bankers to watch floor-plan 





Detroit Dodge Dealers Name Ad Agency— 


The Retail Selling Assn. of the Dodge dealers in Detroit has appointed Batten, 
Barton, Durstine & Osborn, Inc., as its advertising agency. Announcement was made 
by James A. Mason, RSA chairman. From left are Pol Raynal, RSA member; Hanley 
Taylor, RSA member; Glenn Guild, merchandising manager, Dodge Detroit regional 
office; Mason; Earl Orr, RSA member and president of the Detroit Dodge Dealers Assn. 





Buffalo a Busy Terminal... 


More Cars Move by Boat 


had been anticipated because of the 
March freeze-over of Lake Erie, 
the company to July 11 transported 
more than 46,000 vehicles to Buf- 
falo. This is more than twice the 


By George E. Toles 
Staff Correspondent 
BUFFALO —A Buffalo water- 
front firm is enjoying one of its 
greatest shipping seasons in a quar- 





i anit 


lines carefully. 

The finance companies surveyed 
agreed that there are no great 
changes in the credit situation on 
the horizon. The money market is 
neither easy nor tight but there ap- 
pears to be no shortage of loanable 
funds. 

Interest rates have been sliding 


ter-century. 


A day seldom passes that one 
of T. J. McCarthy Steamship Co.’s 
auto carriers isn’t maneuvering 
itself into the company’s slip at 
S. Michigan Ave to unload up- 
ward of 500 new vehicles from 
Detroit. 







number of cars, trucks and trac- 
tors delivered here to the same 
date in 1959, when the sailing sea- 
son opened much earlier. 

Daniel J. McCarthy, president of 
the line, sums up 1960 operations 
to date thus: 

“It is our biggest auto hauling 
season to Buffalo in the last six 


Bearfoot Airway Corporation 
® Automotive Division © Wadsworth, Ohio 


Quantity 


PRODUGIION 


GREY IRON 


ONE OF THE NATION'S 
WAN SSE Nie) \Vlesae Vfe)b) 33. 
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CHATTANOOGA 2, TENNESSEE 





EXSVINGS 


gradually but the change has not 
been great enough, ag yet, to 
prompt talk of lower floor-plan 
aress rates. 


Niedeldt Takes Ford 


DECORAH, Ia.—Niedeldt Motors, 
Inc., headed by Fred C. Niedeldt, is 
a new Ford dealership here. 


Loa hen aia 


ind “Mark V 


ATLANTA. — The Georgia Inde- 
pendent Automobile Dealers Assn. 
will hold its annual convention 
here Aug. 7-9 at the Henry Grady 
Hotel. 

One of the biggest items of 
business will be the completion 
of plans for a million-dollar head- 
quarters with facilities for related 
activities. 

The program will open with com- 
mittee meetings to discuss promo- 
tion and public relations, legisla- 
tive matters, title and group insur- 
ance and national market reports. 

James F’. Smith will preside. Zack 
Cravey, comptroller general of 
Georgia, will welcome the delegates. 

Among the speakers will be Sen- 
ator Herman Talmadge; John Kin- 
niard, Fort Worth, president of the 
National Independent Automobile 
Dealers Assn., and Ernest Rogers, 
the Atlanta Journal’s famous hu- 
morist and columnist, 

An extensive social program has 
been planned for the ladies’ enter- 


Facts Set Straight 
On Florida’s 


Sunday Closing 


ORLANDO, Fla.—As reported in 
last week’s issue of AUTOMOTIVE 
News, an injunction against en- 
forcement of Florida’s ban on Sun- 
day and holiday car sales has been 
dissolved. 

Earlier stories concerning the 
ban, however, were incorrect in two 
respects. 

The stories should have said that 
service or repair is legal on Sun- 
days and holidays and that the 
Florida Independent Automobile 
Dealers Assn. supported the Sunday 
closing law. 


FOUNDRIES 


FACTURING® 















So great has been the rush of 
new cars to Buffalo this year via 
water that the McCarthy firm, with 
headquarters in Detroit, hag more 
than doubled its shipments of a 
year ago. The company is in posi- 
tion to establish an alltime record 
movement between Detroit and 


years. The closest to this season 
was that of 1957 when over 40,- 
000 vehicles were unloaded at 
Buffalo by July 11. 

“The greater utilization of water 
transportation by Chrysler, Chev- 
rolet and Ford interests is pointing 


Buffalo. 


Off to a month’s later start than 


Georgia Independents to Air 
Building Plans at Parley 


tainment with bingo, door prizes 


and banquets. 

The Georgia association began in 
1955 while Miles Elliott was the 
national field director of NIADA. 
Elliott had already spearheaded the 
formation of nine other state as- 
sociations. 

Dealers and community leaders 
here agreed with Elliott that the 
time was right for the organization. 
They laid out basic plans and poli- 
cies for the group. At the beginning 
there were 112 members. 

Due to its rapid growth and the 
need for fulltime leadership, El- 
liott assumed the duties of direc- 
tor in April, 1957. Now with over 
770 members, the association is 
believed to be the second largest 
in the country. , 

The GIADA is adequately financ- 
ed, providing services to members 
without additional assessments or 
cost. Members are given a listing 
of all new cars and accessories 
costs, an association telephone di- 
rectory, and a skip and reposses- 
sive service. 

The association is the state dis- 
tributor of the Red Book, published 
by the National Marketing Reports 
and it has an insured title program 
for members, 

The planned million-dollar head- 
quarters is believed to be the first 
of its kind in the nation. In addi- 
tion to serving as state headquar- 
ters for the association, selected as- 
sociated groups will be invited to 
establish their headquarters there. 

The Atlanta association will act 
as host Aug. 7-9. Its officers are 
Sam Troncalli, president; J. A. 
Cronic, first vice-president; A. O. 
Cochran, second vice-president; Jim 
Cox, treasurer; Robert J. Reardon, 
secretary, and Elliott, executive 
secretary and treasurer. 





















up the traditional economy always 
associated with this method of 
hauling new cars,” McCarthy said. 

Added to the inherent economy 
of such transportation, he said, is 
the fact that new vehicles are mov- 
ed at a faster pace and arrive in 
better condition at the port of con- 
signment. 

McCarthy predicted the auto 
hauling business will remain at a 
peak right through the 1960 season. 

Locally, Manager Frank Jordan 
ig enthusiastic about the steady in- 
flux of auto shipments. 

He said the company has just 
completed the addition of 15 truck 
loading ramps to speed up the 
service. There now are 60 ramps 
in operation to handle the dozens 
of tractor-trailers that converge 
on company property with the 
arrival of each boatload of cars. 

The cars are quickly taken to 
dealers throughout the state and 
to sections of Pennsylvania. 

The company’s business prospects 
have been enhanced in recent 
weeks with the consignment here 
of Ford vehicles from the Dearborn 
assembly plant. While some Fords 
were moved here via lake last sea- 
son, the company’s schedule of 
shipments has been stepped up this 
year after a lapse of several years. 

Asked if Ford Motor Co. plans 
to continue its policy of lake ship- 
ments, a company spokesman said 
in Detroit, “The future movement 
by ship will depend on the national 
distribution policy.” 

Jordan noted that McCarthy’s 
fleet of four ships, also operating 
into Cleveland, are bringing an av- 
erage of about 450 vehicles daily 
to Buffalo. Crews unload them in 
three to four hours and the vessels 
are immediately headed back to 
Detroit. 


Vagge Not a Candidate 


NASHUA, N. H.—Mayor Mario J. 
Vagge, an auto dealer, has decided 
not to seek the Democratic nomina- 
tion for governor of New Hamp- 
shire this year. However, he left 
the door open for future considera- 
tion for the post. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 




















Week Week dan, 1 dan, 1 
Ended Same Ended Output, To To 
duly 23, Week, July 16, duly, duly 25, July 23, 
1960 1959* 1960* To Date 1959* 1960 
AMERICAN MOTORS 
Rambler _........................ 9,700 9,668 11,673 33,031 251,528 309,575 
CHECKER MOTORS .. SOP |. ibiseren 58 370 2,839 4,403 
CHRYSLER CORP. .... 14,500 12,648 21,198 58,504 500,982 669,969 
PEE Sinsnhivscdian ates 1,800 156 1,565 4,985 50,163 54,001 
SNE vss ShcCsispacboceqeuroseeyis 200 68 206 545 33,926 16,350 
IN, casécacouatvbsveeceseeceoss 8,000 1,150 9,665 27,690 107,869 265,677 
ME hinid, errs tovceciticelhs sey.” ‘ngtecdie.”. alte. aaa 11,919 8,663 
Plymouth Total .......... 4,500 11,274 9,762 25,284 297,105 325,278 
Plymouth. .................. 2,000 11,274 3,812 10,645 297,105 156,898 
SND: sepeditheavesdseviers BOO. Seotainais 5,950 14,639 .......... 168,380 
FORD MOTOR** .......... 20,630 34,385 5,803 43,908 1,029,903 1,064,101 
Ford Division .............. 14,795 33,096 4,243 33,842 941,061 873,394 
ee TIED:  napedvehie hy::ebepeeale EAD: ~ 2 Sittin 280,080 
Ford (Standard) .... 5,000 31,167 4,243 19,245 895,806 539,595 
Thunderbird. ............ 2,215 FFB vscssssecs 2,672 45,255 53,719 
L-M Division. .............. 5,835 2,789 1,560 10,066 109,230 190,707 
AID. | vasctuniccssngesonseints Crue . - scenes 12 Cee." seins 83,435 
BOO, eisiscsisvevscsnistes 285 SD: Wensicanee 330 17,309 11,571 
NOY a osiscesisiseesciese 800 2,332 1,548 3,881 91,921 95,701 
GENERAL MOTORS .. 65,403 64,787 66,439 187,732 1,798,567 2,023,739 
IIE Messivksecsesdigconndaysccdve 5,355 3,778 5,425 15,610 154,656 178,306 
COMED. ssvcvesssrovcvenssssctdyys 3,360 3,376 3,431 10,281 100,186 100,865 
Chevrolet Division .... 39,800 39,510 39,682 111,042 1,010,545 1,224,392 
ROTI | scccavaccssencessvenss PO. assxticeee 4,700 12,546 _......... 158,625 
Chevrolet (Stand.).. 34,900 39,510 34,913 98,496 1,010,545 1,065,767 
Oldsmobile .................... 7,488 8,807 8,078 22,166 254,963 234,758 
| 9,400 9,316 9,823 28,633 278,217 285,418 
S-P CORP. 
Studebaker ................... 3,059 ROD. sitvties 5,012 98,043 70,252 
Total Cars, U. S.** ....113,492 123,446 105,171 328,557 3,681,862 4,142,039 
*Revised. 


**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 























Week Week Jan. 1 dan. 1 
Ended Same Ended Output, To To 
duly 23, Week, duly 16, duly, duly 25, July 23, 
1960 1959* 1960* To Date 1959* 1960 

CHEVROLET .................. 7,000 8,438 6,939 19,274 247,611 258,472 

BORPAMECIINED TD osccccscssscceces 60 718 68 185 3,746 1,726 

EEL pocesinsdlegintecetsvevbaivonne 100 66 8 132 1,774 2,135 

712 1,824 4,391 48,550 46,262 

6,686 4,422 13,178 202,933 213,962 

2,192 2,012 6,363 55,246 67,213 

INTERNATIONAL. ...... 2,630 3,208 2,386 7,423 88,285 78,292 

I ch She, sds ccelstbeaneert 360 356 325 934 9,963 8,841 

STUDEBAKER. _............ 192 ee 483 8,138 9,134 

es 355 411 293 1,043 11,128 10,810 

So 2 ae 1,850 2,663 1,855 5,475 69,439 83,909 

MISCELLANEOUS 100 90 97 297 2,409 2,643 

Total Trucks, U. S. .... 21,072 25,175 20,229 59,178 749,222 783,399 
~ Total Cars, Trucks, 

Si tinewea Westie eine te 134,564 148,621 125,400 387,735 4,431,084 4,925,438 
~Total Cars, Trucks, 

IIL . , casroncoudigrbeagiopss 8,425 6,849 8,338 22,368 274,379 276,702 

Grand Total, 


Cars and Trucks, 


U. S. and Canada....142,989 155,470 133,738 


*Revised. 


410,103 4,705,463 5,202,140 


Output Lag Continues 
But Compacts Spurt 


(Continued from Page 1) 


bird are not scheduled for phaseout 
until early September. 
+ ok a 


IGHLIGHT of last week’s as- 

sembly operations was the 
passing of the entire 1959 model 
run in total assemblies. 

The industry ran its 60 model 
output to an estimated 5,671,796 
units by last Saturday, having 
topped the 5,566,527 units built 
during the entire 1959 model run 
on Monday (July 18). 

Makers running behind a year 
ago in model-run output are Lark, 
standard Chevrolet, standard Ford, 
Plymouth, Studebaker Hawk, Ca- 
dillac, Lincoln, Oldsmobile, Buick 
and DeSoto. 

Ahead of a year ago in model- 
run output are Rambler, Imperial, 
Pontiac, Dodge and Mercury. 

* * * 


C7: lines working six days last 
week were Falcon and Comet 
at Lorain, and the Falcon plants in 
Metuchen, N. J., and Kansas City. 
The Falcon line at San Jose, Calif., 
was to resume output today 
(July 25). 

A breakdown of compact oper- 
ations showed Rambler on top 
with 9,700 assemblies last week, 
compared with 11,673 cars rolled 
off the assembly lines the previ- 
ous week when the Kenosha 
plant worked six days. 

Among the other compact car 
makers, Falcon turned out 7,580 
cars last week, compared with none 
a week earlier; Corvair built an 
estimated 4,900 cars last week, com- 
pared with 4,769 assemblies the pre- 
vious week; Valiant dropped from 

5,950 to 2,500; Comet rose from 12 
to 4,750 assemblies, and Lark went 
from zero to 2,839. 
Oo * cs 
xx THE standard group, only 

Chevrolet continued at a high 
level, turning out 34,900 cars last 
week, compared with 34,913 assem- 
blies a week earlier, All of its car 
lines worked five days last week. 

Ford worked only three of its 
10 standard Ford plants last 
week, but managed to raise out- 
put from 4,243 units a week ear- 
lier to an estimated 5,000. 
Elsewhere, Plymouth was off 
from 3,812 to 2,000 assemblies; 
Checker rose from 58 to 200, and 





Making a Hit with the Customers 


(Continued from Page 51) 


new car from each of three pre- 
viously selected dealers. 

How other dealers sold new cars 
is said to have made “Christians” 
of the neophytes, with one man 
late for the closing training meet- 
ing. He had been so thoroughly 
worked over, he said, he was afraid 
he was going to have to buy a new 
car just to get out of the “shopped” 
dealership. 

For the next 90 days, the men 
were given a $445 monthly guaran- 
tee, from which they paid $45 a 
month for a demonstrator. Commis- 
sions ranged from $60 for the first 
Buick or Opel sale to $120 for the 
10th, plus 10 gallons of gas for each 
new car. 

A monthly contest, based on ac- 
cumulated sales points, offered 
prizes of $100, $50 and $25. On the 
basis of eight new-car deliveries, a 
Lauesen-trained salesman would 
earn $610. After the initial period, 
the guarantee was cut to $300, but 
commissions per car were upped, 

To date, Klock said, the poorest 
of the new salesmen has man- 
aged to make his guarantee each 
month, The top man made $747, 
plus paying for his demonstrator. 

Store hours are 8 a.m. to 9 p.m. 
five days a week, 8 to 6 on Satur- 
day, and 11 a.m. until the customers 
are happy on Sunday. Each sales- 
man’s floor time is exclusively his, 
with all deals belonging to the man 
on the floor. Often another sales- 
man, or the house, closes and de- 
livers without the customer know- 
ing the commission belongs to an- 
other salesman. 

Followup has each salesman tele- 





phoning his customer the day after 
delivery to ask: “Is everything all 
right?” When permanent metal li- 
cense plates arrive at the dealer- 
ship, the salesman makes an ap- 
pointment to visit the customer’s 
home to install them, at the same 
time seeking new leads. 

Ten days later the salesman 
again visits the office or home of 
the customer to find out how the 
car is performing, and to ask for 
additional leads. For the first six 
months, the customer is contacted 
by telephone monthly to learn 
whether there is anything the sales- 
man can do, 

“We don’t believe these things 
will pay off overnight,” said 
Lauesen, “Just because we’re nice 
people doesn’t mean everyone will 
come in to talk with us about 
@ new Car, 

“But it is beginning to pay off, 
and in a couple of years we expect 
our policy to result in a high per- 
centage of repeat business,” said 
Lauesen, “We consider the custom- 
er the most important person we 
come in contact with.” 

Business is up 250 percent from 





81,000 Vehicles Flunk 


S. Carolina Checks 


COLUMBIA, 8. C.— According 
to the State Highway Depart- 
ment, 81,000 motor vehicles flunk- 
ed safety checks last year. 

A department spokesman said 
defective brakes accounted for 
17,203 rejections by inspecting 
patrolmen. 





the previous year, when the con- 
cern was under different ownership, 
Lauesen said, and used cars are up 
some 70 percent. 

However, he added, grosses are 
down about 25 percent, which is not 
out of line for Buick dealers who’ve 
been hard hit by compact and low- 
price competition, 

The eight-man service operation 
is writing 5 percent more repair 
orders this year, he continued, and 
dollar volume per RO is up 7.5 per- 
cent in the first five months of 
1960. 

What do the new salesmen think? 

David O’Conner, a former auto 
mechanic, told Automotive News: 
“I think people are looking for a 
place like Lauesen, but won’t be- 
lieve it exists. They’ve been thor- 
oughly conditioned to buy at a 
price.” : 

Tom Durkin, former public re- 
lations writer, said: “I like this 
business and expect to make 
some money from it. But it’s 
mighty disappointing when you 
lose a deal because the darn car 
won’t fit in the garage.” 

In discussing the future, Lauesen 
said: “We are losing deals we 
should never have lost, because we 
were idealistic and thought people 
would automatically believe us. 
Nevertheless, our new salesmen are 
selling cars our way, They've got 
stars in their eyes and bumps on 
their head. 

“But as business improves, we 
should continue to move ahead even 
faster. I feel strongly that this is 
the greatest business in the world. 
We need dignity, respect and con- 
sideration brought back into it.” 








Studebaker Hawk climbed from 
none to 220. 

Short workweeks also plagued 
the medium field as Oldsmobile op- 
erated only four days at Lansing 
and Mercury worked only one plant 
four days. The result was that 
Oldsmobile output declined from 
8,078 assemblies a week earlier to 
an estimated 7,488 units last week, 
and Mercury assemblies declined 
from 1,548 to 800. 

Among the other medium makes, 
Buick was off from 5,425 to 5,355; 
Pontiac off from 9,823 to 9,400; 
Dodge was off from 9,665 to 8,000; 
Chrysler climbed from 1,565 to 
1,800; DeSoto was off from 206 to 
200, and Thunderbird turned out 
2,215 units last week after having 
been down for vacation the previ- 
ous two weeks, 

In the highest-priced class, Ca- 
dillac was down from 3,431 assem- 
blies the previous week to an esti- 
mated 3,360 units last week, and 
Lincoln, returning to operations 
after a two-week vacation, turned 
out 285 cars. Imperial was still 
down for changeovers. 

* * + 

OMMERCIAL-CAR output to- 

talled an estimated 21,072 units 
last week, compared with 20,229 as- 
semblies a week earlier and 25,175 
trucks turned out during the week 
ended July 25 last year. 

Canadian manufacturers turn- 
ed out an estimated 8,425 cars 
and trucks last week, compared 
with 8,338 vehicles turned out a 
week earlier and 6,849 cars and 
trucks produced during the week 
ended July 25 last year. 

A breakdown of Canadian opera- 


tions showed the makers turning 
out 6,985 cars and 1,440 trucks last 
week, compared with 6,928 cars and 
1,410 trucks a week earlier. 

The previous week’s operations 
showed Ford producing 1,509 Fords, 
92 Mercurys, 837 Meteors, and 156 
Monarchs; General Motors with 110 
Buicks, 2,052 Chevrolets, 131 Olds- 
mobiles and 1,881 Pontiacs, and 
Studebaker with 160. 

Among the truck makers, Ford 
turned out 228 Fords and 185 Mer- 
curys; GM produced 440 Chevrolets 
and 311 GMCs, and International, 
246 trucks. Chrysler Corp. car and 
truck lines are expected to resume 


this week. 
* * * 


Ford of Canada to Add 


To Oakville Plant 

OAKVILLE, Ont. — Immediate 
construction of a $750,000 addition 
to the Ford Motor Co. of Canada, 
Ltd., assembly plant here, was an- 
nounced last week by J. K. Ronson, 
general manager of assembly op- 
erations. 

The addition is being planned in 
connection with programming for 
1961 model cars and trucks, It will 
provide 54,000 square feet of space. 

Construction work is expected to 
be finished by Oct. 15. 

* + * 


Canadian GM to Expand 
Oshawa Parts Warehouse 


OSHAWA, Ont.—General Motors 
of Canada last week announced 
plans to nearly double the size of 
its present 13-acre parts warehouse 
in Oshawa, 

Tenders will be called soon for 
the construction of a 445,000-square- 
foot addition to the warehouse and 
a 75,000-square-foot addition to the 
parts office building—a total of 12 
acres under roof. Completion is ex- 
pected by the fall of 1961. 

“This is part of a Canadian-wide 
GM warehouse expansion program 
started with the opening of our new 
Montreal warehouse last month,” 
E. H. Walker, GM president said. 





Wilkie Views... 





Big Bill, Output Genius 


(Continued from Page 6) 


automobile assembly line methods. 

Knudsen led Ford to a million- 
cars-a-year achievement and then 
moved to Chevrolet and did the 
same thing there. Knudsen said 
the break with Ford came over 
questions of policy and procedure. 
Under Knudsen’s direction, Chev- 
rolet became the big moneymaker 
for GM. 

* Ea * 


HIS CHEVROLET success won 
Knudsen the post of executive vice- 
president of GM. His handling of 
the sitdown strikes in GM plants 
took him to the presidency of Gen- 
eral Motors. 

Knudsen encountered many 
heartaches in Washington during 
the war. He was completely naive 
about politics and political maneu- 
vering. The professional politicians 
wanted credit for the Democratic 
party for all the preparedness 
achievements, The military high 
command wanted no credit to go to 
civilians. 

“It doesn’t matter who gets the 
credit,” said Knudsen. 
the job done.” 

In his wartime work, Big Bill 
travelled up and down the land 
for more than four years. He 
travelled nearly a quarter million 
miles by air to visit 1,200 fac- 
tories solving problems of new 

plants, manpower, materials, ma- 
chine tools and many others. 

His genius in “transferring peace- 
time industry to a vast war ma- 
chine,” said President Harry S. 
Truman at the time, “is one of the 
greatest stories of the war.” 

About the time he became head 
of GM, Knudsen established in 
Flint, Mich., the $250,000 Clara 
Elizabeth Fund to improve health 


NSU Prinz 30, BMW 700 


Enter ‘Little Le Mans’ 

NEW YORK.—The NSU Prinz 30 
and the BMW 700 have been enter- 
ed in the annual “Little Le Mans” 
auto endurance test Saturday (July 
30) at Lime Rock, Conn. 

The NSU Prinz 30 was a winner 
in the eight-hour event in 1959, 


“Let’s get]; 


conditions for mothers and babies. 
He then had been married to the 
former Clara Elizabeth Euler, Buf- 
falo, for slightly more than 25 
years. 

“Saving lives of babies and 
mothers appeals to me as a cause 
with which I can do honor to my 
wife,” he said. 

Knudsen died on April 17, 1948, 
following a series of cerebral hem- 
orrhages. 





‘Mr. & Mrs. Seat Cover'— 


Jack Posnansky, behind wheel, newly 
elected president of the Automobile Seat 
Cover Assn. of America, presents ‘Mr. 
and Mrs. Seat Cover'’ banner to Marilyn 
Maxwell and Jackie Coogan, who costar 
in “Mr. and Mrs." at the Civic Theater in 
Chicago. Seated beside Posnansky is J. W. 
Whaley, outgoing president and newly 
elected director. Others elected at the 
association's fifth annual meeting in Chi- 
cago were Jack Zink, Fremont, O., first 
vice-president, and M. M. Gordon, Chi- 
cago, secretary. Vice-presidents are Mor- 
ton Steinberg, Los Angeles; Saul Trach- 
tenberg, Brooklyn; William A. Sims, At- 
lanta, and George B. Birt, New York. 
Board members include Howard G. Mc- 
Donald, Midland, Mich., and Vernon G. 
Voliand, executive director. 
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Saab Honors Dealer— 


Bob Rosenthal, left, Rosenthal Chevrolet, 
Arlington, Va., receives the Saab Award 
for outstanding public service and sales 
achievement from Baron Carl Henric 
Nauckhoff, right, commercial counselor of 
the Swedish Embassy in Washington. The 
award was presented in behalf of Saab 
Division, Svenska Aeroplan A.V. of 
Sweden. Rosenthal'’s Saab sales in 1959 
totalled nearly $500,000. Looking on is 
Christopher Custer, sales manager, Saab 
Division, Rosenthal Chevrolet. 


Vauxhall Permits 
British Dealers to 


Discount Prices 


LONDON. — Overallowances be- 
came a factor in the British new- 
car market last week as Vauxhall 
dropped its requirement that deal- 
ers adhere to list prices. 

Sales reportedly had been slug- 
gish in the last month, since the 
government increased the bank 
rate from 5 to 6 percent, making 
money harder to borrow and crip- 
pling time-payment buying. 

Vauxhall, priced from $2,121 to 
$3,879 in England, was being dis- 
counted by as much as $500 by deal- 
ers as soon as the factory restric- 
tions were relaxed, 

The company said that there was 
no change in its list prices, A 
spokesman for a dealer group said 
that Vauxhall dealers were operat- 
ing with big inventories of unsold 
new cars, 





Obituaries 


Cecil K, Baldwin 
WINONA, Minn, — Cecil K, Baldwin, 
president of Seifert-Baldwin Motor Co. 
(Dodge-Chrysler-Imperial) here, died July 
17 at Blooming Prairie, Minn, He was 
president of the Minnesota Automobile 
Dealers Assn. in 1948. 
* * * 

John Laylock 
PITTSBURGH.—John Laylock, 62, who 
retired as an auto dealer in 1942, died 
here July 12. 
* * * 

Henry Duff Wallin 
ATLANTA.—Henry Duff Wallin, 72, died 
here July 13, He had been associated with 
Capital Automobile Co. here since 1949 
and prior to that he had been in the auto 


business in St. Petersburg, Fla., for 20 
years, where he was president of Wallin 
Automobile Co. He had served several 


terms as president of the Florida Automo- 


bile Dealers Assn. 
* * 


George E. Short 
BLUEFIELD, W. Va.—George E. Short, 
53, an automotive supply wholesaler here, 


died July 6. 
* * * 


H,. I. Walker 
LAUREL, Miss.—H. I, Walker, 81, a re- 
tired auto dealer in Taylorsville, Miss., 


died here July 11, 
* . * 


James S. Card Sr. 

SODDY, Tenn.—-James 8. Card sr., 85, a 
retired auto dealer who operated the first 
Ford dealership here, died July 12. 

+ + * 


Lucian B, Knight 
GREENVILLE, Ky.—Lucian B, Knight, 
73, formerly an auto dealer here for 43 
years, died July 10. 
* * 


Andrew J. Muller 
NEW BRITAIN, Conn.—Andrew J. 
Muller, 75, one of New Britain's first auto 
dealers, died here July 12. 
* + * 


William D. Henry 
HACKENSACK, N, J.—William D. 
Henry, 76, an auto distributor here from 
1914 to 1928, died July 11 in Neptune, 
N, J. 
+ + 


Otto August Vollertson 
CLEARWATER, Fila.—Otto August Vol- 
lertson, 45, owner of Otto Auto Sales here, 
was found dead July, 12, Three suicide 
notes were found, He had announced ear- 
lier in the week that he would switch 
from handling high-priced used cars to 
low-priced units, 
* * * 
Thomas J. Miles 
LOUISVILLE.—Thomas J. Miles, 84, for 
many years a salesman for Standard Auto 
Co. (Cadillac), died July 18, He retired 10 
years ago, 


PITTSBURGH. — The Pittsburgh 
Automobile Dealers’ Assn, last week 
offered to its members an interpre- 
tation of the State Supreme Court 
ruling which reduced dealers’ liabil- 
ity on mercantile taxes. 

H. G. Foss jr., president of 
PADA, told members that the in- 
terpretation, prepared by the as- 
sociation’s counsel, “should be 
made immediately available to 
your own tax and legal counsel 
for application to your individual 
situation.” 

Foss said the ruling could mean 
a potential saving of $250,000 a year 
to Pittsburgh dealers. 

The high court ruling in question 
had overturned a lower court ruling 
which held that the mercantile tax, 
payable to the city and the school 
district, was to be levied on list 
price in clean deals and on over- 
allowances in tradein deals. 

The lower court’s ruling had been 
challenged by Miller Chevrolet Co., 
which had been paying the tax 
under protest since 1954. 

In his interpretation of the State 
Supreme Court ruling, which PADA 
termed an “outstanding victory” 
for dealers, the PADA counsel] said: 

“In its Miller Chevrolet Co. de- 
cision, the Pennsylvania Supreme 
Court has decided that an auto- 
mobile dealer’s taxable volume on 
a tradein transaction can include 
enly the actual value of the used 
car traded in. 

“Our high court reversed the Al- 
legheny County Court, which would 
have taxed “overallowances” as 
well, The actual value of a used car 





Rayco Ruling Bars 
Price Fixing, 


Exclusive Dealing 


WASHINGTON, — A consent 
order approved by the Federal 
Trade Commission forbids Rayco 
Mfg. Co., Inc., Paramus, N. J., one 
of the largest suppliers of automo- 
bile seat covers in the country, from 
entering into monopolistic exclu- 
sive-dealing contracts or illegal 
price-fixing agreements with its in- 
dependent retail dealers. 

The order also requires Rayco 
to stop carrying out price-fixing 
and price-maintenance conspiracies 
with the dealers, requiring them to 
enter into such conspiracies among 
themselves and enforcing these ac- 
tivities by oppressive contractual 
terms and by policing. 

Both the company and the FTC’s 
Bureau of Litigation agreed to the 
order. 

The order provides, however, 
among other things, that Rayco is 
not prohibited from entering into 
resale maintenance agreements in 
states where such contracts are 
legal or from requiring advertising 
payments when they are not used 
in support of illegal price-fixing, ex- 
clusive dealing or other illegal pur- 
poses. 

The agreement is for settlement 
purposes only and does not con- 
stitute an admission by respondents 
that they have violated the law, 


New York to Study 
Small-Car Tax Dip 


LAKE PLACID, N, Y.—The State 
Bureau of Motor Vehicles will con- 
duct a survey to find out how small 
cars are cutting into revenue from 
registrations and gasoline taxes, 
according to Joseph H. Murphy, 
state commissioner of finance and 
taxation. 

Addressing a meeting of the 
North American Gasoline Tax Con- 
ference, Murphy said studies by the 
American Petroleum Council indi- 
cate decreases by 1964 of $125 mil- 
lion in federal gas tax revenues and 
$330 million in state tax collections 
if the small-car trend continues, 

Elsewhere, Bert Akerstrom, ex- 
ecutive secretary-treasurer of the 
Gasoline Retail Dealers of New 
Hampshire, declared that the in- 
creased use of small cars poses a 
serious problem to highway financ- 
ing because of a reduction in fed- 
eral and state tax revenues. 


How to Figu re Liability bes 


Pittsburgh Tax Ruling 
Clarified for Dealers 


traded in is presumably what it 
actually sells for within a _ short 
time thereafter. If a dealer does 
sell a used car for more than the 
actual value he estimated when he 
he then pays 


took it in trade, 
mercantile tax on the excess. 


“Since the Supreme Court has 


agreed with the association’s posi- 
tion that ‘gross volume of business’ 
doesn’t include more than ‘actual 
value’ in the first place, it should 
make no difference how a dealer 
reflects his tradein transactions in 
his books or on his invoices. 


“The difference between a fic- 


Automotive News 
Helps FBI Trap 
Fugitive in Erie 
ERIE, Pa.—With an assist from 
Automotive News, FBI agents here 
arrested a man wanted by federal 


authorities, cutting short a brilliant 
career in auto retailing. 


The photo and description of 
Dominick Edward Insenga, pub- 
lished in the July 18 issue of AuTo- 
MOTIVE News, were recognized by 
the man’s employer, Dale Kallen- 
bach, owner of Foreign Car Village, 
Fiat and Lancia dealership. 

Under federal indictment for im- 
personating a retired Air Force 
major in order to obtain a $524 
loan, Insenga will probably be re- 
turned to Florida following a re- 
moval hearing before a United 
States Commissioner. He has also 
been accused of bilking former em- 
ployers. 

Insenga, who went by the name 
of Edwardo Rossani, told arresting 
officers that some 400 Fiats have 
been sold in the Erie area in the 
nine or ten months since he had 
been with the dealership, making 
Fiat, according to the firm’s adver- 
tising, the largest-selling imported 
car in the Erie area. 

Insenga had become a familiar 
figure locally, and was noted for 
the knitted stocking cap he wore 
during the winter. In his pitch to 
customers, he claimed to be a na- 
tive of Turin, Italy, and a former 
racing driver in major European 
road races. 

Actually, according to the FBI, 
he was born in Toledo, and came 
to Erie from New Hampshire some 
time after last September. 

As of press time Thursday, In- 
senga was being held in Erie 
County jail in lieu of $5,000 bond. 


Roche, Hathaway 
Added to Safety 


Committee Board 


WASHINGTON. — Two new ap- 
pointments to the board of direc- 
tors of the Auto Industries High- 
way Safety Committee are an- 





J. M. Roche E. B. Hathaway 


nounced by Chairman Charles C. 
Freed. 

New board members are James 
M. Roche, vice-president in charge 
of distribution staff, General Mo- 
tors, and Earl B, Hathaway, vice- 
president, Firestone. Roche suc- 
ceeds GM’s retired W. F. Hufstader, 
who had been a member of the 
board since 1948 and served as its 
chairman from 1952 to 1954. 

Hathaway joins the committee in 
the position held by the late H. D. 
Tompkins, vice-president of Fire- 
stone who had served on the board 
since the committee’s inception in 
1946 and as its chairman from 1956 
to 1958. 





titiously high allowed price and the 
lower actual value of a tradein 
should be excluded from taxable 
volume initially, not included first 
and then claimed as a deduction 
later. On this basis dealers need 
not be concerned as to whether 
their bookkeeping or invoicing 
treatment of overallowances com- 
Plies with a taxing body’s regula- 
tions on deductions. 

“Members should promptly con- 
sult their own tax and legal coun- 
sel. In many cases this landmark 
mercantile tax decision will cancel 
already-proposed additional tax as- 
sessments. In many others it will 
entitle dealers to refunds for prior 
years.” 








HELP WANTED 
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National Direct Mail | 
SALES 
REPRESENTATIVE | 
| 


| 

| 

| 

| 

| Exceptional opportunity in one of Amer- 
ica's largest and fastest growing direct 

| mail companies—clients include many of | 

| the nation's top advertisers. We're look- 

| ing for a man to sell and service blue 
chip accounts in Chicago or New York. | 

| If you're interested in earning well over 

| $10,000, are 28-38, have had at least 2 
years of college, and have had previous 

| successful experience selling intangibles, 

| the graphic arts, grocery products, or ad- 

| —— Don McLeese. Reply con- 
idential. 

| 

| 

| 

| 

| 


Mail Advertising 
Corporation of America 


435 No. LaSalle Chicago, Illinois 


SALES MANAGER—Suburban Chicago 
medium priced GM car line. Must have 
ability to train and develop sales force 
to handle an increasing volume of busi- 
ness in a rapidly growing area. Salary, 
bonus, insurance, etc. Submit written 
resume of experience in complete confi- 
dence. Box 1636, c/o Automotive News, 
Detroit 7. > 

MEN WANTED: Are you making over 
$20,000 per year? We want men to 
demonstrate and sell simple device that 
stops shimmy and shake in cars; elimi- 
nates all wheel balancing and tire truing 
and most front end work, Requires less 
than 30 minutes per car. Instrument 
costs dealer $159.00 complete. Write for 
details to: J. Lavinger, B & B Mfg. Co., 
Box 816, Sioux City, Iowa. 


NEW CAR 
SALESMEN 


We are looking for FIRST 
CLASS sales agents to be 
our direct factory repre- 
sentatives. Our NEW AC- 
CESSORY is creating a sen- 
sation among NEW CAR 
DEALERS. Designed and 
styled by top automotive 
talent in Detroit. IT IS 
QUALITY PLUS. Write or 
wire: Box 1673, c/o Auto- 
motive News, Detroit 7. 








WANTED—GENERAL SALES MANAGER 
with a thorough knowledge of all phases 
of dealership operation, Must have suf- 
ficient experience and ability to qualify 
as general manager of large operation 
within a reasonable period of time, Please 
write in complete confidence fully about 
yourself stating age, family status, ex- 
perience, references, compensation ex- 
pected and your present financial net 
worth. Also please include a recent snap- 
shot of yourself. This could be your start 
of real success, Box 1682, c/o Automo- 
tive News, Detroit 7. ri 





REPRESENTATIVES 


to call on new and used-car dealers 
to sell the new SHENANGO AUTOPORT. 
Send sales background and references to: 


SHENANGO STEEL BUILDINGS, INC. 
323 Carbaugh St., West Middlesex, Pa. 


Dealer Sentenced 
In Title Frauds 


WHITEVILLE, N. C. — David 
High Hardie, former Whiteville 
auto dealer, has been sentenced to 
two to four years in prison for 
frauds involving vehicle titles and 
a $43,000 loss to customers. 

Authorities said Hardie bought 
autos on time, disposed of title ap- 
plications showing the balance due 
and made application for new titles 
showing no liens against the ve- 
hicles. 

Hardie then forged signatures to 
the application, notarized the 
papers himself and sold the vehicles 
as free from obligation. 





HELP WANTED 
OFFICE MANAGER: Chevrolet dealership 


in southern state, city population over 
200,000, Twenty-five years successful op- 
eration, selling 2,000 new units per year 
with volume over $1,000,000.00 per 
month, Must be capable of taking com- 
plete charge of all office work, If you 
have had accounting and tax experience 
and are interested in secure future, state 
name, age, experience and complete re- 
sume of employment. Replies confidential. 
Box 1660, c/o Automotive News, De- 
troit 7. 


ASSOCIATION MANAGER—Wanted, man 
between 40-50 years old as Executive 
Vice-President and General Manager, to 
fill vacancy created by death of late 
manager who had held the post for 15 
years, In reply please state educational 
qualifications, background, etc. Replies 
should be directed to: The Tennessee 
Automotive Association, 1123 Third Na- 
tional Bank Building, Nashville, Ten- 
nessee, All replies will be held confi- 
dential. 








GENERAL MANAGER, 35, sober, family, 


twelve years’ automotive retail and 
wholesale experience with ‘‘Big Three,’’ 
experienced in building management 
teams and profitable, quality type opera- 
tions, Know all phases of dealership op- 
eration — business and capital manage- 
ment. Private pilot’s license. Will relocate 
50 U. 8. states, Mexico, Canada, Box 
1661, c/o Automotive News, Detroit 7, 


REPRESENTATIVE — Native Detroiter 
with 25 years’ experience in automotive 
field has excellent contacts and available 
time to represent manufacturer on a 
commission hasis, Box 1662, c/o Automo- 
tive News, Detroit 7, 


SERVICE MINDED INDIVIDUAL with 25 
years’ experience in all phases of service 
would like to buy interest in small GM 
dealership, Plenty of used car experience. 
Box 1663, c/o Automotive News, De- 
troit 7, 


MANAGER OR GENERAL SALES MAN- 
AGER capable of operating a large deal- 
ership for profit. Can direct and super- 
vise large sales and service departments, 
handle advertising and business man- 
agement. If your gross profit is too low, 
and expenses too high, or if your fixed 
is too low, or have need of 18 years of 
automotive ‘‘know how,’’ I would like to 
exchange confidential information with 
you; also, will consider operating on a 
“buy out.’’ Box 1675, c/o Automotive 
News, Detroit 7. 


GENERAL MANAGER, SALES MAN- 
AGER ‘Big Three’’ experience proven 
background, Best of references. Box 
1676, c/o Automotive News, Detroit 7. 


PARTS MANAGER or assistant, Chevro- 
let, presently employed, married, with 
family. Have 16 years’ experience Chev- 
rolet parts, want to relocate to larger 
dealership in middle Atlantic states. 
Write Box 1683, c/o Automotive News, 
Detroit 7. 

DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING BUICK, Ram- 
bler and GMC trucks—Mississippi. Fran- 
chise covers entire county and only 35 
miles from metropolitan area of 200,000. 
$15,000 will buy parts and equipment, 
building may be purchased or leased. 
Reason for selling—other business inter- 
ests. Box 1642, c/o Automotive News, 
Detroit 7. 

HANDLING RAMBLER, METRO, in large 
south Jersey city, 200 new and 300 used 




















per year, located on the shore. No blue 
sky, year round operation, Large show- 
room, will help finance solid buyer, must 
retire. Will sell or lease building with 


deal, will consider buy-in deal if person 
has managerial experience. Box 1644, c/o 
Automotive News, Detroit 7. 











DEALER ACCOUNTANTS 
OFFICE MANAGERS 


The National Association of Automotive Ac- 
countants is the only professional organization 
devoted exclusively to your needs. Your ap- 
plication heartily solicited. Box 1687, c/o 
Automotive News, Detroit 7. 





DEALERSHIP HANDLING FORD, beauti- 
ful central California town, 350 unit po- 
tential, trade area 40,000 established over 
twenty years, Owner must sell due to 
illness, Box 1667, c/o Automotive News, 
Detroit 7. 


DEALERSHIP HANDLING PONTIAC lo- 
cated in east central Wisconsin. Reason 
for selling is due to owner’s health, Fine 
chance to move right in on a ‘‘top notch’’ 
going business. Ideal set-up for a one 
man operation, Will lease used car lot 
and building. Write Box 1685, c/o Auto- 
motive News, Detroit 7. 
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DEALERSHIPS AVAILABLE 


OHIO OWNER WISHES TO RETIRE — 
same franchise for thirty years. Spacious 
showroom and office, modern service 
parts and used car operation. Terrific 
potential and money maker for ambitious 
person. Will sell or take financial partner. 
Box 1641, c/o Automotive News, De- 
troit 7. 


IMPORTED AUTOMOBILE DEALERSHIP, 
including property with modern home, 
and all facilities required in automobile 
merchandising, Located in a northern 
California valley town of 16,000 popula- 
tion, shopping potential 50,000, Now han- 
dling Fiat, Triumph, Borgward and 
Land-Rover, For sale’ lock, stock and 
barrel, Box 1664, c/o Automotive News, 
Detroit 7, 


AUTOMOBILE DEALERSHIP—three top 
imported franchises, largest selling dealer 
in fastest growing county in New Jersey. 
Excellent repair shop business, Modern 
air conditioned building on ‘‘Automobile 
Row,’’ fully equipped shop, Will lease 
or sell property, Principals only, Reason 
for selling, other interests. Box 1665, c/o 
Automotive News, Detroit 7, 


DEALERSHIP HANDLING PONTIAC in 
New York City, long established, 500 car 
setup. Will sell % interest to active 
partner with auto selling experience. 
Box _ c/o Automotive News, De- 
troit 7. 


DUAL HANDLING GENERAL MOTORS— 
Ohio. One of the finest GM duals in the 
country; in a town of approximately 
20,000 who have never known a depres- 
sion or recession. Parts and service vol- 
ume are the highest in the area. New and 
used unit volume good. Total sales all 
departments montana of May $94,000. I am 
buying a large metropolitan GM deal, the 
only reason I would sell. Write Box 1657, 
c/o Automotive News, Detroit 7. 


DEALERSHIP HANDLING FORD with 
150 new car planning potential, located 
in a fine college town of 5,000 people, 
plus a very prosperous farming territory 
around it, forty miles northwest of Cin- 
cinnati, Ohio, Dealer retiring because of 
ill health and will accept any reasonable 
offer. Factory approval necessary. Write 
Box ~— c/o Automotive News, De- 
troit 7, 


CONTROLLING INTEREST dual handling 
‘“‘Big Three,’’ Great Lakes region, Going 
business, real estat e—approximately 
$35,000 will handle—shows $16,000 profit 
year to date, over 200 car potential. 
Good community, retiring age, Reply in 
detail to Box 1669, c/o Automotive News, 
Detroit 7, 


HANDLING PLYMOUTH - VALIANT in 
suburban New Jersey city of 25,000 — 
trading area 125,000. Five car showroom, 
excellent service facilities and used car 
display, Only Plymouth-Valiant deal in 
town, Operating profitably but under- 
capitalized, $15,000 puts you in 150 car 





franchise. Box 1670, c/o Automotive 
News, Detroit 7. 
PROFITABLE DEALERSHIP handling 


Rambler and Land-Rover in a Sacra- 
mento valley, northern California town 
of 6,000 population, shopping potential 
18,000. All ground work laid for $7% 
billion dollar construction job requiring 
five years and thousands of men to com- 
plete. 150 potential, this dealership lo- 
cated in the most modern sales, service 
and parts facilities available in this en- 
tire area. Completely equipped, nothing 
to buy, Assume lease or buy property. 
Factory approval required, Principals 
only, Box 1671, c/o Automotive News, 
Detroit 7. 


DEALERSHIP FOR SALE in America’s 
fastest growing city, located in the boom- 
ing Southwest, handling one of the ‘‘Big 
Three’’ imported lines, plus one luxury 
and one sports car, A parts and service 
department which shows an _ excellent 
profit. Chance of a lifetime to get into 
a profitable business with an exclusive 
franchise in an area of 700,000 people. 
$15,000 to handle, terms to suit on bal- 
ance, No blue sky, owners have other 
interests. Box 1677, c/o Automotive 
News, Detroit 7. 


HANDLING GM-AMERICAN MOTORS 
DUAL corner location, main intersection, 
eastern Michigan. Purchase property, 
equipment, or lease. Further information 
on request, Box 1678, c/o Automotive 
News, Detroit 7. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING 


FORD! 


Miami, Florida 
VOLUME SALES! 


Excellent profit opportunities! Write 
Box 1674, c/o Automotive News, 
Detroit 7. 





LIQUIDATING ESTATE—Dealership rep- 
resenting Cadillac, Buick and Pontiac, 
South Dakota town of 12,000, College 
town, hunting and fishing; a going busi- 
ness that has operated over 30 years and 
never wrote a red month, Selling at ter- 
rific sacrifice. Write Box 1679, c/o Auto- 
motive News, Detroit 7, 


DEALERSHIPS WANTED 


“BIG THREE’’—Midwest, pay top cash 
price. Factory approval. Confidential, 
Will pay some blue sky. Box 1617, c/o 
Automotive News, Detroit 7. 


FLORIDA—AIll cash. Confidential. Will pay 
some blue sky, Box 1618, c/o Automo- 
tive News, Detroit 7. 


WILL PAY TOP CASH PRICE for Gen- 
eral Motors, Ford or Chrysler dealership 
with 500 or more new car sales poten- 
tial. Have excellent operating experience 
and record of very successfully and prof- 
itably managing a 2,000 new car dealer- 
ship, and can assure factory approval. 
Please reply in confidence to Box 1681, 
c/o Automotive News, Detroit 7. 





HAVE $450,000.00 CASH 


available now to invest in large GM, Ford 
or Chrysler dealership. This dealership must 
have volume new-car sales and service poten- 
tial. Experience and successful — dealership 
managing record assures factory approval. 
Your reply will be kept strictly confidential. 
Box 1688, c/o Automotive News, Detroit 7. 





BUSINESS OPPORTUNITIES 


IDEALLY SUITABLE for new and used 
cars—large plate glass showroom and 
office, mechanics service room, ample 
parking. Located on main street in Vista, 
California, in one of the fastest growing 
communities in California, Immediate 
lease available. Charles C, Hausladen, 
745 Ann’s Way, Vista, California, 





For Sale 
AUTO AUCTION 
FOR DEALERS ONLY 


Established for many years, located in 
thriving city of Chattanooga, Tennessee. 
Good lease, very good building and res- 
taurant with gravel parking area. Reason 
for selling, other business interest. Will 
sell at a reasonable price or trade for 
real estate or automobiles. 


Call Roy Bishop or Bob Norman at 
MUrray 8-4576 — Atlanta, Georgia 





IDEAS 


FEW INCH ‘“‘NEWS ITEM’’ AD coupled 


with ‘‘hard sell’’ equals large ad produc- 
tivity at fraction of cost, Exclusive 
rights available from Fiske Advertising, 
2 Depot Plaza, White Plains, New York. 


DEALERSHIP HANDLING FORD located 
western New York, Complete service and 
parts equipment, used car lot. Potential 
sales 100-200 new units, Splendid serv- 
ice volume. New York State Thruway 
service contract. Will sell or lease build- 
ing and used car lot. Want to retire. 
Reply Box 1680, c/o Automotive News, 
Detroit 7. 


AVAILABLE—Part interest in an Iowa 
dealership handling Dodge-Dodge Dart 
and Dodge truck. County seat town with 
a large sales territory, Profitable, grow- 
ing business. Anyone interested write for 
more information, Box 1684, c/o Auto- 
motive News, Detroit 7. 


FOR SALE — Going automobile business 
handling Buick, Opel, Pontiac and GMC 
trucks. Sixteen years in present location, 
forty years in automobile business. Will 
sell parts, equipment and building, or 
will lease building. Owner retiring. Write, 
call or come and see: E. 8. Hamric, 
Hamric Motor Co., P. O. Box 616, River- 
side Drive, Grafton, West Virginia. 
Phone: 1176. 


AGENCY HANDLING DODGE and Dart 
in a good Nebraska county seat town. 
Excellent industrial and agricultural area, 
profitable dealership doing 75% absorp- 
tion, $21,000 total, $7,500 handles, Re- 
turn investment in less than two years. 
Write Box 1686, c/o Automotive News, 
Detroit 7. 

HANDLING RENAULT, PEUGEOT & 
VOLVO, Reno, Nevada, 900 new and 
used cars last year, 150,000 trading area 
of north Nevada and Lake Tahoe area. 
Parts, accessories and fixtures at inven- 
tory only. No used cars or AR. Have 
two agencies, must dispose of one. 
$20,000 to $25,000 approximately—terms. 
C. H. Retzloff, 513 Third St., Marysville, 
Calif. 





SNOW PLOWS 
Dealerships available for trucks and jeeps. 
BE 8772 


KENMORE WELDING CORP. 
1399 Military Rd., Kenmore 17, N. Y. 





LEASING 
COMPANIES 
WANTED 


As part of our tremendous expan- 
sion program, one of the coun- 


try's fastest-growing leasing com- 


panies will pay top dollar for 
small or large, local or national 
leasing companies dealing in 
cars, trucks or heavy equipment. 
All replies held in strictest con- 
fidence. 


KONNER RENTALS CORP. 


375 Great Neck Road 
Great Neck, New York 





DEALER SERVICES 





1960 Auto Costs! 


Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives 
you the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 American 


trucks, and all their equipment. Used: by 


dealers and banks nationwide. Order your 
' edition today for only $10—three year 
subscription $18 (including all supplements). 


AUTO COSTS, Sueteer pages Company, 





DEALER SERVICES 








MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months . . . for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 


* Cars may be taken overseas without re- 
financing. 
Military Acceptance Corp. 


Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApito!l 5-6756 











TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 
Furniture—Equipment—Machiner y—T. 


cools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland -_ Detroit 27, Michigan 








Increase NET PROFIT without 
increasing volume or overhead 
-. + hundreds of dealers Coast- 
to-Coast ARE. 


WE DON'T SELL ANYTHING 
YOU HAVE EVER BOUGHT 
BEFORE! IMPOSSIBLE? Not if 
you write, wire or call col- 
lect: 


PROFIT, INC. 


128 N. WASHINGTON, OTTUMWA, IOWA 
MUrray 2-6772 


ile 1%... 
YOUR LIFE! 


AN AUTOMOTIVE SALES 


MANUAL IN 3 PARTS 


Approved by 7 auto editors. Send 
for free details. 


WESTMINSTER AUTOMOTIVE 
SALES CONSULTANTS 


Box 130, Scarborough 
Ontario, Canada 





CARS FOR SALE 





"60" VOLKSWAGENS 


Latest models, serials #3,000,000 and up. 
Immediate delivery — All colors — All types. 


All Commerce & Trading Corp. 
120 Wall St. New York 5, N. Y 
BOwling Green 9-0636 








1960 VOLKSWAGENS 
Fully Americanized 
IMMEDIATE DELIVERY 


In Charleston, South Carolina 
And in New York 


Call: New York, Circle 5-0630 


RONALD INDUSTRIES, LTD. 
1860 Broadway, New York 23, N. Y. 

















Ample Supply of 


CLEAN 
USED 
CARS 


1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 

















SEE PAGE 44 
for the nation's 
TOP AUTO AUCTIONS 


CARS FOR SALE 





FOREIGN & SPORT CARS 
Wholesale Only 
CLIFF PITTMAN 
North Country Motors 
790 Northern Bivd., New York. TR 2-8433 








CARS WANTED 
LIMOUSINES—8 passenger—new and used. 
Dennis Distributor, 4804 N, Saginaw S8t., 
Flint 5, Michigan, 


ARTS FOR 


LLOYD PARTS—SKODA PARTS—for all 
models. Immediate delivery. AMSKO, 
5069 Broadway, New York 34, New York. 


LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000. 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Tnompeouville 
Connecticut. 














AUTOMOTIVE BULB #1034 price $14.00 


per C; #67 and #89 $7.00; #1154 and 
#1158 $15.00; #1073 $13.00; #57 $5.50. 
Plastic electrical tape %” x ft. $4.80 


doz.; %” x 66 ft. $9.00 doz, Prepaid. 
Acme Sales, Box 1244, Camden, New 
Jersey. 

LLOYD PARTS for all models, U. 8.’s old- 
est authorized Lioyd importer. If car is 
down, we ship same day, Foreign Cars 
Corporation. 1812 So. Andrews Ave., 

Fort Lauderdale, Florida, JA 2-9942. 


PARTS AND Ai 
Isetta ‘‘300,’" ‘‘600,"" °‘700.’’ Contact 
your nearest distributor or sole U. 8. 
importer, Fadex Commercial Corp., Na- 
tional Parts Center, 421 East 9ist St., 
New York 28, N. Y, TRafalgar 6-7010. 
General Western Distributor: Earle C. 
Anthony, Inc., 1000 South Hope &t., 
Los Angeles 15, Calif. Richmond 9-4044. 
IN A “BIND” for 2 slow moving Chevro- 
let part? Try Fuller-White Chevrolet, 
Tulsa. $250,000 inventory perpetually 
controlled. 


PARTS WANTED 


IMPORTED SPARE PARTS WANTED. 
Interested buy large, if possible, com- 
plete stocks. Send offer to Box 1646, c/o 
Automotive News, Detroit 7. 


TRUCKS FOR SALE 


WRECKER, 1957 Chevrolet C.0O.E., power 
steering, V-8, Tulsa winch, 37,000 miles. 
All white, factory built. Discontinuing 
tow business, Billings Motors, Olathe, 
Kansas, STate 2-0341. 

1960 FIAT PICKUP TRUCK, 9 foot bed, 
2,000 miles, heavy duty tires, 
transmission and heater, Retails new at 


Economy Motors, 
Ohio, Phone: 


accept trade-in, 
McCartney Rd., Campbell, 
RI 4-1161. 





AUTO TRANSPORTS 


FOR SALE 


350 trucks. Whitehead & 
auto transports. Designed for domestics or 
seven imports. Excellent condition. Will sac- 
rifice for quick sale. Get full particulars by 
contacting P. O. Box 9181, Fort Worth, Texas. 
EDison 2-9213. 





MISCELLANEOUS 


Special Introductory Offer 


The NEW ‘3: 
ROADKING ONLY 


Complete adjustable 
tong’ 367, drew Gow ber 
steering guide cables 


$5950 
Stendard Four Point Heskup § 50 
won Roe kates tor 39 


Tow Bar Sales Co. 
Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collec ice ote 


on bt0n00 orders 
40 So. Clinton St., “Chicago 6, il. 


Cee eee eee eeeeeeeeeeeeeeee 


Car Dealer [) 


Jobber [] Insurance [] 


proto oo corn 








AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


Street APMI006 oc cscs cscccccccccncocecssscoecesesessseme Miles sseunes 


TRADE CONNECTION: 
Truck Dealer [] 


Make OF Core cc cvccccccccdcccccccccsenececesescces” Oe tecesevecvsers 


No Other Tow Bar 
Measures Up To 


The SUPERIOR 
BLUE © CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ List Price............$69.80 
Dealers’ Special Discount 25%. 17.45 


Stemderd plus 7 Large $5935 


® 
THE FAMOUS 


MOTO-MATIC 
TOW . GUIDE 


With Universal 
Swivel Action 


Four Clamp Hook-Up 


Dealers’ List F.0.B. Factory 
Dealers’ Special Discount i515 


Standard 2 Large 44 
fous dade 
Federal Excise Tax Included 


* 
""ON THE BALL" 


TOW-PILOT 


Cadalloysteel Coupler 


Dealers’ List F.0.B. 


Federal Excise Tax Included 


Substantial Discounts 
To Distributors 


Write for lilastrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Depts 
“Leaders in the Industry 
since 1939" 


Canadian Distributors 
Eastern: Western: 
Five Wheels itd. Five Wheels 
599 Y St. (Western) itd. 
Toronto, Winnipeg 2, Man. 


SHOP EQUIPMENT WANTED 


WEAVER TWIN POST LIFTS in good con- 


dition, Contact: Summers Motor Sales, 
Inc., Marietta, Ohio, 


WANTED: SHOP EQUIPMENT, Used shop 
equipment for fifteen stall shop, to in- 
clude metal benches, two hundred feet 
monorail with either electric or air hoist, 
twin post lifts, front end alignment for 
heavy duty trucks as well as passenger 
and compact cars, Other equipment such 
as motor analyzer. equipment, jacks, etc. 
Furnish complete information including 
price, Box 1672, c/o Automotive News, 
Detroit 7, 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [1] 


All Other Countries — One Year $13 [] or Two Years $22 (] 


eee eee eeeeeeseee 


Manufacturer [J 


Financial [J Supplier C1] 


7-25-60 
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SEALED POWER 


KromeX Ring Set 
with the 


Stainless Steal 
Oi. RING 


-does things 
no other ring 
can do!* 


Stainless steel resists corrosion— 
makes it virtually impossible for 
troublesome sludge and carbon de- 
posits to build up. Overcomes oil 
ring plugging—oil pumping. 


Stainless steel maintains its original, 
built-in tension indefinitely so it de- 
livers better oil control far longer 
than ordinary rings. 

The unusually high number of 
spring tension points assures positive 
oil contfél even in tapered and out- 
of-round bores. 

Side seals in piston groove—stops 
oil going around in back of ring— 
eliminates smoking. 

End-abutment design produces 
ring tension independently of con- 
tact with bottom of piston groove— 
eliminates groove depth problems. 

Chrome-plated, factory-seated 
side rails give instant oil control. 
Sealed Power Corporation, Muske- 
gon, Michigan. 


Preferred 
Performance 
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S KromeX 
PISTON RING SETS 


WORE NAN 
ss) AN RAN 
LAN SS PISTONS + + PINS * * SLEEVES AND 
\ MSs SLEEVE ASSEMBLIES + * VALVES 
* * WATER PUMPS + + TAPPETS 


ANS SO 
RAY 
\ WN Ws WN STAINLESS STEEL OIL RING 
\ \ \ U. S. PAT. NO. 2,789,872 








